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1 move means sales in materials handling equipment 
; see. page 73 








These Users Tell You Why MODEL-A BEAVER 
is ONE Answer to Lower Operating Costs! 


For 17 years Model-A Beaver Pipe and Bolt 
Machine has proved its worth, cut costs and in- 
creased output. Excerpts from hundreds of users’ 
letters show you what we mean: 


“We have 40 Model-A Pipe Machines. Our costs have been 
cut to a fraction of what they were before standardizing on 
these machines.”—Spitzley Plumbing & Heating Company. 


“We have 15 Model-A Beaver Pipe Machines, some of them 
in use 8 years, and the call for repairs is negligible.” 
—Advance Heating & Air Conditioning Corp. 


“I commend you for the over-all merit of this cost-saving unit 
... your Model-A Pipe Machine.” 
—The Monarch Cement Company. 


MODEL-A FEATURES 

Cuts and threads pipe, 1/8 to 2 inch . . . with drive- 
shaft and geared tools the range is increased to 2-1/2 to 
12 inch pipe... cuts off bolts 1/4 to 3/4 inch... 
threads bolts 1/4 to 2 inch . . . 186 different kinds and 
sizes of dies available from stock .. . choice of motors, 
110, 220, 440 or special voltages . . . choice of wheel or 
knife cutoff, both patented . . . gear driven, with gears 
running in oil . . . visual oil level gauge . . . right-hand 
operation like a lathe... quick-opening, fully adjustable 
dieheads. 


“We have disposed of all‘ other machines and standardized 
on your Model-A Machine.”—The Lane Company. 


‘ 


‘, .. they have earned their cost many times over.” 
—Bumstead-Woolford Company. 
“Your Model-A Machines save us much time and expense in 
our pipe work.’’—-Lehigh-Navigation Coal Company. 
“Compared to similar machines, we feel your units have 
proved superior both from time-saving and upkeep standpoints.” 
—Celanese Corporation. 
“Our Model-A Machines get hard usage, yet they keep run- 
ning month after month with trouble-free performance.” 
—Grinnell Company. 


Thousands of Model-A’s are in use throughout 
the world. We back them up with 49 years of 
experience and friendly service. 


Write for new Catalog C. C.-49. Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U. S. A. 
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The Cover 


“It’s your move, Bud!”—a_ nice 
paraphrase we think to go with our 
cover. The idea of using a checker 
game to indicate movement and so 
bring out the use of materials han- 
dling equipment seems to us quite 
appropriate. On the one hand, we 
apply it to the movement of pieces 
in a plant and, on the other hand, 
the move on the part of the sales- 
man in supplying the proper ma- 
terials handling to go with it. A 
neat little bundle all tied up for 
immediate delivery to those who 
move to page 73 to get all the de- 


tails on how to win the game. 








HOLO-KROME 


SOCKET HEAD 


STRIPPER } 


ACCURACY assured 


Facts - (1) made from special analysis alloy steel 
(2) scientifically heat treated to develop the utmost 
in the necessary physical properties (3) heads, 
bodies and threaded P perfectly concentric 
(4) bodies ore ground (5) threads are perfect in 
lead and held fo Class 37 it (6) checked 
and gauged fo the Holo-Krome rigid standards 

of accuracy during each step in production 

(7) and finally, every single bolt individually 

hand inspected before packaging yo. 

Accuracy is assured in H-K Strippe 

and in all Holo-Krome quality Socket Screw 
Products. Guoranteed unfailing performance. 
Accuracy is only one of the many H-K features 

which daily help to create new business and 

build repeat orders for Holo-Krome 

authorized Distributors. 


FIBRO FORGED 


ey 


SCREWS 





THE HOLO- prt 
KROME SCREW CORP. HARTFORD 10, CON 
: N. 


| 
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LINK-BELT offers the 


“QUALITY QUINTET’ 


in BALL aNb 


ROLLER BEARINGS 





Series 200 ball bearings 


. Solid or split housing 
pillow blocks (solid 
shown) for shafts 54” 
to 3'%6"” —also flanged, 
take-up, andhanger 






Series 300 ball bearings 


Solid or split housing 
pillow blocks (split 
shown) for shafts 5” 
to 3'%”". Also flanged, 
flanged cartridge, cart- 













blocks. ridge and take-up } 


blocks. 





Series 400 roller bearings 







Solid housing pillow 
blocks for shafts 34” 
to 4”—also flanged, 
flanged cartridge, 
cartridge and take- 
up blocks. 










Series 6800-6900 
roller bearings 


Series 7800-7900 
roller bearings 








Split housing pillow 
blocks with adapter 
sleeves for mounting 
on commercial shaft- 
ing of 1%” to 
61%" diameter. 


Split housing pillow 
blocks for press-fit 
on precision - turned 
shafting of 1.7700” » 
to 7.4800” di- 
ameter. 


5 oe Ais sa 








SEND FOR CATALOGS! 


“LINK-BELT 





LINK-BELT COMPANY 


Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, 
Toronto 8. Distributors in Principal Cities. 11,465 


BALL AND ROLLER 
BEARINGS 





INDUSTRIAL DISTRIBUTION © JULY, 1949 3 


















by use on millions 
of industry's 
_ toughest jobs 









- 





_ Mounted, sealed, 

© housed, fully 

-assembled, ready to 
lock on the ‘shaft 








Delivered from 
stock in 4 basic types | 
and a vast 
range of sizes | 








OTHER 
DODGE 
“FIRS TS“ 





TAPER-LOCK SHEAVES 
Easy on—easy off — holds 
fast to the shaft. 





ROLLING GRIP CLUTCH 
No toggles! Great flexibil- 
ity — positive drive. 





“SC” BALL BEARING 
Pillow Block with new Neo- 
prene metallic-backed seal. 





It was Dodge who took the famous Timken Bearing, 
mounted it, sealed it, housed it and delivered a pil- 
low block of new high quality—fully assembled, ready 
to lock on the shaft and carry the power loads of in- 
dustry with new efficiency. 


Power savings, improved machine operation, re- 
duced maintenance, elimination of spoilage and 
steadier production—all result so regularly from the 
application of Dodge-Timken Bearings that this great 
line is widely accepted as the standard for comparison 
in up-to-date power transmission layouts. 





100-TON PULL ” 


Three Dodge-Timken Pillow Blocks 
carry the load of a 100-ton pull of cast- 
ings in and out of a shot blast chamber 
for the Falk Corporation, at Milwaukee. 
The bearings save the gear reducer from 
side pull and allow the shaft to turn eas- 
ily even while taking the full load. Per- 
fect operation for 8 years to date. 


Ask the Transmissioneer, your local Dodge Distribu- 
tor, how these bearings and other Dodge “firsts” can 
help you achieve better, more economical production. 


DODGE MANUFACTURING CORPORATION, MiSHAWAKA, IND. 








of Mishawaka, Ind. 


CALL THE TRANSMISSIONEER. Look for the name of the Transmissioneer, your local Dodge 
distributor, under ‘Power Transmission Equipment” in your classified telephone directory. 











IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX PIPE JOINT COMPOUND No. 51 


is applied with a brush. It spreads evenly over threaded 
surfaces . . . and stays put! 


Does not harden or crack. Remains flexible and resistant to 
continual vibration. Assemblies can be adjusted easily... 
without breaking seal. 


PERMATEX PIPE JOINT COMPOUND No. 51 
produces unions that are leak-proof to hot or cold water, 
salt water, steam, illuminating gas, lubricating oils and 
greases, fuel oils, gasoline, kerosene, ethylene glycol and 
many other liquids and gases. 


PERMATEX COMPANY, INC. 
BROOKLYN 29, N. Y., U. S. A. 
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PLOMB TOOLS 
























































































NOW! A DIFFERENT NAME 
FOR YOUR OLD FRIENDS 


In PROTO tools—formerly Plomb tools— 
your customers get just what the name means, 
PROfessional TOols. 

They have the designs, special steels, scientific 
heat treating and over-all quality that have 
made them professionals’ favorites 

for 42 years. Sell the best! : 
Stock PROTO today! 


Write for catalog to 


PLOMB TOOL COMPANY 


2215P Santa Fe Ave., Los Angeles 54, Calif. 


1S aa. 
cues 
WRENCHES mes: Joo SNOLES sz 


C S 
VERS * SOmer pECIAL TOOL 
CREWDRIV FS - SPE REG. U.S MADE 
oa LERS “1004 1 BOR PAT. OFF LOS aNceLes IN U.S.A 
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Fifth in a series of 
Unusual Grinding 
Wheel Operations 





@Slitting fountain pen nibs to allow for the proper 

flow of ink is a very exacting operation. This 
precision job is another example of the versa- 
tility of a grinding wheel. 
Whatever Your Customers’ grinding problem 
may be, Bay State can solve it. . . fast. In many 
cases the exact specifications to meet your re- 
quirements can be supplied directly from large 
stocks either in Westboro or from our branch 
warehouses. 


Photograph of Nib Slotting Operation Courtesy 


If you do not car ive li i 
fy ot carry an abrasive line, or if you af ts Aaeiinah fen Company 


are contemplating a change, it will pay to in- 








vestigate Bay State. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses—Chicago, Cleveland, Detroit 









aS 
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wenser orrne Toe Peyormance 2 Consistently Duplicated 
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Habits are the toughest things in the world to break. Good or bad, they 
keep digging into your thinking, your actions, until they become almost 
a part of you. 

The valve franchises of some distributors become just such deep-rooted 
‘habit’. And in many cases, a penetrating perusal of these “habit franchises” 
would show that they’re not real money makers! 


How about yours? 


Take a long, careful look at your valve business. If it’s not “paying its keep”, 
you may want to switch to OIC, Pace-Setter in Valves. Your first step is 
simple. Just call in the OIC representative. He’ll be glad to explain in detail 
exactly how the OIC selective franchise can step up your valve profits. 
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YOU GET COOPERATION—NOT COMPETITION—FROM OIC! 


All too often, valve sales that are rightfully yours are oO : 
lost through out-and-out competition rather than co- IC gives your sales- 


“ ‘ men complete, hard- 
operation from your manufacturer. hitting sales tools. They 


If this has a familiar ring, call in your OIC represent- include the big 235- 
ative. He'll explain frankly and in detail how OIC —- yy ny or 
works with you, right down the line, to build your snare ross Ref- 


erence Chart that makes 
profits on valve sales. application of the right 
In the first place, you'll have the powerful backing of valve easier and the 


‘Signe ene? » OIC Forged Steel 
more than two million “written. sales calls” per year. Valve Catalog No. 


Two-color ads in leading trade papers clear the path 48ES. 
for your salesmen — save valuable selling time. 








i You can handle your customers’ complete valve require- 
ments. The OIC long line of cast steel, forged steel, 
stainless steel, iron and bronze valves assures the right 


valve for the job. 











To make that selling time productive, your OIC repre- 
sentative is equipped to hold training meetings for your 
salesmen. He uses modern training methods, and ‘arms 
your men with important product information and 
proven sales techniques. 








OIC keeps im touch with your requirements, and builds 
stocks accordingly. Since OIC is located in the heart 
of industrial America, with ready access to the nation’s 
finest transportation facilities, your orders are routed to 
save valuable time. 














Just clip your calling card to a corner of this ad and mail it to 
us. We'll be glad to have the OIC representative call. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 






VALVES 


CAST STEEL ¢ FORGED STEEL ¢ IRON @ BRONZE 


0-649-18 
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Broaden Your Range 
of Selling Services 


POWER SAVING of 20% 
at KO-NIT MILLS* 












@ TEXTILE WORLD 
“@ INDUSTRIAL EQUIPMENT NEWS 
@ PLANT PURCH. DIRECTORY 

@ MacRAE'S BLUE BOOK 

@ THOMAS’ REGISTER 


@ PRODUCT ENGINEERING ~ @ MANUFACTURING and 





















ad 
pd, 
e 
' Sates ay stavicns Orrice 
s 


Meeiron © Ph 
Mn ee “Komen 5175 
tie oad 


Sang Pec 


@ COAL AGE INDUSTRIAL ENGINEERING thee sn 
@ MECHANIZATION @ CANADIAN INDUSTRIAL EQUIP- eT AW ren 
@ IRON and STEEL ENGINEER MENT NEWS an ene 


Lincoln Wholesalers are in an enviable position to meet 
Industry's growing demand for lubricating equipment that will— 
Apply the Right Lubricant...in the Right Quantity... at the 
Right Time. As a Lincoln Wholesaler, you can offer a compre- 3 = 
hensive line of automatic lubricating equipment to help Industry 
increase production, raise efficiency levels, and prevent losses 
caused by inadequate lubrication. Write today for complete 
information, 


a 
* atthe == 
Right Ting ag ~~ 
. 
i © PIONEER suiLDERS 





© PIONEER BUILDERS 


Bullneck Surface Check Grease 
Fitting... the modern fitting with 
the ball in the top. 


view LUBRICATING EQUIPMENT @ « 
LINCOLN ENGINEERING COMPANY e 5739 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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EachT 


COLUMBIAN | 
5Y2” NYLON 
ROPE 


9” MANILA 





owed 490 Tons 560 Miles 





_..And Both Did An A-1 Job! 


Chug, chug, chug, chug! The Coyle tugs haul 
490-ton sections of the Galena Park-Pasadena 
Tunnel through the Intercoastal Canal. They 
haul with confidence, too — because these 
long time users of Columbian Rope know 
they can depend on Columbian every mile 
of the difficult voyage. 


Colambiart ROPE COMPANY 


| 320-50 GENESEE STREET 
| AUBURN, "The Cordage City”, N. Y. 





| 
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On two of these three sections, good old 
Columbian 9” Manila did its usual yeoman’s 
service. On the third section, Columbian 52” 
Stabilized Nylon Rope was used. And it car- 
ried out its strenuous task like a veteran — 
flawlessly — in the true Columbian way. Crew 
found Columbian 52” Stablized Nylon espe- 
cially easy to work with, too. 


Columbian’s exclusive stabilizing process makes quite a yarn. 
Wet or dry, Columbian Nylon is easier to handle — to splice — 


to knot. Stretches under stress — yet resumes normal length 
when force is removed. It’s naturally waterproof and can be 
stored immediately. Yes, sir — no finer Nylon Rope than 
Columbian! 






Finer Rope! 


: 
¢ 


aa Se 
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22 NEW TOOLS 


Nav bbdsy, wr a. 
THE SPARKLING —iheroe Lise 
ZT T AP ANN 


IMPACT WRENCH @ SIX NEW DRILLS 
SIX NEW SAWS @ FOUR NEW GRINDERS 
THREE NEW SANDERS @© TWO NEW POLISHERS 


Here are the sales sensations of the portable electric tool 


industry ... the only really new and modern developments 





in the industry—truly the “blue ribbon” tools in their field. 
For power... for long service construction . . . for light weight and 
: smooth compactness . . . for streamlined design and high lustre finish 
that attracts the smart buyers of modern products—these 22 new Thor 
Silver Lines are packed full of sales appeal. And there are more new 


Silver Line models still to come! Write today for Circular 1063. 


INDEPENDENT PNEUMATIC TOOL COMPANY : | 


Aurora, Illinois | 
Export Division: 330 West 42nd St., New York 18, N. Y. 


Birminghom Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Paul 
Salt Loke City Seattle San Francisco Toronto, Canada Sao Paulo, Brozil — London, England 


— 





THE NEW LINE... THE MODERN LINE ...THE PROFIT LINE...SILVER LINE |! ae 
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THIS CARTON IS PACKED WITH 







--the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 
and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
KANTINK WASHERS. 

One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 

THE BEALL HELICAL SPRING WASHER is the only 


type that has adequate “live action”, regardless of wear, 
breakdown of paint, scale, rust and bolt stretching. 








Nationally advertised to industry and purchasing agents. 


IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


BEALL TO001 DIvIsIoN 


HUBBARD & COMPANY + EAST ALTON, ILL. 
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David “belts Goliath sé 
-again! 


OTEAR upusTeia, 
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FOR MOLDED GOODS, FLAT BELTS, 
V- BELTS, HOSE, PACKING AND TANK LINING 


built to the world’s highest standard of quality, 
phone your nearest Goodyear Industrial 
Rubber Products Distributor. 


You are a national advertiser 


when you are a Goodyear franchise holder 





His year, Goodyear Industrial Rubber 
Products are backed with harder-hitting, 
harder-selling advertisements in national 
and trade publications than ever before. 


8 REASO NS WHY They are your advertisements, for each of 
Goodyear Industrial Rubber Products them disects the reader to his nearest 
Goodyear distributor. 

Are Top Profit-Makers slot 
HAT means business and lots of it for 
1 Reputation of ‘the greatest 5 Hard-hitting, business - getting "ies Goodyear franchise holder—one 
name in rubber” direct mail campaign of the reasons why the Goodyear franchise 
2 Proved quolity that brings re- 6 Technical sales assistance of the is one of the biggest industrial supply money- 
peat sales G.1.M.—GoodyearTechnical Man makers. Add the matchless reputation of 
7 leadership in new-product de- “the greatest name in rubber”— earned by 
velopment, pioneered by Good- outstanding product quality. Back them 
year Ressarch Lauanatary with promotional helps. Add the rest of the 
reasons listed in the blueprint. They are the 
factors that make your Goodyear franchise 
an investment in security. The Goodyear Tire 
& Rubber Company, Inc., Akron 16, Ohio. 


ODFYEAR 


THE GREATEST NAME IN RUBBER 
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3 Aggressive national advertising 
that boosts distributors, too 


; 4 Liberal franchjse thot creates 8 Substantial profit margin on 
profit opportunities each sale 











POWERFUL team... plus good men... 
and you have high load capacity! 

A film of grease... plus body strength... 
and there too, you have high load capacity. 
Keystone #32 Open Gear Grease has this 
ability—to carry heavy loads—and to resist 
metal to metal contact. 

At the point of impingement, gear greases 
are subjected to severe stresses and pressures. 
Under such conditions, inferior grease will 
squeeze out, or flatten and permit bare metal 
contact. But Keystone #32 Open Gear Grease 
is tough. And it is unique in that it resists 
“throwing” and withstands the pressure of 
heavy loads yet does not cause drag. 

Easy to apply while gears are in motion, 
Keystone #32 is packed in rigid leakproof 


Teeode Merte Leg. 





Be a 
SS 


JSPECIHALIZED 








v. 





cartridges that fit specially-nozzled gun appli- 
cators which ribbon the grease. Water repellent 
—even to boiling water—#32 has a melting 
point above 400° F. yet retains its plasticity 
when the temperature is below zero. 

Economical in its application and long service, 
Keystone #32 Open Gear Grease saves pro- 
duction time, application time, and overall 
lubricant expense. Used extensively through- 
out industrial fields, this product is one of 
many in the profitable line of Keystone “Spe- 
cialized Lubricants”... exact lubricants for 
precise solution of any lubrication problem. 
KEYSTONE LUBRICATING COMPANY, 
21st, Clearfield and Lippincott Streets, 
Philadelphia 32, Pa. 


Per. Of. 


LUBRICANT 8 ZZ 
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ATKINS 





Yes, the Atkins “Curled-Chip” Method of metal cutting 
does put teeth in your sales story—teeth that can mean 
sensationally lower cutting costs for your customers. The 
“Curled-Chip” teeth of Atkins Milling Saws permit heavier 
feeds and faster cutting speeds — produce truer cuts that 
need less re-machining—reduce saw replacement costs. 
Because the inward-curving Atkins “Curled-Chip” tooth 
gets under the chip and lifts it in a smooth, self-ejecting 
coil there is less tooth-dulling heat and no feed chatter. 
Tooth breakage is practically eliminated, cutting periods 
between grindings are sharply increased... Arrange to 


have an Atkins Cutting Engineer demonstrate Atkins 
“Curled-Chip” Milling Saws. You'll open your customers’ 
eyes to the real savings that can be made in metal 
cutting—and you'll open your own way to steady, 
profitable sales. 





Chip MILLING SAWS 





‘Caer Stel SAWS 





SS 


“Curled-Chip” cutting action develops 
chips that eject themselves from the gul- 
let as soon as they leave the cut. None 
are carried back inte the cut—ne galling 
or stalling at any speed. 


“ " 
ATKINS Carlec-Cige 
SEGMENTAL SAW 


Engineered to increase cutting under the 
toughest demands of heavy-duty sawing 
machines. “Curled-Chip” teeth reduce horse- 
power required per unit of cut, permit narrower 
cutting widths. Worn-out teeth can be quickly 
replaced without discarding the saw. 


me 











MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 


E. Cc. ATKING AND COMPANY 


402 South tllinole. Street, indianapolis 9, Indiana 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta @ Chicago © New Orleans ®© New York 


@ Office and Factory 





Les Angeles © San Francisco 
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“ATKINS ALWATS ANEAB™ 





Thread 2” pipe in 22 seconds > 


with TOLEDO 


POWER PIPE MACHINES! 


C8 


@ Your customers can save up to 80% on 
pipe threading time—by using a portable 
TOLEDO No. 999 Power Pipe Machine 
instead of hand methods! This saves 
labor ... reduces costs! 


The Super Model threads 2” pipe in 
22 seconds...or 30 seconds with 
Standard Model. Cuts off 2” pipe in 10 
seconds. Combines speed, production, 
strength, compactness, portability, de- 
pendability and low cost! Write for 
complete details. The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. 
New York Offices: 165 Broadway, 
Room 1310. 





CONTROLS... entirely within for- REAMING . .. with 12 tooth cone THREADING ... speedy, accurate. CUTTING . . . especially fast with 
ward and reversing switch. Speed type fluted reamer mounted on Thread gauge shows length of 4 cutting knives. Perfect square 
adjusted automatically. arm on cutter head. thread being cut. end cuts. No burred edges. 
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Take Advantage of This 
Nation-Wide 
Advertising Campaign 
That Reaches Every Field 
Where Wire Rope 
and Chain Fittings Are Used 


Here’s the kind of advertising back- 
ing you can use, Mr. Distributor 
... the kind that goes right into 
your own markets and helps make 


engineering 





your selling job easier and more 
profitable. 

Glance over that impressive gal- 
lery we’re showing of the trade pub- 
lications on Laughlin’s expanded 
advertising program for 1949. Nine 
key magazines with combined circu- 
lations totalling more than 200,000 
a month ...and this year they’re 
carrying millions of Laughlin mes- 
sages to users of industrial fittings 
throughout the length and breadth 
of American industry! 


WORLD Oi 


‘e¢ 


ip We 
a * {| 
a ww x | 
Cl f 





So, in whatever fields you enter, 
remember that Laughlin is right 
there with you, hammering home 
your Laughlin sales story and build- 
ing up interest and acceptance. 

Remember, too, that thisnational, 
industry-wide advertising never fails 
to emphasize you, the Laughlin 
Distributor, as the logical source 
for prompt, efficient sales and serv- 
ice . . . And that’s good business for 
all of us. THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, MAINE. 


AUG i Li bh Laughlin Protects the Distributor 
—_ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Have you ever made 
this SALES @ 
TEST? p&p 









Many Distributors have. And 
they find it sells more paint! 








Have your salesmen explain to customers about the ease of using Permite Ready- 
Mixed Aluminum Paint; how it saves time and labor. See that customers are told 
about the synthetic vehicle used in Permite for greater coverage, greater brilliance, 
longer life; about the many uses for Permite in combating rust and corrosion, and in 
reducing maintenance costs. 

Invite customers to put Permite to the most critical tests, indoors or outdoors, 
on any type of surface. Then, after the initial order has been used, ask each buyer 
about the results obtained. ° 


You will be surprised at the large amount of repeat 
business you will win; at how your paint sales will grow. 
For Permite Ready-Mixed Aluminum Paints are quality 
paints, which afford the true painting economy buyers are 
demanding. If you are not already handling Permite, write 
or wire for full details. 


ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio 
The Originator of Ready-Mixed Aluminum Paints 









The 


Widely 
Prefeireg , 


"CACY. mixey 





Give This Book to Your Salesmen 


It tells Where, How and Why to use 
Permite. It will help them sell more paint. 
Write for number of copies you need. 


PERMIT EjaeesALUMINUM PAIN 
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for every purpose 


..and made for longest service per 
file—utmost value for your money. 
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Nicholson file 


LE FILOSOPHY” 


NATURAL History | 
MUSEU 
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- and, con- 


hardness. Best in engineering design for 


the job and material for which each type, 


NICHOLSON 


FILES 


' Nicholson and Black Diamond 
files are, we honestly believe, the 


Consider all these basic reasons for 
making Nicholson or Black Diamond your 
“leading” brand and your only brand. 

For a well-informed sales staff: 

INDUSTRIAL DISTRIBUTION © JULY, 1949 


PREE TECHNICAL BULLETIN on files for special 
industrial purposes. 


ing your customers’ production and 


lowering their filing costs . . 
tor to handle in the interest of good service, 


FREE BOOK, “FILE FILOSOPHY"™ (new edition) — 
an invaluable “service textbook” on kinds, use 
and care of files. How many copies of each can 
you use? 

NICHOLSON FILE GO., 42 Acorn St, Providence 1, R. |. 


sequently, best for the industrial distribu- 
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A high quality line of packings and gaskets 
for valves, pumps, compressors, hydraulic 


systems, steam hammers, and practically 


every type of modern industrial equipment. 





RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA, _ [Factoris: 


Bridgeport, Conn.; Manheim, Pa.; 
No. Charleston, S.C.; Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings » Asbestos Textiles » Mechanical Rubber Products 
Abrasive and Diamond Wheels +- Rubber Covered Equipment + Brake Linings + Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose +» Powdered Metal Products +» Bowling Balls 


ee 
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Step up your profits with 
SKIL Drills...the big complete, fast- 
selling line. SKIL Drills give you pros- 
pects and sales in every plant, in every field. 
26 models packed with easy-to-see, easy-to-sell 
features give you a size and type to sell for every 
drilling operation. 

Look at those SKIL Drill pictures 
now. See how they will make sales for you 
throughout your territory. Then push the 


complete SKIL Drill line. It pays! 


THESE SKIL Drill FEATURES BUILD 
VOLUME FOR YOU! 


Extra Powerful Motors... 
Statically and dynamically balanced for finest performance. 


Smooth-Running Gears... 
Precision-cut helical gears insure long, quiet operation. 


Finest Bearings... 
Highest quality ground and lapped radial and thrust ball and roller 
bearings. 


Die-Cast Bodies... 
High-strength aluminum alloy for durability even under rough handling. 








WORKING 





for you 


WAREHOUSING 


for you 
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ROEBLING ENGINEERS and your 
Roebling Field Man are always ready to 
work for you. They'll help you recom- 
mend the most efficient wire rope for a 
given job. They'll knuckle down and get 
the answer for any technical trouble. 
They'll lend a hand at showing users how 
to install and take care of wire rope for 
longest and cheapest service . . . Cash in 
on this help! It makes satisfied customers 
and brings repeat business. 








WHEN YOU'RE a Roebling distributor, 
it doesn’t matter where youre located. 
There's always a Roebling warehouse not 
far away . . . and it’s completely stocked 
with the full wire rope line and ample 
supplies of it. Roebling is thus able to 
supplement your own stock and to see 
that you get fast deliveries. Your custo- 
mers get what they want, when they want 
it... Roebling distributors find that this 
helps hold old customers and win 
new ones. 








ROEBLING ADVERTISING is boosting 
for you twelve months a year. It reaches 
everyone you sell and everyone you want 
to sell. Full pages, in color, run in trade 
papers throughout industry and tell of 
the extra performance and low-cost ser- 
vice of Roebling wire rope. Other adver- 
tisements, addressed to business owners 
and executives run in “Fortune” and 
“Business Week”. . . promote acquaint- 
ance with Roebling products and build 
demand for Roebling quality . . . 


JOHN A. ROEBLING’S SONS COMPANY « TRENTON 2, NEW JERSEY 









BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. # Chicago, 5525 W. Rooseveit Rd. 
%*% Cleveland, 701 St. Clair Ave., N. E. % Denver, 1635 17th St. & Houston, 6216 
Navigation Blvd. %& Los Angeles, 216 S. Alameda St. % New York, 19 Rector St. & 


12S. 12th St. *%& Pitteburgh, 855 W. North Ave. *& Portland, Ore., 
1032 N. W. 14th Ave. *& San Francisco, 1740 17th St. * Seattle, 900 First Ave. 


INDUSTRIAL DISTRIBUTION © JULY, 1949 






lustrates Adaptability 
_ Of Lufkin Inside “Mikes”... | 






Lufkin tools meet exacting requirements 
of layout man, John Adams, employed 


for 14 years at the Mesta Machine Co., 
Pittsburgh, Pa. 





@ Every Lufkin Precision Tool has features that are of 
practical aid to skilled craftsmanship. Lufkin Inside 
Micrometers measure I.D.’s. from 144” up. Each rod is 
marked with its length and rods can be added to either or 
both ends of the micrometer head. 


a 


Tubular, light weight measuring rods 
can be added to both ends of the 
micrometer head—thus keeping the 
head central and in balance—assuring 
more sensitive “feel”? and precise 
readings. 





Ground threads on micrometer heads assure 
smooth operation and greater accuracy. Rods 
and caps ground to extremely close limits to 
permit interchangeability. Heads have ‘“‘Rapid 
Reading” (each thousandth numbered) to 
eliminate errors in reading. Lock nut holds 


measurement firmly. 


MEMO TO DISTRIBUTORS 


Weare backing up our distributors’ sales 
efforts with Lufkin Precision Tool, Tape 
and Rule advertising reaching every 
level of buying influence through lead- 
ing management, industrial and con- 
sumer publications. 


This is the first time in the history of 
the measuring device business that a 
manufacturer has given its distributors 
the support of millions of selling mes- 
sages delivered regularly into the homes 
of precision tool, tape and rule users by 
the Rotogravure Sections of the big city 
newspapers. 


It will pay you well to tie in with this 
big campaign that is now developing 
many new sales prospects for the com- 
plete Lufkin line. 





It is easy to adjust micrometer 
head. Extension rods that show 
wear are also adjustable by turning 
hardened and ground plug either 
into or out of the rod. 













Flat surface on knurled collar opposite 
reading line makes it easy to instantly 
find reading line even in poor light. 





OF KIN| 


PRECISION TOOLS 
TAPES + RULES 


Write Dept. ID for fascinating book- 
let, “The Amazing Story of Meas- 
urement.” Enclose 10c (no stamps) 
to cover handling and mailing. 





THE [UFKIN PPULe C0. ¢ Saginaw, Michigan e New York City « Windsor, Canada 
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LYON METAL PRODUCTS, INCORPORATED 


General Offices: 753 Monroe Avenve, Aurora, Illinois * Branches and Dealers in All Principal Cities 
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CURTIS air CYLINDERS 


Increase Plant Efficiency—Decrease Production Costs 
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Curtis Pneumatic Machinery Division of Curtis Mfg. Co. . Precisios 
1911 Kienlen Ave., St. Louis 20, Mo. 


I am interested only in items checked below: ng work 
CO Air Hoists = Namne.......... poeta heniainidcGendiiakimnnaiel sizes and 
(1) Air Cylinders i RP hitccteaieesci Giclees eytow Superfin: 
(] Air Compressors 
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PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company bai 


See epee PB mmnr ens a, Milstein : 
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rast SELLERS 


steapy REPEATERS 


DISSTON «115 


A complete line 


Whatever your customers’ file 
needs, you can meet ALL of 
them with Disston Files. File 
users know that the name 
Disston stands for top quality 
and top performance. Disston 
Files create repeat sales for 
they live up to their reputation 
for outstanding service and 
ong life. 


BUaiform quality is maintained 


oy constant checking and re- 
hecking in actual perform- 
ance tests throughout the 
Disston plant where thousands 
of dozens of Disston Files are 
used yearly. You can sell 
Disston Files with confidence 
.»..and with profit. 


DISTON american 
PATTERN FILES & RASPS 


All standard cuts... all stand- 


ard sizes and shapes . . . for all 


ON SUPERFINE, 
WISS PATTERN FILES 


tecision made files for exact- 
ing work . . . full line of shapes, 
pizes and cuts for every type of 
Buperfine filing. 


re b40, 


Files that are different.in double 
cut files, teeth are staggered 
instead of being cut in straight 
rows. They cut straighter. They 
cut smoother . ... absence of 


tracking eliminates much ref 


ishing. They speed up work .. « 
teeth are sharp biting, hold their 
edges, assure longer file life. 
Rounded gullets form curls in- 
stead of chips, thus to a great 
extent are self-cleaning. 


HENRY DISSTON & SONS, INC., 723 tacony, Philadelphia 35, Pa., U.S.A. 


Bronches: Chicago, Seattie, Portland, Ore., Vancouver, B. C. * Canadian Factory: Toronto 1, Ont. ° Australian Factory: Sydney, N. S. We 




















Firth Stesling 
Announces 2a NEW 





A leader in the development and manufacture of high speed tool 
and die steels for seventy-five years ...«a pioneer in the development 
and manufacture of sintered carbide for over 
twenty years ...«a supplier, recognized the world over for products 
and materials that mean highest efficiency in shop tooling .. . Firth Sterling now 
announces a new, modern, co-ordinated Distributor Policy, which 
makes available to Industrial Distributors the 
opportunity to sell to industry these necessary products 
of ready acceptance and preference: 


CARBIDE TIPPED CUTTING 
TOOLS, TIPS AND BLANKS 


Outstanding, high-efficiency tools, tips and blanks in a full line of desir- 
able grades,—of latest design and development for modern shop practice. 


ad : GH s PEED Widely known and used throughout industry—includes the world 


famous Circle C and Blue Chip Steels, recognized everywhere as 


s T E E A EB a T § highest in quality and performance. 


HIGH SPEED 
DRILL RODS 


A long-established line including well-known Blue Chip, Invaro 
Oil-hardening, and Sterling Stainless Steels. 








a Ch BA Bs Ss SS 
Fisth Stesling stet. « canswt corporation ff AMD UIS 
te COUPON TODAY 


We will be glad to discuss 





I would like to arrange for a discussion of your sales 
policy with the object of becoming a Firth Sterling 


Distributor. a “a 
the qualifications of a Firth 


Sterling Distributor, and to 
—- TITLE % explain in full detail our 


complete co-ordinated Dis- 





COMPARY. 





tributor Policy. 


ADDRESS. 





Bla cet eae a a A SE YE A 
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IMMEDIATELY 


Distributor Policy 


A 


(EFFECTIVE 


Firth Sterling offers & SALES -STIMULATING, 


PROFITABLE ADVANTAGES +o Distributors 


Complete line of both High Speed 

@ Steel and Carbide shop tooling prod- 

ucts... long established with widespread 

acceptance as the tool materials that do the 
job better, faster, cheaper. 


Practical and comprehensive training 

@ course for your salesmen in modern 
methods for selling tool steel and carbides 
(based on an aggressive marketing program). 


National advertising in leading indus- 

e trial trade publications designed to 

pave the way for distributor salesmen for 
quick, profitable sales action. 


New, attractive, easily understood 

@ technical literature and other sales 

helps (such as plastic merchandising pack- 

ages)—the kind of sales support that dis- 
tributors can use to best effect. 


A complete, modern 16 mm. sound 

© movie ‘Firthite-Sintered Carbides”’. 

This movie shows your customers the Firthite 

story—how to braze on tips—how to finish 

carbide tipped tools—how to shape and re- 

sharpen tools. The movie is available to you 
and your customers on request. 


6. Skillfully prepared, personalized 
¢ Direct Mail programs to send the 
Firth Sterling product story to all of your 
customers and prospects. 


vA Co-operative, personal sales engineer- 
@ img service by Firth Sterling’s experi- 
enced engineers to help your salesmen with 
customers and prospects in their own shops. 


Continuous product development 

e through Firth Sterling engineering de- 
sign and research to furnish you constantly 
with new and improved products for more 
applications and greater sales possibilities. 


Firth Sterling 


STEEL & CARBIDE CORPORATION 
McKeesport, Pa. 


Offices and . 
NEW YORK (7),'N.Y., 50 Church St. » HARTFORD (6), te mag 


PITTSBURGH (22), PA., 1801 First National Bank Bldg. + 
DETROIT (4), MICH., 8330 West Chicago Bivd. « Chicag 


CONN., 410 New Park Ave. + PHILADELPHIA (33), 
CLEVELAND (14), 0., 1424 East 25th St., N.E.+ DAY 
0 (6), LL, 710-714 West Lake St, « 


PA., 1137-41 West Cambria St. 
TON (1), 0., 415 West Fifth Ave. 
Los ANGELES (21), CALIF., 1327 Santa Fe Ave. 
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WIGKEL fl, }i) METAL 
BABBITT ji “BABBITT 


r a 


























THERMODYNE 








IMLeco F-83 


| FOR EVERY BEARING NEED! 


Most white metal bearing problems can be successfully 
solved by using one of the Federated Big 4 Babbitts— 
Thermodyne, XXXX Nickel, Merit and Record. 
Thermodyne and XXXX Nickel are tough, dense- 
grained tin-base babbitts for heavy bearing loads at high speed operation. 


Merit and Record are ductile, low-cost lead-base babbitts for lighter loads 
at more moderate speeds. 







MERICAN cpt Dante 
REFINING. CRATING Ano 
PANY 





The Federated Big 4 branded babbitts are scientifically designed to answer 
most white metal bearing needs, and thus to simplify your bearing problems. 
For special requirements, alloys of any composition can be supplied. 

To order, or to obtain more information, call or write the nearest of 
Federated’s 11 plants and 24 sales offices across the nation. 


Federated also makes many other non-ferrous products, 
including copper-base alloys, aluminum and magnesium alloys, 
solders, die casting metals and fabricated lead products. 








Seda METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N.Y. 
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THIS WATER HEATER CUTS COST 3 WAYS 


MORE HOT WATER FROM A SMALLER UNIT... SMALLER 
INSTALLATION COST...NO STORAGE TANK NEEDED 


Need lots of hot water? Here’s the economy way 
to have it! 


The “WU” Heater is equipped with a B & G 
Booster which pumps boiler water through the 
shell, greatly increasing thecapacity of the Heater. 
You'll be amazed at the volume of hot water de- 
livered by so small a unit. 


Connecting pipes and fittings are greatly re- 
duced in size because of pumped circulation... 
hence smaller material and installation costs. No 


expensive storage tank needed—the large heat- 
ing surface of the “WU” heats water as fast as 
drawn. Correct baffling assures maximum heat 
transfer. 


Positively controls service water temperature 
Whenever service water drops below the de- 
sired temperature, the Booster starts automati- 
cally, pumping boiler water through the Heater 
shell. When the correct temperature is restored 
the Booster stops. 


GET THE FACTS ON B&G CENTRIFUGAL PUMPS 


These pumps will meet your most critical appraisal. Made in a wide 
range of capacities with open and enclosed impellers. Series 1522 
and 1531 Pumps feature a Mechanical Seal which eliminates stuffing 
box drip. Send for engineering data—you’ll appreciate the outstand- 
ing design and workmanship of B & G Centrifugal Pumps. 


Hydre-Fis PRODUCTS 


BELL & GOSSETT CO. - 


Write today for these 
catalogs of BEG 
Centrifugal Pumps and 


WU” Water Heaters Dept. BB-35 « Morton Grove, Illinois 


#Reg. U.S. Pat. Off. 
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SAVE TOOLS—Krylon 
protects costly tools, 
drills, reamers from 
rust when in storage 
or toolroom. 









PROTECTS blueprints, 
shop drawings from 
dirt, smudge and 
grease with clear, 
flexible plastic coating. 
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porect PRODUCTS 


yce NEW SALES 






On 


PRESERVES appear- 
ance of finished parts 
and products. Keeps 
them like new until 
they are in hands of 
buyer. 


“é 


WATERPROOFS elec- 
trical wiring and ter- 
minals; reduces line 
losses. 


ee gk 








INVISIBLE PLASTIC COATING PREVENTS RUST AND 
CORROSION .. . SEALS OUT DIRT, MOISTURE, GREASE 


Wraps in Plastic Any Industrial Product . . . Blueprints to Tools 


Here’s the product talked about... read about... and 
now being used by large industrial plants from coast 
to coast. It’s KRYLON, the new marvel, crystal-clear 
plastic protective coating that puts an end to corrosion 
and rust... damage by dirt and grease... unnecessary 
losses to finished products, valuable tools, precision 
instruments and blueprints. 


KRYLON adheres tightly to metal, wood, paper and 
nearly every surface. It can be sprayed, brushed, wiped 







There is only one KRYLON. ... 


or dipped on. Dries in minutes, forming a long-lasting, 
flexible, crystal-clear coating that is impervious to 
water and chemicals. That’s why leading manufac- 
turers are now using it on their products and through- 
out their plants. 

Get on the band wagon now with KRYLON. Make this 
one of your most profitable sales builders. The KRYLON 
line is available in all sizes from one-quart containers to 
fifty-five gallon drums. Write today for complete details. 


FOSTER & KESTER CO., INC. 2601 N. Broad St., Philadelphia 32, Pa. 





the industrial plastic coating 
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Here’s why: 
Cold-Melt Electric Steel, specially made in Simonds 
modern mills, is the only steel that can give you 
Simonds Crescent-Ground Crosscut Saws. Then, in 
Simonds’ windowless plant, automatic equipment 
imparts even temper and flatness to saw-plates 
from end to end. 

Simonds Simultaneous 2-side Grinding eliminates 
ee and produces uniform taper, end to end and 
teeth to back. 

Faster Cutting is made easy by large raker-gullets 
which don’t choke up or make the saw pull. 

Filers’ Work is Easier, for Crescent-Ground Crosscuts 
need less set. Teeth and rakers can be pointed up 
by hand for ready adjustment to any 
timber. Filings are fewer. 










eS 


MASS. 
SAW AND STEEL CO. 





L-P. SAWS CUT-OFF SAWS RIP SAWS FILES PLANER KNIVES HIGH-SPEED KNIVES VENEER KNIVES CROSSCUT SAWS NARROW BANDS 


Get this 4-way payoff...get your dealer to supply you with Simonds Crescent- 


Cal.; 228 First St., San Francisco $, Cal.; 
Ave., Portland 4, Ore.; 31 W. Trent 





INDUSTRIAL DISTRIBUTIO 


BRANCH OFFICES: 1350 Columbia Rd., Boston 27, Mass.; 127 S. 
Green St., Chicago 7, lll ; 416 W. Eighth St., Los Angeles 14, 


8, Wash. Canadian Factory: $95 St. Remi 
St., Monireal 30, Que. 







‘Ground Crosscut Saws. 


3115S. W. First 
Ave., Spokane 
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Premium Dayton Cog-Belts 


Deliver 40% MORE 





Horsepower per Belt! 


New sales... larger profits... with Dayton Cog- 
Belts, the finest V-Belts made. Deliver 40% MORE 
hp per belt. Far outwear any other belt. Require 
little or no maintenance. Withstand oil, grease, heat. 

How? Because they are built to bend. The exclusive, 
built-in Cogs eliminate strain and distortion. The 
die-cut, raw edges grip the pulley tighter. Bias cut 
fabric, Raytex Fortified Cords, plus the best materials 
and skilled workmanship make them the finest 
V-Belts made... bar none! 


For multiple drives, they're natural! V-to-V or 
V-to-Flat, they will deliver more hp from the same 
pulleys. Or the same hp with fewer belts. 


For tough applications, high speeds, terrific shocks, 
abnormal wear, Dayton Cog-Belts are unsurpassed! 
Outwear any other drive. Resist heat, oil, moisture, 
—indoors or out. 


For smaller pulleys, shortest centers. Cog-Belts 
permit the use of approximately 25%, smaller pulley 
diameters. Permit drives to be made lighter, smaller, 
more compact. 

Offer Premium Dayton Cog-Belts to all your cus- 
tomers. They will outdrive, outwear... ode drives 
cost less than any V-Belt made. 








Ow NOW/ Available for imme- 


diate shipment in all standard lengths and 
cross sections. Phone your order to your 
Dayton District Office now! Dayton Rubber 
Co., Dayton 1, Ohio. 

















PROVE IT WITH THIS 


SIMPLE DEMONSTRATION 


Xs, 


Compare the Dayton Cog-Belt to your 
finger. Show how the skin on the top is 
taken up when the finger is bent. Point 
out how the Dayton Cog-Belt does the 
same thing. It “gives” when it bends 
because it is made with bias-cut fabric. 


Gh 


Now show the inner section of your 
finger... straight and bent. Show how it 
closes up, takes compression. The built-in 
cogs do the same. Take up compression 
when they bend. Eliminate all strains and 
distortion in the pulley. 





Next, show how Raytex Fortified Cords 
are bonded into the belt like the bone 
in your finger. Impart amazing strength, 
minimum stretch, longer belt life. 





Dayton Rubber 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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AMERICAN HOIST AND DERRICK COMPANY 
St. Paul 1, Minnesota 9314 


Please send me sales suggestions on [_] Crosby Clips 
[_] American Blocks and Sheaves [_] American Handiwinch 

































They all want 


American 


Blocks and Sheaves 


It’s a safe bet you won’t run into many 
sales like this one... but you’ll certainly 
make it tough for your competitors to 
steal sales from you... if you talk up 
American Blocks and Sheaves on every call. 

Your customers know American Blocks 
and Sheaves... know about their armored 
construction ... about their rugged 
strength and long service . . . and about 
the prompt delivery you can offer them, 
because hard-hitting, straight from the 
shoulder ads in 44 leading industrial mag- 
azines carry the story to the very people 
you call on. 

This advertising works for you every 
day, in every industry . . . helps you tell 
the American story . . . helps you pile up 
sales and profits fast. 








TWO MORE AMERICAN PROFIT-PULLERS 


They all want American 
Blocks and Sheaves... 
because they’ve been read- 
ing all about ARMORED 
CONSTRUCTION. 


Genuine CROSBY CLIPS 


Crossy C.iPs lead the world in wire 
rope fastener sales. Drop-forged, hot 
dipped galvanized for super-strength 
and long service. All sizes from \%& to 
3 inches. Continuous advertising 
helps you get orders. 














Precision-grooved sheaves 
Oversize pins and axles 


Heavy steel side plates and 
side straps 






AMERICAN HANDIWINCH 
gives one man enough horse- 
power to lift, pull or load up to 
10,000 pounds. Easy to carry ¢ 
from job to job... a cinch to { 
set up quickly. Nationally ad- 

vertised for easy sales. . 








Forged steel hooks and 
shackles 
A Wide Variety of Types and 


Sizes . . . Block Capacities 
1% to 250 Tons 
















merican Hoist 





and DERRICK COMPANY 








Address___ 


St. Paul 1, Minnesota 





a, Plant No. 2: So. Kearny, N.J. 


Sales Offices: NEW YORK « PITTSBURGH * CHICAGO 


__Zone 








38 


INDUSTRIAL DISTRIBUTION © JULY, 1949 











OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS 
& SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; ‘’C’’ CLAMPS; 
CHAIN PIPE TONGS & VISES; FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES 


& CHISELS; SOFT FACED ‘’NUPLAFLEX’’ TIPPED HAMMERS; HOIST HOOKS; 
EYE BOLTS; ROD ENDS; CRANK & BALANCE HANDLES; THUMB SCREWS & NUTS. 
J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Lishiibulors Everywhere 
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.- felling valve users 
YOU HAVE 
WHAT THEY WANT! 







This ad is reaching approx- 
imately half a million busi- 


ness paper readers in July. 
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ENHEIMER co 





Through the pages of leading industrial 
publications, a large audience of economy- 
minded valves buyers receive this message 
of real interest: ‘‘Lunkenheimer Valves 
cost less to use.’”’ Back up this advertising 
with intensive sales effort . . . impress 
your customers with the fact that these 
quality valves give trouble-free service 
with much lower maintenance costs and 
are available now . . . through helpful 
Lunkenheimer Distributors. 


ESTABLISHED 1862 


THE LUNKENHEIMER &o 


—="QUALITY’= 
CINCINNATI 14, OHIO. U.S.A. 
NEW YORK 13. CHICAGO6 BOSTON!O PHILADELPHIA 34 
EXPORT DEPT. 318.322 HUDSON ST. NEW YORK 13.N. Y. 
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SSreliter-lme New 
Inside DeLuxe 
Frost white 


aA 





CHAMPION’s DELUXE WHITE 


A new and better Light that sells itself on Sight 


Be among the first to introduce it to your customers and get the credit, 
the new volume and the profit from showing them the way to better light 








Champion’s 100: Watt De Luxe White represents the 
greatest step forward in light bulbs since the inside frosted 


lamp was introduced a quarter century ago. Your customers 

Thislampisa 
profit-maker — it 
: ; 4 means plus sales 
The new Champion De Luxe White provides soft white for you. Write for 


light, highly diffused, easy on the eyes — yet giving just as complete informa- 
much light. Truly, a great advance in lighting efficiency. tion. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATEO ELECTRIC LAMP co 


will recognize and appreciate its advantages instantly, the 


moment they see the two together, lighted or even unlighted! 
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Portable Hydraulic Equipment 
Replaces Time-Consuming 
And Back-Breaking Methods 


IT’S NEWS when the maintenance crew 
saves 12 man hours moving a single machine! 
But it’s even bigger news when such dramatic 
savings continue—on “1001” other tough jobs! 


How It’s Done 


The secret lies in using Porto-Power in place 
of brute man power. Porto-Power, a patented 
type of hydraulic jack and auxiliary equipment, 
pushes, pulls, presses, clamps, spreads, bends 
with 2, 4, 7, 10, 20 and up to 50 tons of power. 

Porto-Power can be hand-operated or elec- 
trically driven. Its many work-saving attach- 
ments speed up an amazing array of mainten- 
ance, manufacturing and construction jobs. 
Porto-Power frequently pays for itself in a sin- 
gle application or in less than 30 days. 


Salesmen: Try this idea! 


Porto-Power has become standard, accepted 
equipment among practically all types of ac- 
counts served by Industrial Supply Distributors. 
So — why not take an inventory of YOUR 
accounts to determine which of them do not 
yet have the benefits of Porto-Power. Then sim- 
ply show the Porto-Power picture-catalog in 
each of these places and sell ’em! It’s easy. 


PORTO-POWER® — A Product of 


BLACKHAWK MFG. COMPANY, Dept. P1779, Milwaukee 1, W 


Sell Porto-Power. to Zip Up 
Maintenance Crews! 
































Pull gears, wheels 
and pulleys smooth- 
ly, safely, quickly 
and without damage. 
Porto-Power is fast- 
er than mechanical 
devices—safer than 
sledge-hammering 
methods. 






A Jack for any span | 


—any angle. Porto- 
Power is all-direc- 
tional. Extensions, 
couplings, and base © 
plate build the re- 
motely-controlled hy- 
draulic ram up for 
work at any height. © 











. 
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Home-made Presses 
are big money-savers 
because of Porto- 
Power. Blackhawk 
furnishes blueprints 
showing howto build 
presses and mount 
Porto-Power. 





isconsin 


Toe-Lift set-ups raise 
loads from low-lev- 
els. This is but one 
of many ways the 
ram can be adapted 
with simple, thread- 
ed Porto- Power at- 
tachments. 
























How to get more Abrasive Business from the 


VERY plant that machines metal must make 

provision for sharpening tools: drills, cutters, 
shapers, reamers, bits, planers, hobs, etc. Latest 
available figures show an estimated total of 
11,000 machine shops in metal-working plants 
employing more than 21 workers per plant. 
Broken down by industry, here’s the picture: 


300 Ordnance Equipment. 

550 Primary Metal Producers. 
3,000 Fabricated Metal Producers. 
4,500 Machinery Manufacturers. 


1,000 Electrical Equipment 
Manufacturers. 


900 Builders of Transportation 
Equipment. 


300 Instrument Makers. 


450 Producers of Miscellaneous 
Metal Goods. 


rasives by 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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These companies buy roughly 25,000 tool and 
cutter grinders each year. This is in addition to 
the 366,000 such machines already in service. 


A market this big is a primary target for your 
sales efforts—especially for pushing Abrasives 
by CARBORUNDUM. As you can see, this is 
a dynamic market...a steady, growing market 
that can absorb a tremendous number of abra- 
sive products each year. Abrasive products 
wear out and must be replaced. Adequate 
stocks must be maintained at all times so that 
production tools can be kept at peak efficiency. 


For years, The Carborundum Company has 
directed a barrage of advertising at this market 
through authoritative publications that are 
eagerly read by the entire metal-working in- 
dustry. Millions and millions of sales contacts 
have been made through this advertising effort. 
The market has been made thoroughly receptive 
to your own sales story... has been softened up 
for you. The basic sales idea we have put across 
has three points: 


TRA 


1. Buy through distributors. 
2. Insist on Abrasives by CARBORUNDUM. 


3. Let The Carborundum Company and its 
distributors help you apply these better 
products correctly. 


In selling this market, your best approach is 
through Series 20 Grinding Wheels, developed 
expressly for tool-room applications. They give 
faster stock removal... improved tool finishes 
... less damage... less scrap...cooler cutting 
action...longer tool life between grinds...lower 
wheel inventory. With these advantages to 
point out, plus our advertising support, and 
with a knowledge of your local market, you can 
do an outstanding job of selling abrasives by 
CARBORUNDUM to the metal-working in- 
dustry. You'll find it a most profitable objective. 
The Carborundum Company, Niagara Falls, 
New York. 


DE MARK 
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HILLIPS SCREWS 


PRODUCTION: Boats almost build themselves - +> 
driving speed, and non-slash protection of American 
ing } turned up flush, 


lean and shi ° 
takes only half as long 6 an 


keelhauled! 








sMOOTH SAIL 


with the handling ©4S¢> 
Phillips Screws: Every fastening 15 © 


to stay: And every Ame ‘lips fastening 
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Brass, Bronze, 
less Steel, Aluminum, 
Monel, Everdur (sili- 
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PORTABLE SANDERS: Amazingly versatile. Drive 
abrasive discs, saucer grinding wheels, wire wheel 


brushes, planing and gouging heads. 7” and 9” models. running. Perfectly balanced. 


- 8 Is with capacities from 
PORTABLE GRINDERS: Bring the tool to the work for c+ te nic im steel, double in hardwood, Drive twist 


drills, wood augers, Hole Saws, other attachments. 


fast grinding, wire brushing, buffing of bulky parts. 


Four models, 3” to 6” wheel diameters. Standard and Heavy-Duty models. 


Your first choice for volume tool sales 
in Production, Maintenance, Construction! 


Drilling, sanding, grinding, screw driving—there are hundreds of 
jobs, hundreds of places, where you can sell powerful Van Dorn 
Electric Tools! The Tools shown here are just a sample of the 
big, diversified, versatile Van Dorn Line—over 100 cost-cutting 
Electric Tools in all! 


What’s more, Van Dorn gives you more than the most com- 
plete line of Portable Electric Tools. When you sell Van Dorn 
you profit from buyer acceptance for the top-quality materials, 
modern design and fine workmanship that go into every Van 
Dorn Tool. You benefit from the world’s finest electric tool 
service organization—28 Factory Service Branches in all. You 
get the backing of powerful advertising in The Saturday 
Evening Post and leading trade papers and sales-building 
missionary work by our highly-trained Field Representatives. 





FOR POWER 
SPECIFY 


ELECTRIC IMPACT WRENCH runs and removes nuts, 
bolts, etc., to 44” thread size. SCREW DRIVERS: 25 
models for a wide range of screw driving and nut 





— 





BENCH GRINDERS: Four models from 6” to 10” wheel 





| 


diameters. BACK STAND IDLER attachment, with 


abrasive belt, does faster, cooler grinding. 


i 





ELECTRIC SAWS: 10 times faster than hand sawing; 
for ripping, cross-cutting, grooving, etc.; in all ma- 


terials. Three models, 7”, 8” and 9” blade diameters. 





ELECTRIC SHEARS: For fast, accurate cutting of 
ferrous and non-ferrous sheet, galvanized, stainless, 


etc. Cutting action always visible. 12, 16, 18 gage. 





ELECTRIC HAMMERS: Drive star drills, bull points, 
chisels, etc.; for drilling, chipping, scaling, demolition, 
etc. Four models, 44%” to 2” hole capacity in concrete. 


Sold Exclusively through Distributors, 
the Van Dorn Line is tailor-made for con- 
tinuous, profitable business! THE VAN 
DORN ELECTRIC TOOL Co., 717 Joppa 
Road, Towson 4, Maryland. 
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(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC FOOLS 
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Some Kopes Foot you 


U-W 6X/9 FILLER WIRE CABLE > 


WITH HEMP CENTER IS OK FOR 
TACKLE BLOCK FALLS BECAUSE 
IT 1S SUFFICIENTLY FLEXIBLE 
AND FATIGUE RESISTANT 


FOR TRUCK ANDO TRACTOR WINCH 
LINES U-W 6X19 FILLER WIRE 


WITH I.W.R.C. 1S BETTER BECAUSE 
THE METALLIC CENTER ADDS MORE 

aa STRENGTH ANDO RESISTS CRUSHING 
<< ~" CAUSED BY DRUM CROSS WINDING 


~ Fro des =o > = 
YQ ~ SSS en 


SSS ‘wal 


For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4ece 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 
Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wan Offices and Factory: Cleveland 13, Okdo 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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BROWN & SHARPE 
_[ps 


Johansson Gage Blocks 


now business-builders for 


Brown & Sharpe Distributors 


Now these famous precision standards of industry have been added 
to the regular line of Brown & Sharpe products handled by Brown 
& Sharpe Distributors. They offer new and attractive opportunities 


to Distributors for increasing their volume of business. 


With the purchase of the Johansson Division from Ford Motor 
Company, Brown & Sharpe acquired all rights to manufacture and 
distribute Johansson Gage Blocks and Accessories throughout the 
Western Hemisphere. Since that time, it has obtained rights to 
world-wide distribution. 


The Brown & Sharpe name is industry’s guarantee that the tradi- 
tional precision of these Johansson products will be maintained 
without compromise. Brown & Sharpe has symbolized leadership 
in the development and manufacture of precision measuring devices, 
machines and tools for more than 100 years. Brown & Sharpe Mfg. 
Co., Providence 1, R. I., U.S. A. 


We wrge buying through the Distributor 


BROWN & SHARPE © 





Chicago 94/4 


socket screws cost less 
in your customers’ 


products because 


\é 


The weight and number of screw fastenings in a product can 
be reduced a fourth or more by using Chicago “Safety Plus” Socket 
Head Screws rather than standard hexagon or fillister cap screws. The 
greater strength of “Chicago” Socket Screws means that your 
customers can fasten their products more securely with fewer 
screws . . . effecting a neater, sturdier construction at lower cost. 


They save money, too, due to the consistent uniformity of 
Chicago Screw products. The most modern manufacturing equip- 
ment and rigid inspection assure a perfect fit with every “Chicago” Screw. 


When you sell your customers “Chicago” products, in quan- 
tities of thousands or millions, you can be sure they will be 
consistently true to their products. You will be selling them the 
best and most economical screw products made. 


Chicago “Safety-Plus” Products Include: 


Socket Head Cap Screws * Socket Set Screws 
Stripper Bolts © Square Head Dog Point Set Screws 
Socket Pipe Plugs °* Keys for “SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws * Taper Pins * Milled 
Studs * Semi-Finished Hexagon Nuts °* Semi- 
Finished Hexagon Castellated Nuts. 
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DON’T LIGHT THAT FIRECRACKER, SON! — Sure it’s 
the Fourth of July, but that’s your old man sitting there in the 
chair, and while it looks like he was taking it easy, he’s really 
thinking about places where he can sell more Simplex Ratchet 
Lowering Jacks. Let him think in peace, son, because in this 
case it can be a mighty profitable holiday pastime. There are 
plenty of markets for these versatile, rugged Jacks and plenty of 
sales to be made in every market because there are mighty few 
lifting, lowering, pulling or pushing jobs these Jacks can’t do! 


IF IT’S ABOUT SIMPLEX IT’S NEWS!—And we make it 
our business to see that magazine editors the nation over are 
supplied with pictures and stories of Simplex developments, new 
jacks etc. Your customers have probably seen recently published 
stories in leading industrial, construction, oil field, mine and other 
publications. When you read these articles, remember that they 
help to make sales for you. 


sz OW ¢ AND ~oe a 
SpE LL -R seq 


FOUR JOBS AND ONLY ONE JACK! — Yes that’s the 
reputation owned by the versatile Simplex Steamboat Ratchet 
Jack. It serves as a hitching tow on boats, barges and floats; as 
a guy hold-down for masts and derricks; to tie piling and bents 
together ; and for wharf and bridge construction and maintenance. 
Eight models; capacities from 8 to 20 tons; equipped with hooks; 
eyes or lock-link hook ends. Just thought you might want a 
few facts on this important but sometimes not so well known 
member of the Simplex family, tagged for quick, profitable sales. 


(ADV ERTISEMEN T) 
— aie. 
THEYRE ROLLING 
OUT THE RED CARPET 
ANOTHER DISTRIBUTOR 
/8 MAKING 
A V/S/7T. 


DISTRIBUTOR VISITORS AT T-K in recent weeks have 
included Bert Fornaciari of Fornaciari Company, Los Angeles. 
Also on the list of travelers here and there were several T-K 
sales executives. William Simpson, vice-president ; Mark Simpson, 
his brother and a new addition to the T-K sales force, and 
N. L. Montgomery were visitors to the recent American Mining 
Congress at Cleveland. It was the biggest and best to date and 
it was a pleasure talking to so many Simplex distributors. 
(Note: That red carpet in the drawing above is mythical, but 
the welcome is there just the same for all those who have 
Chicago on their itinerary this summer for reasons of business 
or pleasure or both!) 


CALLING ALL CAMERA FANS! — This is T-K’s fiftieth 
year and an appropriate time to pay tribute to the many veteran 
Simplex Jacks who may still be on the job here and there in 
this big country of ours. That’s an invitation to all camera fan 
readers of this column to send us a snapshot of these old soldiers 
wherever you find them, together with a few facts about the 
jack’s owner, year purchased, etc. We don’t want pictures of any 
youngsters —Simplex Jacks who have only been on the job a 
few years; what we want are photos of real veterans in service, 
even though they may be a bit rusty. Ten dollars paid for every 
acceptable photograph. 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, Ill. 
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-NOW’S the time to push 


cost- reducing improvements 





Single Pillow Blocks, light, standard and heavy series . . . self-aligning and floating types. Double Pillow Blocks, standard and heavy series, 
self-aligning. Cartridges, cylinder, flange and motor. Take-Up Units, with self-aligning ball bearings. Matching take-up frames available. All 
incorporate the famous Fafnir Wide Inner Ring Ball Bearing with exclusive Self-Locking Collar which makes them easiest of all to install and remove. 





EXAMPLE... 


This 31°44” Heavy Duty Fafnir Ball Bearing 
Pillow Block has chalked up an excellent 
service record on this 140 h.p. diesel engine 


drive. 


This is the first breathing spell many plants have had since 1938 
when production went into high gear. It is a good time for plant 
managers to make much needed machine improvements. One of the 
most urgent improvements in many plants is changing over from 
oil- dripping, labor-taking, power-wasting plain bearings to practi- 
cally maintenance-free Fafnir Ball Bearing Transmission Units. 
You’ve got the best of all selling arguments . . . proof from other 
plants that these Fafnir Units often pay for themselves in less 
than a year. Take advantage of a production pause . . . it’s fix-up 
time in your customers’ plants. The Fafnir Bearing Company, 
New Britain, Connecticut. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 
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It’s a light, 
Powerful 

8”Saw Sensation 
that’s going to 


SWEEP 


the market! 


Take a good look at this Guild 8" 
beauty! Because it’s the saw that’s 


Now, an 















PORTER-CABLE 











going to spin through the trade like a twister! It 


uild 





has everything today’s market demands—the 
quality—the performance—the price. Rings the 
bell over and over again—for sturdiness—power 
—speed—balance—ease of operation—weighs 
only 14 lbs. 


Watch the sales ring up on this big value item. 
It’s getting extra-heavy advertising in the 
Saturday Evening Post and many other national 
publications. More, you’ll receive point-of-sale 
aids, newspaper ads, radio announcements, dis- 
play cards, mailings—all free with initial order. 


So don’t be caught asleep at the switch. Line 
up for bigger profits. Several good dealerships 
still open. Ask for franchise proposition today. 


EASIER TO HANDLE thanks to 
EXCLUSIVE 3-WAY BALANCE 


NO TIPPING! Hold your Guild Saw this way—note 
that it will not nose down as many saws do. It’s in a 
horizontal, balanced position—all set for easy appli- 
cation and true cut, 












NO VEERING! Place your Guild Saw this way 
on a narrow straightedge—note that it does not 
topple sidewise. Again, it's balanced—no veer- 
ing or cramping. 









NO TWISTING! Now, suspend your Guild Saw 
by a string. Note how it starts without a 
dangerous ‘‘power jerk’’ or twist—instead, it's 
always correctly centerpoised. 












PORTER-CABLE MACHINE CO. 


1807 N. Salina St. Syracuse, N.Y. 








A-8 SAW 








Match these features with any other saw 
anywhere near the price—if you can... 


Saws lumber, plywood, composition, plastics, 
transite, etc. 


Abrasive wheel cuts sheet metal and light bars; 
scores tiles, brick, etc. 


Ventilated by unique turbine fan. 


Sawdust or grit cannot work back into motor or 
bearings. 


Air from front opening keeps cutting line clear. 


Blade is on right side . . . easy-to-guide, safe 
location. 


Knob raises or lowers blade for any depth cut 
between 1” and 27%". 


Extra-broad base for steadier rest on work. 
Helical gear power drive. 

Saw arbor and flange one-piece steel. 

Safety, retractable blade guard. 

Comfort-grip handle with double-pole trigger 
switch. 

Guaranteed against defective material and work- 
manship. 







Special: A-8 Saw, tilting attachment for 
angle cuts, and metal carrying case — 
all for only $99.95. 





Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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You find new Belts—new data—new convenience 
in this latest complete catalog of Gilmer Flat 
Belts and Belting. It’s easily readable and handy 
to use and tells why you get more out of any 
recommended application. 


Besides a selection of special Belts to solve various 
power transmission problems, you find belts rang- 
ing from high torque, heavy duty service to light 
duty belts for minimum pulleys and maximum 
speeds. The well known Gilmer Kable Kord Belt 
in the unique two-belts-in-one design is featured. 


yo 2a 8 ee 
ef iB 
| = re Nise 


There is a page of Belt Connector data, another on 
Industrial Webbing and a complete section of belts 
for the Textile Industry. Also a page of Special 
Products—not belts—is important to many plant 
men; it covers such items as Shock Pads to 
eliminate machinery vibration. 


", his book is chock-full of information to help you 
use the right belt for the job. The Belt Selector 
page is a regular “‘dictionary of belts’ to aid you. 
Send for this new Gilmer Catalog. Free. 








L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 
DIVISION OF UNITED STATES RUBBER COMPANY 


THROUGH YOUR GILMER DISTRIBUT( 


BUY 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 





PER- 
. « plus i ia ; 
_ plus nae Gilmet We buy-through-Distributor”” policy; no factory 
VARIETY » jus SERV arable to sett sales in competition. 


2. A widely-experienced District Manager affords 
frequent direct sales help. 


3. Engineering assistance when needed from fac- 
tory power transmission specialists. 


4. Distributor protection. 
5. Uniform discount schedules. 
6. A profit on every sale. 


7. Full jobber profit on non-stocking Special Pur- 
pose Belts. 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 
10. Stockroom and merchandising aids. 


BELTS.4 


NEW GILMER CATALOG 


advertised to your customers in 
CURRENT INDUSTRIAL 
PUBLICATIONS, 
And Gilmer tells them 
“Buy through your Gilmer Distributor.” 







mm me mm ee 


OF THE POWER DRIVEN BRUSH LINE 


MONO-BILT wire WHEEL BRUSHES 


FOR NUMEROUS POWER BRUSHING OPERATIONS 


DURA-BILT wine WHEEL BRUSHES 


INSURE SMOOTH OPERATION ON HIGH 
SPEED POWER EQUIPMENT 






To improve your power driven wire brush sales— 
make MILWAUKEE your headquarters—here is a 
complete brush tool supply source keyed to give you 
a dependable service—a service that will work for 
you in building sales and profit. We are fully 
equipped to produce special brushes designed from 
blue-prints or specifications. Use this cost-free en- 
gineering service when you need assistance on spe- 
cial brush problems. 


BRUSH TOOLS for Fine Wire Polishing Wheel 
: : Brushes 
Today s Production  “Sturdibilt” Wire Cup 


Brushes 

Power Driven Wire Wheel Wire Scratch Brushes 

Brushes Boiler and Furnace Brushes 
“Mono-Biilt” Foundry Brushes 
“Steel-Clad” Platers Brushes 
“Dura-Bilt” Bench Brushes 
“Di-Bilt” Floor Sweeping Brushes 
“Peerless” Push Brooms—wire and fibre 


“Twis-Tuft” Miscellaneous Maintenance 
Fibre Wheel Brushes Brushes 


UALITY 
MILWAUKEE WIRE WHEEL BRUSHES * WIRE CUP BRUSHES + WIRE SCRATCH BRUSHES: 


BRUSHES 





SALES AND PROFIT FOR 
YOU BECAUSE OF THEIR 








CONSTRUCTION THAT CREATES SALES FOR YOU 


e It is generally recognized that MILWAUKEE keeps to the 
high side of wire points per square inch of working surface. 
e It's the number of points per square inch that counts in 
production—more working points in these two wire wheel 
brushes help production departments produce more pieces 
per hour. 

© Here is density of wire—solid wheels of wire points giving 


‘users the most in cutting and working points. 


© This compact construction with solid face—this greatest 
possible number of producing points is uniform regardless 
of the number of brushes you order. MILWAUKEE facilities 


assure this. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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We specialize in precision pre- % ar | e 00 S 
forming of Carmet carbide metals 


to any shape for special wear- The Allegheny Ludlum line of Carmet Carbide Tools is complete 

resistance needs, such as dies, —every style, size and grade you may need for any cutting job in 

gage blanks, etc. Let us quote the shop. If you make your own tools, a full line of blanks is avail- 

on your requirements. able, too—as well as all necessary sizes of A-L Shank Steel. Extensive 
‘stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor’s warehouses coast to coast, and special tools are 
available to order. @ Just remember, for best performance on 
any application, ase Carmet! 


SM Allegheny Ludlum Steel Corporation 


_ CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 
DISTRIBUTORS: Write us about handling CARMET Standard Tools in your territory. 


WaD 813 
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KENNEDY KENNEDY KENNED 





MEMO 10 si! 
DISTRIBUTORS 






KENNEDY - KENNEDY KE 
EDY KENNEDY KEN __ KENNEDY 
KENNEDY KF’ 7 IEDY KE This is one of a series 
EDY KEN’ Oe ee j KENNEDY of advertisements 
KENNED = 





















, A VEDY KE appearing in leading 


30) ae |, | KENNEDY trade and industrial 


Mau NEDY KENNEDY KE publications... designed 
EDY } | J to help you sell. more 


FDY KF or tested to insure dependability in the serv-. 
ices for which they are recommended... 
and are available in malleable-iron and VALVES 
bronze, screwed, and cast-iron flanged for 
standard pressures. » Today, as always, 
the KENNEDY trademark on any fitting — and 


is your guarantee of quality and depend- 
ability. Ask your KENNEDY distributor or 


write for full details and prices. FITTINGS 





Hy KENNEDY VALVE MFG. CO. 
IAS 1040 EAST WATER ST. 
= y) ELMIRA, NEW YORK 
yt 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 


ie i KENNEDY fittings are individually inspected KENNEDY | 
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TIMELY PROMOTION KEEPS SALES-UP 
FOR RELIANCE DISTRIBUTORS 


Like this advertisement, Eaton-Reliance 
promotion is geared to the times to keep 
spring lock washer sales up and pro- 
mote more profitable business for you. 

























YOU SAVE WAYS 


when you put your spring 





lock washer needs up to 


a Reliance Distributor 


ERNE se eco OP tte 








YOU SAVE TIME. Your Reliance 
Distributor carries large stocks of quality 
Reliance Spring Lock Washers in A.S.A. 
sizes. He is geared to give quick delivery 
service, saving costly production delays 
and shutdowns. 





2. YOU SAVE MONEY. You don't tie 
up capital in sizes or types of spring lock 
washers not frequently used. Your Reli- 
ance Distributor carries your inventory 
in his stock. 





3. YOU SAVE TROUBLE, The Red-Seal 
Package is plainly marked with quan- 
tity and A.S.A. size and classification 
as insurance against using the wrong 
size spring lock washer. When Reli- 
ance Spring Lock Washers are used as 
a fastening device on your products the 
bolted parts stay tighter longer. 

The Quality Guarantee Certificate in ” Ma PT) Lee 
every package assures you of quality || : .< 
performance backed by the Eaton- Nim 

Reliance reputation. 


ast 











If you don’t know the name of your 
Reliance Distributor write, wire or 
phone your nearest Reliance office. 


RELIANCE — 
LOCK WASHERS 


RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco 
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> OAKUM - PACKING 


TWINE 


ROPE - 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
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* CHICAGO © HOUSTON © NEW ORLEANS © PHILADELPHIA 


BOSTON 


Offices: 


Sales 
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Talk of the Trade 


TRAIN GAME: In addition to being taught the fine 
points of gin rummy by Vince Alexander (Manheim 
\fg.), we learned another game enroute home from the 
Cleveland Convention . . . You take any listing of names, 
such as the convention registration, and write a story on a 
predetermined subject, using as many names as possible 
with as few other words as possible . . . Here’s our first 
try, using the American Association registration and 
having baseball as the subject: 


Our STORY is a LONG one. ‘The admission PRICE 
was LITTLE but we had to WARD off an additional 
FEE for being late. We HEARD the BELL sound, 
both teams were out to WINN. A shout ROSE from the 
stands, mingled with a HOOT or two, as the YOUNG 
pitcher walked from the SHADE of the PARK. Tension 
began to MOUNT when his first pitch was WILD. Just 
then, though, a CANDEE BUTCHER came CROWD- 
ING along our ROWE and we had to depend on the 
TONE of the crowd. The next pitch was LOWE and 
then, amid a great deal of NOYES, the batter hit one 
FARR into the NORTH field. They brought on the 
KING of the pitchers, thinking it was the WRIGHT 
time. But the batter hit a HOPPER that seemed as 
though it had been shot from a CANNON. The third 
baseman leaped high and, much to his surprise, the ball 
stuck in the WEBB of his glove. The pitcher wiped his 
BROW, the spectators took off their COATS. The next 
batter selected his WOOD, tried to DODGE the 
WHITE pellet but they had to PAGE a doctor who 
said he would not be well til WINTER. 


STILL BASEBALL: While we're on the subject of base- 
ball, I can’t refrain from quoting from the Cupples-Hesse 
Corp. house organ: 

“A major league ball player batting .250 is paid 
approximately $5,000 in a season. A player who hits .350 
earns ten times that amount. Amazing, isn’t it, that the 
difference of one extra safe hit in every ten times at bat 
could be worth more than $40,000 additional salary. Yet 
in box office attraction, management knows the worth is 
there, and can—and does—pay for it. 

“A survey over a period of years showed that in seven 
out of ten times, the batter is safe or out at first base by 
as little as six inches—in baseball terminology—‘a half a 
step.” Who knows but that a quicker break, a faster start, 
an improvement in running speed, could lift many a 
mediocre .250 average hitter to the coveted .350 class 
and its tremendously advanced income. 











“Today, more than ever, we live in an era of specializa- 
tion where attention to, and study of, minute details pays 
off in big figures .. .” 

That’s something to thing about. 


R. W. B. 





Just so you won't think we were making up names, 
here are the ones we use in the order they were used: 


R. E. Noyes, Boice Crane 
J. V. Farr, National ‘Twist 
H. D. North, Ferry Cap 

Robert King, Parker 


G. H. Story, Stanley Tools 

Ira Long, Clipper 

H. K. Price, Sheldon Machine 
K. B. Little, H. M. Harper 
Alan Ward, Victor Balata 

C. A. Fee, Simonds Abrasive 
W. C. Heard, Millers Falls 
W. T. Bell, Goodyear 

F. Bliss Winn, Ames-Baldwin 
H. F. Rose, Yale & Towne 
R. S. Hoot, Western Automatic 


F. C. Young, Republic Steel 

H. C. Shade, Jr., U. S. Rubber 
G. A. Park, Norton 

Ralph D. Mount, Bassick 

H. G. Wild, Porter Cable 

R. S. Candee, American Brake Shoe 
H. E. Butcher, Butcher & Hart 
J. C. Crowding, Boston Gear 

J. H. Rowe, Boston Woven Hose 
F. J. Tone, Carborundum 
James Lowe, American Mfg. 
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Campbell Wright, Reed Mfg. 
R. H. Hopper, N. Y. Belting 
R. H. Cannon, Norton 

D. R. Webb, Cleveland Twist 
A. L. Brow, Delta File 

Hugh Coats, Flexible Steel 

E.. F. Wood, L. H. Gilmier 
John Dodge, Lowell Wrench 
Walter White, Bay State Tap 
R. M. Page, Fafnir 

T. J. Winter, American Chain 
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Another 125,000 sq. 
{t-is added to 


Jenkins factory by 
this new building. 
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DuRING THE PAST YEAR, this fine new building has 
joined the battle for valve business, on the side of 
Jenkins Distributors. And, a few glimpses of this 
new addition to the Jenkins plant “at work” will 
disclose that it is a powerful ally! 

Note the batteries of modern cost-reducing 
machine tools . . . the efficient materials handling 
equipment . . . the big, light-inviting windows. . . 
scientific lighting and dust-collecting systems. Here 
are all the latest advancements in construction, 
machinery and processes for making finer valves, to 


JENKINS VALVES 


LOOK FOR THE DIAMOND MARK 


sell successfully in a competitive market. That is 
what customers want. That is why this new building 
“makes customers” for Jenkins Distributors, as well 
as Jenkins Valves. 

It is another PLUS... another reason why Jenkins 
continues to be the preferred valve franchise, year 
in and year out. 


Jenkins Bros., 80 White Street, New York 13; 
Bridgeport, Conn., Atlanta; Boston; Philadelphia; Chicago; 
San Francisco. Jenkins Bros., Ltd., Montreal. 
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ZECORD MAKE 
* CONVEYOR BELTING 


' for heavy service and severe 
operating conditions. Recom- 
mended for conveying 
crushed rock and ore, run-of- 
mine coal, gravel, sand, ag- 
gregates, salt, sugar, chem- 
icals and average abrasive 
materials. 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 


A PRICE basis inducing and making possible aggressive competition 
with reasonable profit return. 


FREEDOM from competition from his source of supply, either direct or 
indirect, among the trade covered by his day to day solicitations. 


SELLING helps of reasonable amounts so that his sales force may be 
given the advantage of specialized training and a knowledge of the 
product sold. 


REPUBLIC RUBBER DIVISION 
Lee Rubber & Tire Corporation, Youngstown, Ohio 
Lee Deluxe Tires & Tubes Conshohocken, Pa. 


J. N. Succop, Presi 
Republic Rubber ( 
of Pittsburgh 

953 Liberty Aten 

Pittsburgh 22, Py 


WHO IS SELLING WHO? 


@ Do you ever find yourself in direct 
competition with your mechanical rubber goods 
supplier? Mr. Succop does not have this trouble 
because he handles Republic products. Further- 
more, Republic does not compete with any of its 
distributors. Look at the 26-year-old 5-Point Sales 
Policy at the left. It has never been changed. 
Want to know more? Then write or mail the 
coupon ... or ask a Republic Distributor about 
Republic Rubber Division. 
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Industrial Distribution— 





How’s Business? 


: ieee question, “How’s Business?”, is practically the 
first thing you hear when distributors get together 
these days. And the answer is usually “slow” or “not so 
hot” although there are regional exceptoins. Something is 
happening to the cconomic picture that is affecting us 
all adversely. 


Slump in Sales 


As we look back over the past six or cight months, 
the drift-off in distributors’ dollar volume is evident in 
the index of supply sales compiled by INpustTRIAL 
DistRiBUTION (page 90). Last November the index was 
74 percent above the November figure of the preceding 
year. Since that time each monthly index figure has been 
below that of the same month of the preceding year. On 
the average, distributor sales for the months of 1949 
reported to date are 12 percent below those for the com- 
parable months of 1948. 

This slide-off in sales reported by distributors is no 
reflection on the efforts of distributors and their salesmen 
but is a parallel development to the slackening in indus- 
trial activity across the country. As we frequently have 
pointed out, the ups and downs in distributor sales corre- 
late very closely with the ups and downs of industry 
generally. The current movement is no exception. Last 
November the Federal Reserve index of industrial pro- 
duction stood at 195 (1935-39 = 100). Through a series 
of gradual monthly reductions, it is now in the 170s, a 
percentage drop that closely parallels that shown in dis- 
tributor sales when price-changes are taken into account. 
But what has been happening in industry to cause this 
slackening? 

The complete and final answer to that question re- 
quires a lot of explaining (as if that would do any good) 
after the facts are all in. I would like to suggest one 
thing that is going on that is a part of the explanation— 
a part that has a direct bearing on each distributor’s policy 
and on the policy of his customers and his suppliers. ‘The 
period we are now in may come to be called “the 1949 
inventory slump”. Certainly the inventory adjustments 
that have been under way for the past several months are 
extremely dynamic elements in the business picture. As 
the customers of distributors adjust their inventory posi- 
tions, the effects work back to distributors and their 
suppliers. Furthermore, they tend to become magnified 





or accelerated at each stage in the distribution progress. 
These are the facts of life in this business of ours. 

During the past few weeks I have had the opportunity 
to question a number of leading industrialists regarding 
their inventory position and inventory policy. As a case 
in point, the officials of one large mid-western company 
(and I mean large) with branches throughout the U. S. 
reported a reduction in their inventory position from 6 
months to 3 months since late last fall. The same thing 
is happening in greater or lesser degree in thousands of 
other concerns. To accomplish this drastic reduction 
they have practically been out of the market for 6 or 8 
months. Why this reversal of inventory policy? It 
stems back, of course, to the weakening in raw material 
prices—especially non-ferrous metals—and to the im- 
provement in the supply situation generally. But the 
effects of the change in policy go across the board. 

To distributors who are serving customers in this in- 
ventory adjustment process, the bottom appears to have 
fallen out of sales. Distributors’ inventories that were 
“right” for the higher level of sales now become excessive 
and they in turn curtail their purchases with their sup- 
pliers. But the contraction becomes more pronounced as 
it moves back up the line. 


Production Continues 


We have been through periods of inventory and price 
adjustment before. Eventually production, even at a re- 
duced rate, does chew up inventory and manufacturers 
must come back in the market. Admittedly, though, the 
going may be tough while the adjustment is under way. 

There are, moreover, many other forces at work in the 
current business dip that will affect the level of activity 
over the next few months. Inventory adjustment is only 
one. But a realistic and calm approach on everyone’s 
part toward his own inventory policy can make the transi- 
tion easier and prevent demoralization of markets. Cer- 
tainly no one wants to shoulder the entire impact of the 
adjustment. Indeed no one could, but each can play his 
part. 
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FACILITIES at Oberjuerge Rubber & Distributing Co., St. Louis are designed for. . 


Efficient Two-Level Warehousing 


‘THE WAREHOUSE and shipping departments are neglected 
units in many distributing firms. This is true even though 
this phase of the business has much to do with rendering 
the type of service customers want. Getting materials 
shipped promptly and seeing to it that they arrive in good 
shape is an all-important part of the distributor’s job. 

Just as in any other business venture, the distributor's 
profit and progress depend upon job efficiency. And it 
was job efficiency in the warehouse that executives of 
Oberjuerge Rubber & Distributing Co., St. Louis, aimed 
for when they built an addition to their building. The 
recently-completed second floor addition and rear exten- 
sion were designed for a materials handling arrangement 
that speeds order processing. 

The firm specializes in mechanical rubber goods and 
related items, and the warehouse was specifically designed 
to handle this line of products with an ease that no longer 
makes warehousemen look upon their jobs as ones that 
require nothing more than strong backs. Oberjuerge ware- 
housemen have the tools with which to do an efficient 
warehousing and shipping job. 


Order Filling Speeded 


Rapid filling of orders is considered important at Ober- 
juerge. To speed up the work, orders received in the 
morning mail are simply penciled with an Oberjuerge 
order number and passed on to W. T. Barton, head ware- 
houseman. He operates under instructions to fill and ship 
as soon as possible. Office work—rewriting the order, 
posting shipments on inventory records, etc.—is carried 
out after the order is shipped. 

To facilitate Mr. Barton’s work, Oberjuerge maintains, 
in effect, two inventory records. There is a conventional 
inventory system in the office and, in addition, a complete 
record of stock on hand in the warehouse is kept adjacent 
to the shipping desk. There’s a separate card for each 
type of product warehoused. With every shipment, 


incoming or outgoing, the order number and amount of 
stock received or shipped is posted by Mr. Barton. 

This system provides a double check against office 
inventory records and, in addition, keeps Mr. Barton 
informed on availability of warehoused materials. “This 
stock card system,” said Mr. Barton, “puts all the inven- 
tory information at the stockman’s elbow. He knows at 
a glance if the material ordered is in stock, so the speed 
with which the orders can be filled is decidedly increased.” 

Before this system was put to use, the stock cards were 
placed at or near the location of the stock. “With the 
old method,” said Mr. Barton, “the cards were easily lost 
and posting was not kept up to date. If I wanted to know 
if we had ample stock of some one item, I had to walk 
to the stock location and look, or take the time to check 
with inventory records in the front office.” 


Street Incline Utilized 


Horizontal expansion of the Oberjuerge building was 
impossible due to the nature of the surrounding proper- 
ties. In addition, the executives’ reluctance to move and 
give up their location, left but one alternative: build a 
second floor addition for warehousing needs. The incon- 
venience of multi-floored warehousing was, in this 
instance, overcome by the steep. incline of the city street 
and property on which the building is located. The rear 
extension to the building built-into the incline of the 
property, permitted a street level entrance into the second 
floor of the warehouse. The bulky, hard to handle mate- 
tials are stored near the loading dock door, to the rear of 
the second floor. 

Centrally located in the warehouse, a convenient chute 
arrangement is used to deliver orders from the second 
floor to the packaging and shipping department. 

In filling the average order, Mr. Barton first checks the 
customer’s order against his stock records. He then posts 
the amounts of the various items to be shipped and then, 
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INVENTORY information is at the warehouseman’s elbow. 
W. T. Barton knows if the material on order is in ample sup- 
ply by referring to a stock card file adjacent to the shipping 
desk. 


by means of a public address system, requests the mate- 
rials to be delivered to the first floor. It is possible for 
Mr. Barton to direct his requests for materials to any one 


or more — in the warehouse by using a series of 


switches located on the inter-communication “mike.” 
The order-pickcr hearing the request, simply selects the 
material from stock, places it on the chute and returns 
to his station. The order thus reaches the shipping depart- 
ment in a minimum of elapsed time. 


Platform Hoist Helps 


The main chute is designed to serve two floor levels of 
the second floor. Materials placed on the chute from the 
higher floor level are fed into the separate chute serving 
the lower floor level. 

“The chute system of materials handling is particularly 
adaptable to the lines of merchandise we handle,” said 
Mr. Barton. “Mechanical rubber goods do not suffer the 
breakage that other products would.” Materials that 
might be damaged on the chute are placed on a freight 
elevator adjacent to the chute. 

Heavy materials, such as 36-in. conveyor belting, are 
warehoused on-the first floor. Order filling on this type 
of merchandise is handled efficiently by a specially 
designed reeling and cutting apparatus. The belt reel is 
mounted on the rig, unreeled to the desired length and 
cut square across the end with a large knife which is part 
of the belt handling apparatus. 

A hydraulic, platform hoist, built into the sidewalk out- 
side the shipping department door lifts heavy reels and 
other materials to the level of any truck tailgate. Mr. 
Barton considers this equipment a wonderful contribu- 
tion to warehousing economy. “It used to take six ware- 
housemen to load a heavy reel of conveyor belt onto a 
truck and they'd take a half hour or more to do it,” Mr, 
Barton said. “Now two men handle the same job in 
ten minutes.” 


CURB LOADING heavy materials is expedited by a 
hydraulic hoist that can be raised to the tailgate level of any 
truck. With this equipment two men do the job faster than 
it was done formerly by six. 
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S'TOCK RECORDS maintained by the shipping department 
speed order filling and act as a double check against office 
inventory records. 
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ON LOCATION sales meetings provide an excellent proving ground for factory 


a 





representatives who must put their product’s story across in an interesting and 
understanding manner, according to Ted Flora, Hagerty Bros., Peoria. 


“Sales Meetings Need 
A Shot In The Arm” 


a 





SALES PERSONNEL from Hagerty Brothers Co., arc found to take a more activ> 
part in visual sales meetings. (L-R) Ted Flora, Bob McCallum, Clarence Turner, 
C. T. Merkey (Swords-McDougal Co.), Les Tracy, Hank Anthony, Harold Irving, 
W. T. Allen, Max Caskey and Bud Worrick stay on the ground while Bill Phillips and 
Bob Curtis climb the rig for a few pointers from Bill McNamara, manufacturer’s 
man, who conducted the first “on location” sales meeting. 
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Peoria industrial distributor 
arouses sales enthusiasm by 
staging sales meetings “on lo- 


cation” in customers’ plants 


INDUSTRIAL DISTRIBUTOR SALESMEN be- 
ing human, the normal procedures for 
staging sales meetings will at times, 
seem to bog down with monotony 
and so fail to serve their intended 
purpose. In a good many instances, 
a salesman’s accounting of his most 
recent sales mecting will lack enthusi- 
asm completely and be presented 
something like this: 

1. The usual lecture by the factory 
representative. 

2. The usual “go get ’em’’ speel by 
our sales manager. 

3. The usual bull session where we 
ask questions and bring up sales prob- 
lems concerning the product. 

“The poor salesman has _ been 
through this lecture routine so many 
times’’, said Ted Flora, vice-president, 
Hagerty Brothers Co., Peoria, “‘his 
dampened enthusiasm for any and all 
sales mectings will not permit his 
mind to absorb much in the way of 
selling ideas and product knowledge. 
At our firm we regard sales mectings 
as the best means of transmitting this 
knowledge to our salesmen. Still, we 
felt we had to devise some other means 
of conveying this knowledge, some 
means that would get away from nor- 
mal procedures and arouse more sales- 
man interest in sales meetings.” 

Going alone with the idea that vis- 
ual education does the best job of 
teaching, Hagerty sales executives de- 
cided to stage some sales meetings “on 
location”, in customers’ plants where 
the subject product of any one sales 
meeting could be observed by Hagerty 
salesmen while in use. 

“By taking our salesmen on_ the 
scene,” said Mr. Flora, “we hoped to 
present the product’s story in a man- 
ner that would catch the salesmen’s 
interest and help them to understand 
the product and its applications 
easier. 

“Product movies have helped to ac- 
complish this job with many of our 
lines but they are not in sufficient 
number, as yet, to keep distributors 
supplied with a different movie for 
each monthly sales meeting. We 
wanted to keep our sales meetings 
stimulating and we figured that this 
new stunt would lend enough variety 
to the mectings to keep them interest- 
ing to our salesmen. We did not 
want to go back to the lecture type 

(Continued on page 158) 
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BLUEPRINT of a gasket is studied by 
O. C. Elledge, of Fournier Rubber. 


CLICKER operated by Aaron Schirtz- 
inger stamps out gaskets. 





PATTERN for a die is prepared by 
Vernon Will, die mechanic. 


Custom-Made Gaskets Build Supply Sales 


Columbus distributor extends service to fabrication of gaskets for customers 


Ir 1S QUITE NATURAL for an industrial 
user of packings and gaskets to look 
to a distributor of mechanical rubber 
goods to supply his needs. As long as 
the user’s needs are for standard prod- 
ucts, the distributor’s task is not a dif- 
ficult one, involving as it does his nor- 
mal functions of buying and selling. 
But, when an increasing number of 
customers and prospects begin making 
inquiries about special sizes, types, de- 
signs and materials, a question nat- 
urally arises in the distributor’s mind 
as to whether he is serving his market 
adequately enough to obtain the maxi- 
mum returns. 

The Fournier Rubber & Supply Co., 
Columbus, Ohio, was faced with just 
such a question three years ago. The 
firm had been founded to deal pri- 
marily in mechanical rubber goods. As 
business developed, the firm began to 
receive inquiries about special gaskets 
made of special materials not generally 
regarded as standard. In sizing up the 
situation, the firm could understand 
the demand. 


Gasket Has Many Forms 


The common concept of a gasket, 
according to the dictionary, is a thin, 
round piece of rubber or metal, placed 
between two flat surfaces to make a 
waterproof joint. Which would have 
been all right with Fournier Rubber if 
it were so. But, gaskets are not always 
thin, nor are they always round. Gas- 





kets also can be made of other mate- 
rials besides rubber or metal and they 
may be used between other than flat 
surfaces. Besides making a watertight 
joint, some gaskets must be airtight, 
some oiltight, some to withstand 
steam pressures and some the corrosive 
action of many different chemicals. 

Since gaskets were part of their stock 
in trade, Fournier Rubber decided to 
provide them regardless of what size, 
type, design or material customers 
wanted. Under the direction of Oscar 
C. Elledge, a gasket service was set up 
on a small scale. 

During the time the Fournier gasket 
shop has been in operation, it has mea- 
sured up to the firm’s expectations as 
a means of better service and a method 
of keeping and expanding business for 
standard products such as_ belting, 
sheaves, pulleys, hose, fittings, or other 
items of rubber, cork, fiber, felt, etc. 
The demand for the shop’s services has 
increased each year as more and more 
customers became acquainted with it 
through Fournier salesmen and sales 
promotion. Many of those who used 
the gasket service have become cus- 
tomers for standard products as a re- 
sult. The shop has become one of the 
best sales boosters employed by the 
company. 

The salesmen’s interest in the gas- 
ket service is confined to its value as a 
sales aid. The consensus of Fournier’s 
staff is that the availability of such a 
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service is an asset in selling mechan- 
ical rubber goods. ‘There is a close re- 
lationship between gaskets and me- 
chanical rubber goods which makes it 
easy for a salesman to switch from one 
to the other in discussing products 
with a customer or prospect. For ex- 
ample, if the salesman discusses gasket 
work with a prospect or customer, it is 
natural to inquire about packing, eac. 

In many instances, salesmen use the 
gasket service as a door opener when 
calling on a prospect who is known to 
have gasket problems. By acquainting 
such a prospect with the service made 
available by Fournier Rubber & Sup- 
ply, the salesman can go on with his 
sales talk on other products that he has 
to sell. 


Custom Service 


All gasket jobs are turned over to 
Mr. Elledge, who deals with the gasket 
shop customers. According to Mr. 
Elledge, gasket customers generally 
know what they want. All the shop 
needs is a blueprint or drawing of the 
gasket required with specifications as 
to size, shape and materials. Some- 
times customers send in old gaskets as 
samples, or stiff paper cutouts to size, 
which are satisfactory. 

Where customers are in doubt about 
their gasket requirements, Mr. Elledge 
studies the customer’s operation and 
makes recommendations as to material 

(Continued on page 154) 
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STORE MANAGER SAYS MANUFACTURERS HAVE 


Opportunities To Help Distributors Pare Costs 


By T. H. CLYNES, Store Manager 
Squier, Schilling & Skiff, Inc. 
Newark, N. J. 


As A MEMBER Of the executive group 
of my firm, I am wholly responsible for 
all store operations which include pur- 
chasing, inventory control, pricing, 
warehousing, shipping, receiving and 
returned goods. Close association with 
these activities makes it very apparent 
to me that cost reduction is one of the 
distributor’s most pressing problems. 

Costs must be reduced by our own 
efforts, but there is a limit to how far 
we can go alone. Our suppliers can 
make a large contribution in this di- 
rection. We consider ourselves a loyal 
and integral part of our supplier’s or- 
ganization. We prove it by our con- 
centrated effort on a limited number 
of non-competing lines and by carry- 
ing a very large inventory. In our 
opinion, a strong distributor is a very 
valuable asset to his supplier. Any 
help the manufacturer can offer to 
make his distributor operate more effi- 
ciently will benefit both. 

We are constantly studying and 
bringing about cost reductions where 
it is in our power to do so. Among 
innovations designed to make our oper- 
ations more efficient we have: (1) as- 
signed part numbers to all of the 
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items we stock to climinate differences 
in inventory description and increase 
the accuracy of identification; (2) 
erected steel dividers on our shelves 
to keep wrapped round items from 
mixing and causing confusion, delay 
and errors in storing and order-filling; 
(3) rearranged our entire fast-moving 
stock for greater facility in filling or- 
ders; (4) installed Dictaphone equip- 
ment and electric typewriters to save 
stenographic time; (5) combined bill- 
ing and charging operations; (6) in- 
stalled the “Kolect-Amatic” system for 
accounts receivables. We are now in- 
stalling Wheeldex equipment to speed 
up pricing. In addition, we are plan- 
ning to install Rol-Dex equipment to 
streamline our perpetual inventory 
procedure. 

However, in many of our attempts 
to pare costs, we find ourselves stymied 
by certain practices and policies of 
manufacturers. The conditions under 
which these practices and policies were 
devised no longer prevail. High wages 
have added materially to the dis- 
tributor’s cost of doing business and 
all channels for possible cost reduction 
ought to be explored. For that reason, 
manufacturers should re-evaluate their 
methods and policies in the light of 
the need for lower operating costs. 

The following recommendations, 
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GOOD LABELLING and sturdy, mctal-edged containers 
have proved their efficiency by making order filling faster 
and more accurate. 


born of first-hand experience and 
study, are offered as a starting point 
toward the development of solutions 
which can be of mutual benefit. 

‘The manufacturer can contribute to 
large savings in six specific areas. These 
are: packaging, pricing, pricing 
changes, small orders, returned goods, 
and turnover. I am particularly inter- 
ested in these suggestions since all 
are derived from daily contact with 
problems in our work. 
Packaging 

Boxing vs. Wrapping—Cutting tool 
manufacturers can help reduce costs 
by boxing large drills and reamers in- 
dividually. Boxes can be stacked neatly 
on shelves. Well-designed labels on 
the end of each box would enable a 
clerk filling an order to select the 
wanted size quickly and accurately. At 
present, the tools are wrapped and 
must be handled many times before 
the required size is found. 


Box Construction—The use of 
sturdy, metal-edged boxes should be 
encouraged. This type of box is easier 
to handle, does not collapse and _ re- 
mains fresh-looking for a long time. 
Sturdy packages also permit reship- 
ment to customers without repackag- 


ing. 
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STEEL DIVIDERS on shelves _pro- 
mote better stocking and more accurate 


order-filling. 


Broken Packages—I approve of a 
manufacturer not selling broken- 
package quantities. However, more 
thought should be given to the quan- 
tity that each box should contain. 
Several suppliers have set minimums 
that are not in line with the rate of 
sale for most distributors. For exam- 
ple, some items sell at a rate of only 
five per year. Yet these items must be 
purchased from the supplier in mini- 
mum quantities of 50 or 100. 


Labelling—I appreciate the fact 
that a manufacturer would want to use 
his containers for advertising. He 
should, however, limit the advertising 
to the sides and top of his containers. 
The front section label should carry a 
large, legible description of the con- 
tents. This will save time and prevent 
errors in filling orders. 

There is another point I would like 
to bring out about labels. That is, 
their color. Labels with a white back- 
ground, we have learned, are very 
easy to read. The white background 
should be standard. If a manufacturer 
uses different colors to distinguish 
product groups, he could vary the 
color of the lettering. He should re- 
tain the white background. 


Specials—Manufacturers who sup- 
ply special goods should mark them. 
The fact that goods are special should 
be indicated clearly on the package. 
The marking minimizes the chances 
of making costly errors in receiving 
shipments. Too often unmarked spe- 
cial items find their way to the shelves 





BROKEN PACKAGE pprices set by 
suppliers would help offset losses en- 
tailed by filling small orders. 


causing inconvenience to customers 
and our own service staff. 


Numbering — Wherever possible, 
manufacturers should assign catalog or 
part numbers to all standard items. 
For example, it is much easier to stock 
a bushing by number than by size. 
The part number should also be 
stamped on the product, except where 
the size makes such an operation im- 
practical. 

The use of simple numbers adds 
greatly to the ease of handling. A 
number such as C 102 is much easier 
to write, stock and locate than such 
numbers as U1108-38 or 8BTXX-S, 
which are actually being used today. 
The simpler number is also less likely 
to cause errors. 


Preparing Goods For Shipment— 
Greater care than is generally prac- 
ticed today should be used in prepar- 
ing goods for shipment at the factory. 
We have to handle many claims for 
concealed damage. In addition, many 
cartons and wrappers atrive so muti- 
lated that we have to repackage the 
product before putting it on the shelf. 
Manufacturers should also remember 
that five packages of 100 Ibs. each are 
much easier and less costly to handle 
than one package of 500 Ibs. 


Decimal Packaging—Decimal pack- 
aging should be adopted wherever pos- 
sible. Working with units of tens is 
certainly much easier than with doz- 
cns. Pricing, order handling, inventory 
control, billing and other operations 
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DRUM to hold pricing information 
cards are expected to speed up this 
phase of paper work at S-S-S. 


can be greatly simplified by the use 
of this system. Several manufacturers 
have made good progress along these 
lines. There are others, though; who 
have a long way to go. 


Net Prices— The consumer’s net 
cost should be used wherever practi- 
cable. The use of chain discounts is 
unwieldy, costly and a source of error. 
Manufacurers tell us that net prices 
cannot be adopted because of the cost 
of reprinting catalogs when prices are 
changed. This may be true. However, 
I would like to make this suggestion. 
Catalogs could be printed without 
prices. A supplementary net price list 
could be issued to conform with cata- 
log item numbers. Then, in the event 
of a price change, only the price list 
need be reprinted. 


Single Discounts—The distributor 
should be able to compute his cost by 
applying one discount to an entire 
line. Chain discounts for each prod- 
uct group, or various discounts within 
a specific product group, is inefficient. 


Pricing Information — Manufactur- 
ers, whether using net prices or other- 
wise, should publish a pamphlet giv- 
ing only the minimum information 
needed by a distributor to price a line. 
We believe that an 8 by 5 in. size is a 
good one and would like.to see all 
manufacturers use it. Pictures, techni- 
cal data, etc. are not needed for pricing 
and only add to the size of the pricing 
information book. 

(Next page, please) 





OPPORTUNITIES TO HELP DISTRIBUTORS PARE 


Cost Information — Manufacturers 
should let their distributors know at 
once by what percent selling prices, 
costs and gross profits have been in- 
creased or decreased. Distributors, 
upon receiving notice of price changes, 
have to go through long, time-consum- 
ing operations to figure out what 
changes were made. The manufacturer 
presumably has made this computa- 
tion before changing prices and should 
give the information to distributors in- 
stead of making each compute his own. 


Timing of Price Changes — Price 
changes should become effective at 
once, and not a month after the no- 
tice has been given. Some distributors 
may not agree with me in this, espe- 
cially when the price is being revised 
upward. We find, however, that there 
are very definite disadvantages for us 
in a thirty-day waiting period. 

There are some dealers who never 
back up their suppliers with an ade- 
quate stock and others who are not 
even franchised dealers and carry no 
stock at all. Why should these dealers 
be forewarned of a price increase? Re- 
gardless of where they learn of an 
impending increase, they do get the 
warning and are put in a position of 
being able to obtain a large part of 
the business which rightfully would 
go to the heavy stocking distributor. 

If the grace period were eliminated, 
the stocking distributor would con- 
tinue to get his share of the business 
and at a higher price, instead of book- 
ing three months’ sales in one month 
and a much less than normal volume 
for the next two months. In addition, 
there would be no extra load of work 
thrown on the inside organization and 
the sales force would continue to sell 
all the lines each day instead of con- 
centrating on only one product line 
during the grace period. 

Another factor is the problem of 
trying to replenish and increase inven- 
tories before the expiration of the 
grace period. When this work has 
to be completed by a certain deadline, 
a great deal of pressure is put on those 
doing the work and errors are made 
which lead to unbalanced stocks. 

Finally, there is the increased cost 
for warehousing the additional stocks. 
Unit costs for handling an abnormally 
high inventory are much greater than 
for a normal inventory because addi- 
tional space must be provided and a 
good deal of extra work is needed. 


Profit Margins—There seems to be 
a growing tendency for manufacturers 
to meet competition in certain areas 
by taking the cost out of the distribu- 
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tor’s pocket. We have had five cases 
recently where our suppliers, in order 
to remain competitive, reduced the 
price to the consumer without adjust- 
ing our cost. This means of remaining 
competitive is strictly a one-way street. 
If it assumes greater proportions, 
many distributors will lose interest. 


Broken-Package Price — Manufac- 
turers should establish a standard per- 
centage of increase which the distribu- 
tor could add to the consumer’s price 
when selling less than standard pack- 
age quantities. The increase should be 
large enough to discourage orders for 
broken package lots or to compensate 
distributors for handling such orders. 


Quantity-Pricing — Where lower 
unit production and/or distribution 
costs result from larger average orders, 
the manufacturer should adopt quan- 
tity pricing. Quantity pricing encour- 
ages the distributor to carry a large 
inventory, cuts down the number of 
small orders handled, thereby reducing 
losses, and encourages the consumer 
to buy in larger quantities. 


Policy—Suppliers ought to take a 
more realistic view of the returned 
goods problem. Most of the material 
which a distributor takes back from 
his customers is accepted without any 
handling charges. The reason for such 
a policy is obvious. If a distributor 
attempted to assess a charge for han- 
dling each return it would not be long 
before his customer would be buying 
elsewhere. He doesn’t have to buy 
from the distributor who charges him 
for returning material. 

On the other hand, the distributor’s 
hands are tied. In general, he does 
not sell competing lines and each 
product line is purchased from one 
manufacturer. He must accept his sup- 
pliers’ handling charges, however un- 
reasonable they may be. We have one 
supplier who applies a 30 percent han- 
dling charge for goods returned by 
the customer and we are rarely able to 
pass on more than half of this. 


Near Duplications — Many manu- 
facturers could reduce the number of 
available items by eliminating near 
duplications and still be on the safe 
side. The reduction would enable the 
distributor to carry a more representa- 
tive stock at a lower cost. It would 
also enable the distributor to give cus- 
tomers better off-the-shelf service. 

Considerable savings to manufac- 
turer and distributor could result from 
a reduction of the number of non- 
stock orders handled. 





INDUSTRIAL DISTRIBUTION © JULY, 1949 


COSTS (Continued ) 


Stock Review—We would like to 
see manufacturers adopt the policy of 
reviewing their distributors’ stocks 
once a year, preferably right after the 
annual inventory-taking. At this time 
they could recommend new items for 
stock and the return of slow-moving 
and obsolete items at cost. 

A policy of this kind would benefit 
both the manufacturer and the dis- 
tributor. The distributor would be en- 
couraged to stock the complete line. 
As a result, his off-the-shelf service 
would improve with a consequent re- 
duction in his back-order costs. In 
addition, he would enjoy a reputation 
among his customers of having the 
goods on the shelf when needed. 

On the other hand, the manufac- 
turer would find a reduction in the 
number of single orders received. Fur- 
thermore, the ready-made sales force of 
his distributor would be available to 
introduce new products in his area. 
The manufacturer could determine 
within a short time the demand for 
these products. Off-the-shelf service is 
required to make such promotions 
effective. 

However, if a distributor has in his 
stock products that have shown no 
movement for two or three years and 
his supplier will not take them back, 
or applies a handling charge if he 
does accept them, then his distributor 
loses faith in him. He will think a 
long time before adding new items of 
that line again. 

The above-mentioned recommenda- 
tions do not exhaust the possibilities of 
manufacturers’ cooperation with dis- 
tributors in helping to reduce costs. 
The suggestions apply only to cost re- 
duction possibilities in the operations 
under my direction. There are further 
opportunities of cooperation on the 
policy and sales levels, particularly in 
the matters of resale discounts and 
factory representatives. 

In the matter of resale discounts, 
the policy regarding the extension of 
discounts to non-stocking dealers for 
resale purposes should be reexamined. 
Such discounts should be eliminated 
entirely, or a maximum of 10 percent 
established. We have one line that a 
pick-up dealer can sell 20 percent un- 
der the established consumer price 
and still make a gross profit of 37 per- 
cent. Even a 15 percent discount 
permits such a dealer to cut the con- 
sumer price by five percent and still 
make a 10 percent gross profit. 

As for manufacturers’ representa- 
tives, suppliers should impress upon 
them that any increase in sales depends 
upon how effectively they use their 
time when visiting a distributor. 





ve wee 


VS Mt Se 


cr 





INDUSTRIAL DISTRIBUTION PRESENTS 


Materials Handling Equipment 


Products to sell—and where to sell them 


How to get data for materials handling survey 


Systems to install—and the best ways to use them 


“Know-how” and practices that produce sales 


* 


THE MARKETS 


The markets for materials handling equipment may be divided 
into three classes of industrial activity, in the order of their im- 
portance as the salesman’s “happy hunting ground”. These divi- 
sions, of course, are of a general nature and are intended only as a 
guide to suggest where the salesman’s best customers and prospects 
might be found, judged by previous purchases and potential. 


First-class markets are found in automotive and aircraft plants; 
among manufacturers of machinery and electrical products; in rail- 
road equipment and maintenance shops; in the metal-fabricating 
industries; in the chemicals and plastics industries; in foods (proc- 
essing and retail) and grocery products; in building supplies and in 
plants which fabricate paper products. 


Second-class markets would include textiles, petroleum products, 
warehousing in almost every plant across the country; railroad 
operation; and in some areas, government and armed forces plants 
and projects; in transportation and in the utilities. 


Third-class markets are available in retail stores, printing and 
publishing, beverage plants, instrument manufacturing industries 
and coal and lumber products. 








MATERIALS HANDLING EQUIPMENT 











THERE NEVER was a better time to 
scll_ materials handling equipment. 
There never was so much talk before 
about increasing or improving pro- 
duction, lowering costs, adding to 
profits, raising wages, and bettering 
working conditions. Skyrocketing labor 
costs and refusal of labor to play 
stevedore cut into production pocket- 
books. There never were so many op- 
portunities to sell the machines and 
tools that will help to do all these 
things, never so much understanding 
of the advantages by customers who 
now realize that handling is 22 per- 
cent or more of their production cost. 

It’s been amply demonstrated in 
practice that many types of materials 
handling equipment, like other in- 
dustrial supplies, can be made avail- 
able for “off-the-shelf” stocking by 
distributors. Several hundred different 
kinds of tools and equipment are sold 
that way now, without the “head- 
aches”’ of installation or maintenance. 
and the list lengthens every day. It’s 
only a question of space how many 
more products will join those already 
on the shelves of enterprising dealers: 
it’s only the lack of distributor alert- 
ness to sales opportunities that has 
slowed down the standardization and 
stock of other products in the mate- 
rials handling line. 


Dozens of Products to Sell 


In kind alone, materials handling 
equipment, tools and supplies make 
an impressive display. There are hoists 
to sell, electric, air or hand-operated; 
slings, including rope, wire and chain 
types; small cranes, fixed and portable, 
in several varieties ind weights, their 
usc depending on work and space 
limitations; conveyors of the roller, 
wheel, spiral belt and live roller types. 
trolley chain and floor chain types. 
along with vertical conveyors and a 
host of products for “add-on” routing 
and maintenance. 

Then there are the independent, 
fully mobile units that may be stocked 
and sold; trucks of the hand and lift 
types, wheelbarrows, casters, car spot- 
ters and similar equipment of miscel- 
lancous types used to carry, push or 
place materials about the customer’s 
plant and deliver them precisely when 
needed. 

' short, with the possible excep- 
tion of power transmission equipment, 
no class of products presents so many 
opportunities for sales “down the line” 
and on tie-in items. Several distribu- 
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tors who started out as power trans- 
mission specialists found themselves 
moving deeper and deeper into the 
materials handling class of products. 
Gears, sprockets and chain, for in- 
stance, would be needed with a motor- 
ized reduction drive; these products 
often are duplicated in certain types 
of powered conveyor systems. And this 
duplication of product types naturally 
leads any sales-minded distributor to 
capitalize on his opportunities in both 
directions. 

But the two fields have more than 
that in common. Both power trans- 
mission and materials handling present 
the salesman with not-to-be-missed op- 
portunities for getting into the plant; 
and both require some ready-made, 
down-to-earth selling and service. . 


Know-How No Barrier 


“Know-how” in materials handling 
equipment sales, off the shelf, requires 
only a little engineering knowledge, 
but it does require a great deal of 
interest in the customer’s problems, 
coupled with imagination and follow- 
through. The salesman can go with 
a long list in hand of products and 
equipment that might be sold—and 
make no sale. Or he can go empty- 
handed through the customer’s plant 
with three stmple questions buzzing 
in his head: 

1. What materials, parts and prod- 
ucts are they moving here 

2. How are they being moved right 
now? 

3. What better, faster, cheaper and 
more efficient way might I help them 
move them? 

Every system of materials handling, 
whether ancient or up-to-date, simple 
or intricate, has been chosen to get 
the best answer to these three ques- 
tions. 


How About a Look-Around 


The salesman who sets out to 
“learn the answers” may find himself 
at the end of his plant or shop tour 
with several important opportunities 
that later may help in obtaining a 
complete materials handling survey. 
Making a materials handling survey is 
a job for which relatively few men are 
qualified. Some manufacturers main- 
tain special departments for this type 
of work. When a distributor salesman 
calls on a manufacturer for survey help, 
some of the valuable data the sales- 
man can provide might include: 
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What's the labor costing the cus- 
tomer? 

What's the toll paid in compensa- 
tion because men are used as ma- 
chines? 

What's the danger in transit from 
fire, fragility, contamination and mate- 
tial breakage? 

How is the through traffic? 

Is there any waste motion, waste 
effort, waste labor in the present 
setup? 

Any production bottlenecks? Any 
time lags? Any breakdowns en route? 

Is storage space utilized to the ut- 
most? How high is he able to tier, 
stack or pile? Can he go higher? 

Can he combine shipments, or stack 
similar sized or shaped units be- 
tween the various manufacturing proc- 
esses, assembly, storage and shipping 
routines? 

Can he use pallets, tote boxes or 
skids to speed handling and save space? 

How old is his equipment—and 
how much in need of repair? What's 
an average maintenance bill? 

What is the plant’s accident rate? 
What are the conditions, in plant and 
out, that are likely to affect the choice 
of equipment? Every question an- 
swered becomes an argument point 
for a sale. 

Then, again, there are the “cost” 
arguments he can offer the customer. 
Did you know that materials handling 
makes up 22 percent of the cost of 
labor expense?—that it contributes 
nothing whatever to the manufacture 
of a product?—or to its value?—that it 
consumes about 65 percent of produc- 
tion time? (The percentages, of 
course, vary in different plants.) And 
did you know that a materials handling 
setup is the only area left where costs 
can still be cut while increasing pro- 
ductivity? That last one makes them 
perk up their ears like a rabbit. 


The Positive Side 


Then, there are the points to be 
made on the positive side; the “ex- 
tras”, the advantages a customer gains 
all around by installing a modern ma- 
terials handling system. You can tell 
him that he'll find it cheaper to run- 
because the new system or equipment 
will handle more, or carry a heavier 
per unit load, or do the job in far 
less time. Tell him he’ll find himself 
“space-conscious”, with more room 
than he’ll know what to do with. He’ll 
save labor, time. money. The system 
will be safer, easier to operate. It will 











MATERIALS HANDLING EQUIPMENT 








TWENTY QUESTIONS—An On-The-Spot Survey 


No one who has anything to do with the manufac- 
ture or sale of industrial products has as many oppor- 
tunities to “know the customer” as does the distribu- 
tor’s salesman. No one has as many opportunities to 
meet the customer “where he lives” on the ground 
floor of the factory or the shop, where the wheels and 
gears turn to build and package the product. 

Unfertunately, supply salesmen miss more of these 
chances than they make. They seldom are equipped 
to observe all their opportunities, and fewer still have 
the background that will enable them to capitalize 
on them. What to do about it? 

As we have said again and again in this article, it 
takes a trained talent to make a materials handling 
survey—which just about shuts the door on most sup- 


ply salesmen. But if the salesman can’t make the com- 
plete survey, he can certainly make an effort to keep 
in mind some of the “ingredients” that go into it and, 
once inside the plant, with eyes wide and mind 
alert, he can file away the odds and ends of data he'll 
find lying around, until the time when he can sit 
down and report what he has learned to the manu- 
facturer’s man assigned to make the survey. 

Meanwhile, of course, he can pick up the sale of a 
hand-hoist here, or a platform truck there, where such 
products suggest themselves as “‘right”’ for the particu- 
lar application. 

So here are 20 questions the supply salesman might 
copy into his little black book and memorize—for edu- 
cation’s sake, and for the sake of better salesmanship. 
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1. What types of materials handling equipment do they use now, and 
how many? 
2. How much does each type carry? 
3. Where do they use each type, and how? 
4. In what unit is the load carried (carton, box, bag, pallet, etc.) ? 
5. How many units are carried in one load?—how many each day? 
6. What is their size?—their shape ?—their weight? 
7. Where do they move the stuff (locations, processes, storage) ? 
&. How many men are involved? 
9. How many units? 
10. During any one phase, how many times is the material moved? 
11. What routes are taken? 
12. How far, and how long, between transfer points? 
13. How wide are the aisles in the plant?—how wide and how high the 
doorways? 
14, What kind of floor?—what’s its condition? 
15. How big is the elevator, if any ?—what’s its load capacity? 
16. How about the structure overhead?—what’s its clearance?— its 
capacity ? 
17. Any ramps to be negotiated? How long?—how wide?—what’s the 
grade? 
18. What are the storage area dimensions, indoors and out? 
19. How is material received, rail? —truck?—ship? How is it shipped 
out? 
20. Are any other buildings involved in the materials handling system? 
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make his men more productive; make 
his investment mean more per worker. 
It will reduce his packaging problems, 
reduce overhead, reduce inter- and 
intra-plant traffic. In short, it will 
keep his equipment “in use” and in 
full production umpteen hours every 
day—something he could never ac- 
complish with his present, haphazard, 
frequently obsolete setup. 


Does He Need More Plant? 


Frequently, the distributor sales- 
man can demonstrate to a prospect 
that an improved materials handling 
system will save him money allocated 
for expansion. He may not actually 
need that new addition. It’s a matter 
of record that the investment of so 
little as one-tenth the cost of an ex- 
pansion program—in the form of mod- 
ernization of the materials handling 
setup—has made a new building un- 
necessary. Such opportunities occur 
more frequently than salesman will 
admit. 

Here, for instance, is one of a kind 
that happens almost every day, some- 
where along the salesman’s line of 
calls. He stops into a small shop, 
bent on selling drills for work on 
magnesium. On his way to the buy- 
er’s office, he notices three or four 


silent machines. How come? It’s 
nowhere near lunch time—no rest 
period scheduled. Then he looks over 
into a corner of the shop where 
they’ve set up a new planer, and there 
are the machinists who should have 
been busy over their machines, help- 
ing to load a heavy casting into the 
planer bed. It’s a back-breaking job, 
and it’s taking plenty of time. A hoist 
could do it better, faster and so much 
cheaper; it’s painful to mention the 
cost per day—maybe twenty-five cents. 
There is an installation that is crying 
for a gantry and a two-and-a-half ton 
hoist—both of which are in the dis- 
tributor’s warehouse. 


What To Handle? 


Which brings us to the question of 
what products in the materials han- 
dling lines the distributor is equipped 
to handle—physically, financially and 
with profit to his organization. We’ve 
mentioned several such products al- 
ready, in our catalog of “things to 
sell”. There are, of course, numerous 
other materials handling products 
which are not discussed in this article. 

But let’s take “hoists” for example; 
there are problems in physical han- 
dling and warehousing that may limit 
the capacities of hoists carried in stock 


and sold on a straight “off the shelf” 
basis. Generally, therefore, distributors 
do not go above the 5-ton capacity 
model. Those few who do have a 
good parcel of cash or credit in the 
bank earmarked “for inventory buy- 
ing’”—for the outlay represented in a 
10-ton hoist, available on a stocking 
basis, is considerable. But then, the 
rofit’s considerable, too. 

What is true of hoists also is true 
of conveyor supplies. A conveyor sys- 
tem of, say, the standard 12-in. wide 
belt conveyor type, is of many parts; 
gears, sprockets, chain, wheels, flats, 
guards, stands, bearings, pillow blocks, 
spacers, shafts, locknuts—all of which 
take up space and represent a con- 
siderable investment. The distributor 
who plans to sell them, (the entire 
conveyor system, that is) must limit 
his stock to his means. 

For that reason, usually, he will han- 
dle only the most popular types, the 
two or three sizes more frequently 
used in his area and in widest demand 
in whole or in its parts. 

If he is a distributor who has made 
power transmission a specialty, and 
he contemplates going into materials 
handling—already he’s ahead of the 
game. He has on hand most of the 
makings for a conveyor system in his 
transmission stocks. Often he need 





apron conveyors 
backstops 


casters 





chain hoists 
chain slings 


floor stands 


'A Sampling Of Products You Can Sell For Materials Handling Systems 


gantrys 
gates and spouts 


ball conveyors & posts clutches gear changers portable conveyors _spur-geared hoists 
bearings collars hand trucks pullers take-up units 
belt boosters controls hangers pulleys timing chains 
belt cutters conveyor idlers jacks pusher-bar conveyors tote boxes 

belt fasteners couplings lift trucks roller chain trolley conveyors 
belt links differential hoists link chain roller conveyors troughs 

belt shifters dressings lubricants rope slings V-belts 

belting electric hoists motor bases screws V-drives 

box ends end plates motors sheaves wheel conveyors 
cable chain flanges pallets silent chain wheelbarrows 
car spotters flat belting pan conveyors skip hoists wheels 


pillow blocks 


platform trucks 
pneumatic hoists 


speed changers 


speed reducers 
sprockets 


wire slings 
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add only the actual segments of con- 
veyor to the parts in stock. He will 
be equally fortunate in his salesmen, 
for the man educated to sell power 
transmission equipment finds mate- 
rials handling “engineering” duck 
soup. And conveyor supplies is one 
of the few materials handling product 
groups that do require some know- 
how, little though it may be. But 
more about the engineering side, later. 


The Salesman’s Role 


The problem of what lines to sell, 
and how much of them to carry in 
stock, can only be met head on, in 
conferences between the distributor, 
his salesmen and his accounting and 
credit departments; as they have met 
the problem before when taking on 
any new line. 

So there will need to be a market 
for the line; there must be good rea- 
sons why the salesmen in the organi- 
zation believe they can sell that mar- 
ket, or a profitable part of it; there 
must be a decision as to how much 
can be spent in stocking and pushing 
the line. These decisions aside, the 
salesman can get down to his part 
of the business—selling his customers. 


Plant Passes Are Earned 


No salesman needs to be told that 
it’s seldom possible to gain a “blank 
check” pass to the plant area that will 
give him the run of the place for the 
considerable time it would take to 
make a full, complete survey of the 
materials handling methods and equip- 
ment used. He can only get his in- 
formation on the fly, piecemeal, on 
his way through, and must fit it into 
the design later when enough of the 
pieces are in to determine just what 
is the customer’s present system—or 
lack of system. 

But he need not wait for “the grand 
design”. If he does, his competitors 
will be there before him. He can hold 
that in his head for the future and 
meanwhile pick up the hoist sales, the 
orders for wheels and casters, the hand 
or lift trucks—whatever comes his 
way or whatever he can divert to him- 
self by salesmanship, know-how, or 
just by being johnny-on-the-spot. 


Minimum Data 


Before you sell your customer that 
fine, modern equipment, however, 
you'll want to study his plant or ware- 


house; you’ll want to analyze the pos- 
sible devices by which materials may 
be moved, and then you'll want to 
call in the manufacturer’s man. He'll 
determine most efficient traffic lanes 
to use; the size of the materials, pack- 
ages or products to be moved, the 
weight of them; and the quantity to 
be moved at any one time. 

Each type of equipment is intended 
to do a specific job and, in fact, you 
can divide materials handling equip- 
ment into categories that describe the 
way they do their job and the direction 
they take while doing it. 

First, there would be the most 
commonly used types, the “receptacle” 
equipment like hand trucks, lift trucks, 
wheelbarrows and similar carriers. 

Next, the “up and down” equip- 
ment: electric hoists, chain hoists, 
chain slings, rope slings, etc. 

Then the “continuous line” equip- 
ment: gravity conveyors, sectional con- 
veyors, belt boosters, and others. 

And lastly, there is the miscella- 
neous equipment: wheels, casters, car 
spotters and the like. 


The “Receptive” Industries 


These are the areas of industrial 
activity which have been most recep- 
tive to the goods and services offered 
by the distributor and his salesmen; 
supplying answers and equipment on 
specific problems, information on the 
latest development in handling tools 
and handling techniques; stock serv- 
ices and engineering. For what the 
distributor salesman cannot supply in 
know-how, the manufacturer’s own 
field service men are quick to “fill in”. 

The salesman as a provider of in- 
formation on late developments in the 
materials handling field may seem a 
new role for him, and unaccustomed; 
but the information he conveys often 
is greatly “in demand”. It is a fact 
that the men in-plant who should 
keep abreast of the new tools and 
equipment constantly moving out on 
the market, confess they are unable 
to do so—though it’s part of their 
job. Generally, when the production 
manager, the traffic and warehousing 
department and the shop foreman are 
up on the latest new or improved de- 
vices for handling materials, it is be- 
cause the shopmen—engineers, fore- 
men, and methods men—have called 
their attention to the need for that 
device, and recommended the product 
that would meet the need. 

In his best interest, whom should 
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the distributor salesman cultivate in 
a plant or shop? Well, he might cul- 
tivate the purchasing agent, though 
not to make a career of it. Surveys 
have shown that where materials han- 
dling equipment is to be bought, pur- 
chasing agents have little to do with 
the sale, except to sign the requisition 
and push it through. (It’s been shown, 
too, that purchasing agents stay away 
from materials handling expositions in 
great numbers; while, on the other 
hand, the engineers who attend are 
many. A good 30 percent of any au- 
dience at such shows consists of mem- 
bers of a company’s engineering de- 
partment. ) 


Whom Shall You Cuttivate? 


There are in fact three or four per- 
sons within any plant or shop upon 
whom the distributor salesman should 
concentrate his attention: the plant 
or process engineer, the master me- 
chanic or master millwright, the man 
responsible for traffic and warehousing; 
the methods man, the shop foreman 
and the superintendent. In more than 
50 percent of your sales of materials 
handling equipment, you will find that 
your product was bought because one 
of these men—or a combination of 
them—recommended the purchase. 

These are the men, by the way, 
upon whom a great number of dis- 
tributor salesmen rely for installation 
and servicing “know-how”. When 
cost reduction seizes the minds of 
front-ofice executives, or when a 
change in the manufacturing process 
requires a new method of handling 
materials, or requires a new handling 
tool, it’s the engineer, the methods 
man and the plant superintendent 
who, working together, file the tech- 
nical report that goes to the p.a.’s 
office and impels him to get busy 
checking with the distributor salesman 
for the products listed in the report. 
It is these men who have at their 
finger-tips the technical data denied 
to most salesmen, such as plant blue- 
prints and machine layout, the kind 
and nature of the materials to be 
moved (the largest factor in the selec- 
tion of the proper equipment to be 
used), the weights involved, the units 
(boxes, bags, containers, bulk), the 
direction of movement, how long it 
will take per trip—all the mechanical 
factors that will affect final choice of 
equipment. Hence the salesman, out 
of the purest kind of self-interest, must 
make a friend of these technicians. 
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CONVEYOR ROLLERS, sct high, give clearance for the load; sct low, the frames 
“double” as guard rails. Gravity rollers a simple, economical, practical transport 


medium. 





Conveyor Systems 





Each time you can cut out a mo- 
tion in the handling of a customer’s 
products, you give him a chance to 
reduce his costs. Conveyor systems 
have a reputation for cutting out lost 
motions, and no class of materials han- 
dling equipment offers as many sales 
opportunities. They will handle easily, 
safely and rapidly such things as car- 
tons, concrete blocks, cases, sacks and 
boxes. They are used extensively in 
assembly and sub-assembly work. 

An installation “tailor-made” for 
your customer may mect his individual 
requirements and conditions. So you’d 
do well to call in immediately the 
manufacturer's man, or his service 
engineer. ‘Together, study your cus- 
tomer’s needs and, out of that analysis, 
create the one best system. 

You may find it will include many 
types of conveyors—assembly con- 
veyors, bucket, elevator and similar 
types of conveyors, trolley, belt and/or 
screw conveyors, alone or in combina- 
tion. Your job will be to supply the 
parts,- including power transmission 
components like chain drives, speed 
reducers, variable-speed transmissions, 
bearings, clutches, couplings, etc. 

What you finally recommend will 
depend on the kind of unit loads to 
be carried (and particularly on “uni- 
form” loads); on whether the mate- 
rials can be moved in a continuous 
line; on an unvarying rate of motion 
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of the loads; on an unvarying passage 
en route; and on whether cross traffic 
can be by-paased. 


Roller Conveyors 


Any part, material or product with 
one fairly smooth surface, or which 
can be mounted on a carrier or put in 
a tote box, can be carried and moved 
on a roller conveyor. Generally, they 
are made in standard lengths, in 5 and 
10-foot sections, in widths as narrow 
as 6 inches, as wide as 36 inches. 
They're available in straight or curved 
sections, for portable or permanent 
use. 

Open bottom crates and_ raised 
bottom commodities also require the 
roller type conveyor for contact on 
their full length. 


Roller Conveyor Markets 


The best markets for roller con- 
veyors (as well as for wheel type con- 
veyors) are to be found in the indus- 
tries which manufacture: 

Electrical equipment and appliances 

Cutlery 

Industrial machinery and equipment 

Machine shops 

Auto and plane plants 

Pipe, valve and fitting fabricators 

Railroad car building and shops 

Screw machine shops 


Shipbuilding and repair 
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SLAT CONVEYORS may incorporate 
inv of these elements, or combinations 
of them, to do the best job. 


l’orges and stamping plants 

The food industries 

In plastic, soap and synthetic plants 

Saw mills 

Coal, sand and gravel mining 

There are other markets as well 
but these are the principal and largest 
users of roller, screw and gravity typ 
svstems. 


Wheel Conveyors 


Boxes and cartons with full bot 
toms or materials or products which 
can be mounted on a carrier or put 
in a tote box, can be carried easily and 
rapidly on wheel conveyors. They 
come in standard 6, 8, 10 or 12-in 
wheels-per-foot arrangement, in frames 
generally 12 inches wide, including th« 
outer safety rails. (Materials handling 
jobs requiring a wider conveyor than 
12 inches might better be handled by 
the roller type which also are avai! 
able in both straight and curved s¢ 
tions and are extremely light, permit- 
ting easy movement in-plant.) 

The transfer of loads between wheel 
conveyor lines (as well as for the roller 
type) is accomplished by junctions 
or spurs, sections and switches. To 
prevent interference between packages, 
automatic stops may be installed. 


Gravity Installations 


There are several important con- 
siderations the salesman will want to 
keep in mind when selecting a gravity 
conveyor. 

Perhaps the most important element 
in the installation of such conveyors 
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PORTABLE CONVEYORS, for ‘‘add-on” units are some 


times called “belt boosters’, (above). 


(wheel or roller type) is the “pitch” 
built into the job. Because the wheel 
conveyor is livelier than the roller 
conveyor, the fall generally is less, 
running about 14-in. to every 10-ft. 
section. In roller conveyor, and de- 
pending largely on the weight of the 
material, the fall is about 3-in. ‘to the 
foot on boxes, about 4-in. to the foot 
on cartons. 

Other questions the salesman must 
ask himself are: 

1. What is the size and weight of 

the package to be moved? 

2. Will there be three rollers under 

the package at all times? (rec- 

ommended as “‘good practice.”’) 
. Am I sure of the strength of the 

frame? (Better check it again.) 
4. Is the conveyor wide enough? 

(as wide as the package, plus 2 
inches in “low frame’’ types. 
. Have I the proper curve, accord- 

ing to the length of the package? 


WwW 


v1 


Where the length of the package 
is less than twice the width, on a 90- 
deg. curve, good practice calls for a 
4-ft. curve. Where the length is more 
than twice the width, you had better 
call in the manufacturer’s man to help 
you get the curve’s proper radius. 

And when you've got all this down 
in black and white—with or without 
the help of the plant’s engineer or 
the manufacturer’s man, if you're that 
sure of yourself—ask yourself three 
questions: Is this the most efficient 
type for the set-up? Is it the most ef- 
fective? Is it the cheapest? If you can 
say “yes” to all of them, stop dream- 
ing and start selling. 


They're high) 


Where bulk materials must be han- 
dled (clav, concrete, coal, to mention 
: few) belt conveyors are “first 
choice.” They're good too in assembly 
lepartments of manufacturing plants, 
m. the inspection line, in the process- 
ing of materials and for lifting pack- 
ages between levels. Flat belts, for in- 
stance, are employed wholesale in the 
automotive industry, and in the metal- 
working industry. 


Belt Conveyors 


Belt conveyors are made up essen- 
tially of familiar ingredients: the belt 
itself, spaced belt supports, pulleys, 
take-ups, guides—and a motor drive. 
They can be put in motion in almost 
ny direction, on the level, on an in- 
line or on a decline. They are made 
in various materials (the belting) to 
handle ore, asphalt, metal products, 
cakes and bread, soft drinks, beer, brick 
ind clav, candy, canned goods, cement, 
dairy products, hard spirits, fertilizers, 
flour and feed, fruits and vegetables, 
ice cream, laundry bundles, marble 
and granite products, coal, newsprint, 
paper and pulp products, cosmetic in- 
gredients, sand and gravel, shoes, soap. 
stone, sugar, tile and refractory prod- 
ucts. 

There are types of belting to han- 
dle materials hot or cold, dry or wet, 
rough or smooth, heavy or light—de- 
signed to meet any need, fabricated to 
fit any application. You had better 
know a little something about all of 
them—what they are made of, what 
are their best structural features and 
what they can do. 
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GUARD RAILS, installed at curves 


keep packages, cartons, etc. “in line”. 
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BUCKETS may bc used on trolley con- 
veyor or elevator belting systems. 


Elevator Belting 


Elevator belting, to put it sim- 
ply, is conveyor belting. with buckets 
added, making it possible to move the 
load up or down. Because of the hard 
service to which clevator belting is 
put, it must be tough, abrasion-re- 
sistant, sometimes highly flexible, re- 
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WHEEL CONVEYORS, ‘“‘iveliest” of the gravity type, 
will carry boxes, cartons, materials or products mounted on a 
carrier or fitted into tote boxes, and do it with ease and 


speed. 
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90 deg. Plain Junction 











JUNCTIONS, spurs, sections and 
switches, transfer loads on gravity wheel 
or roller conveyors to points en route. 


silient, proof against moisture, harm- 
ful vapors, acids, mildew and similar 
deteriorative materials. In all cases, 
your selection of any one kind of 
belting of this type can only be de- 
termined after a detailed study of all 
the service conditions likely to be 
encountered. 

To compensate for the added ten- 
sion in vertical movement, elevator 
belting is constructed of a stronger, 
heavier interior fabric and is of greater 
thickness (in proportion to its width) 
than conveyor belting. For that rea- 
son, elevator belting is selected with 
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BELT CONVEYOR arrangements may have the belt ride 
the roller directly (as at left) or the belt may ride a wood 


slide bed or sheet metal slide bed running over the rollers. 


a high safety factor to balance out the 
severe conditions likely to be encoun- 
tered, and the larger chances of ac- 
cidents. 

Any belt body chosen should be 
able to do three things on the job: 
Back up and support the buckets; 
hold the bucket bolts; and resist the 
breaking effect of large lumps that may 
catch between pulley and belt. 

For light work, duck belt, un- 
covered, generally is recommended. 

For moving abrasive materials, such 
as sand and clay, a cover is required 
along with breaker strips. 

For heavier duty, hard-woven duck 
(about 36-0z.) incorporating a tough 
rubber cover and a cord breaker fabric 
network, generally suggests itself. 

In every case, the kind of service to 
which the belting is to be put will 
determine the content of the “body”. 
Service determines, too, the kind of 
material used in the buckets. The 
special service conditions encountered 
in coal mines, for instance, a major 
market for buckets, generally finds 
that segment of industry ordering 
buckets of malleable iron. (Mines, and 
stone and slag plants also are the 
widest users of continuous line eleva- 
tor buckets.) Other bucket materials 
that might be used, again depending 
on the service conditions, are steel 
(abrasive resistant, very strong though 
lighter than malleable iron), and alu- 
minum alloy (strong, light, non-corro- 
sive, non-sparking, acid and _heat- 
resistant. 


Portable Conveyors 


Several distributors in the more in- 
dustrially active sections of the coun- 
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try have found it profitable to carry in 
stock belt boosters and similar port- 
able types of conveyor equipment. 
Standard portables are available in 
wheel, roller, and belt types and are 
easy to raise, easy to adjust and easy to 
move. 

They consist fundamentally of 
sectional conveyors mounted on an 
elevating wheel truck, on wheels, or 
casters, or on stationary supports. They 
are easily transferred from job to job 
and are easily reassembled in a form to 
suit any change in the requirements. 

Laundries use such conveyors all 
over the place, to unload bundles from 
delivery trucks and carry them up- 
stairs to the washing areas, and to 
carry the wet bundles upstairs again 
to the drying areas. Cork manufac- 
turers like them; coalyards, too. 
They’re good too for unloading food 
from shipboard, or for loading pack- 
aged foods in-plant for storage, or at 
freight stations for loading into box- 
cars. 


Other Conveyor Types 


There are several more types of con- 
veyor employed in industry today, but 
they require more facilities and engi- 
neering of the distributor and his sales- 
man than they are able to give—not 
without a thorough education in them. 
They include trolley chain conveyors, 
floor chain conveyors, rigid arm con- 
veyors, suspended-tray conveyors, re- 
ciprocating vertical conveyors and simi- 
lar complex installations. They’re not 
sold or stocked by many distributors, 
but you can provide many of the parts 
for these engineered installations. 
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ELECTRIC HOISTS, the fastest of lifting and lowering 
devices, can be sold for work hefting within a fixed area; 
for intermittent movements; and to move materials that vary 
in size and weight. They are available in slow speed, or high 


system. 


speed or can be equipped with variable speed controls to fit 
any installation. Sold with industrial trucks, electric hoists 
of this type often complete a plant’s materials’ handling 





Hoists 





Where can hoists be sold? ‘There 
are some distributor salesmen who 
don’t know, or who don’t recognize 
the opportunities for a sale. Yet op- 
portunities are to be found everywhere. 

A hoist can be sold wherever a man 
is being used to lift and carry mate- 
tials, parts or products weighing more 
than 40 Ibs; wherever a woman worker 
lifts more than 25 lbs. That situation 
is a problem in materials handling, if 
not to management certainly to the 
worker who does the lifting. 

Hoists can be sold where a worker 
is required to lift heavy objects or ma- 
terials from the waist to some height 
overhead; where two men are used on 
lifting jobs; where a crew of men must 
volunteer for frequent heavy lifting on 
the shop floor. A hoist can be sold— 
and should be sold—wherever heavy 
handling jobs eat into production 
time. 

For the salesman with a formal turn 
of mind, the major markets are to be 
found for hoists, electric, air and hand 
types, in plants which fabricate indus- 
trial machinery and equipment; in iron 
and steel foundries, in machine shops 
and in the automotive and aircraft in- 
dustries. Pulp, paper and paper board 
mills also are first rank customers. 

But the markets are scattered 
throughout all industry. The food 
makers and canners, the textile and 
apparel plants, the chemical and proc- 
ess industries, the wood industries, 


the utilities—all are good repeat cus- 
tomers for hoists, though they do not 
use them in the quantities purchased 
by the “heavy goods” industries. 


Chain Hoist Features 


There are four general types of 
chain hoist presently available, all of 
which may be stocked by distributors: 
differential, spur-gear, screw or worm- 
gear and the ratchet lever type. Of the 
four, the one with perhaps the sim- 
plest “mechanics” is the differential 
hoist or balancer; and it is used for 
light service around the shop. 

The spur-gear hoist is a good “work 
horse”; it’s durable, fast, and easy to 
operate. A special feature of this hoist 
is the fact that it will support a load 
without the continuous application of 
force against the chain. 

The screw geared hoist, light and 
portable and used for light service, 
isn’t as efficient nor as fast as the 
spur-gear type. It offers smooth ac- 
tion, though, even when jockeying a 
load into position or on starts and 
stops. Heavy loads on rollers and 
skids are duck soup for the screw- 
geared hoist, or for any such work on 
the horizontal. 

The ratchet lever type is as useful 
whether it’s used in a horizontal or 
vertical position. It’s just about in- 
dispensable for machine and equip- 
ment installation, for maintenance and 
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RATCHET LEVER type hoists (left), 
are highly recommended for sale to 
machine and equipment shops for 
maintenance and repair jobs, and gen- 
eral rigging. THE DIFFERENTIAL, 
(right), for light service around the 
shop, is perhaps the simplest to use. 


repair jobs, and for general rigging 
work. (A well-known circus uses a 
ratchet lever to maintain tension in the 
guy wires and tent ropes.) 
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SPUR-GEARED HOIST, the “work 
horse” among chain hoists, is a big 
seller for its durability, ease of opera- 
tion and fast reaction on the job. 


Earlier we mentioned several of the 
markets for chain hoists, broadly 
speaking. To get down to cases: Dif- 
ferential hoists have a heavy market in 
garages, in light machine shops, in 
any place where a good hoist is a must, 
and speed and high efficiency are sec- 
ondary considerations. 

Screw-geared chain hoists are “first 
choice” of construction and paint rig- 
gers, contractors of every type, and 
millwrights who have to think about 
the weight of the tools they carry 
around and the amount of storage 
space available. Recommend screw- 
geared hoists, too, for horizontal work, 
pulling skid loads, loads on rollers. 


Spur-Geared Hoist Markets 


Spur-geared hoists, more efficient, 
also are the most economical in the 
long run in the time and effort they 
save—which, altogether, makes them 
a useful, productive tool for any indus- 
trial plant they serve. 

Best markets for the ratchet lever 
type hoist are the telephone and cable 
companies, and the utilities generally, 
for maintenance and repair plants, 
transportation lines, shipyards, garages, 
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refineries, quarries and the like. 

Electric hoists spell “speed”, high 
speed. ‘They may be suspended from 
fixed locations, from jib crane, mono- 
rails or bridge cranes. They are used 
within a fixed area, for intermittent 
movements, to move materials that 
vary in size and weight. Electric 
hoists can be obtained in slow speed, 
high speed, or with variable speed 
control to suit the use. Hoisting 
speed ranges, in fact, depend largely 
on motor horsepower, the current 
available and the capacity of the hoist. 


Know Them To Sell Them 


There are several in-plant condi- 
tions the distributor salesman must 
know—and convey to his hoist manu- 
facturer-supplier, before the latter can 
serve him. They would include: 

(a) What’s the voltage?—the cur- 
rent? (AC or DC). 

(b) How do you intend to hang 
your hoist? (lug, hook, trolley, or 
motor driven trolley. 

(c) How high must the load be 
raised? 

(d) What’s the size of the beam 
(for trolley suspended hoists). 

(e) Any obstructions? Any curves 
to negotiate? 

(f) What kind of control should 
the hoist be under? 


Hoists Are Precision Devices 


For such jobs as spotting work in 
machines, quickly and easily, the 
electric hoist is a standout. . Slung 
from an overhead crane, a good 3-ton 
electric hoist will lift enormous loads 
around a metalworking plant, and hot 
loads in foundries, with the worker 
safely out of the way maneuvering his 
push-button or pendant type controls. 
They’re also readily saleable to air- 
craft plants and to the automobile and 
truck industries, where entire assem- 
blies must be lifted and moved from 
one spot to another along the assem- 
bly line. Equipped with grabs or 
work-holding devices, or with electro- 
magnets, they can be used to handle 
sheet steel and plate, cable wire reels, 
the massive wheels of a railway car, 
billets of scrap in a junkyard, heavy 
castings, heavy, crated goods, large con- 
crete pipes, and similar applications. 

For service in small plants, where 
a single hoist is used and changed 
from one location to another in light 
duty, you will want to recommend 
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hook suspension. For the customer 
who must have a high degree of 
“speed of travel” in his plant, recom- 
mend the hoist with motor driven 
trolley, or as second-best choice, the 
push or geared trolley hoist. 

If the hoist is to be hung from a 
jib crane, then your supplier will want 
to know whether the jib crane is self 
supporting; whether it’s to be top 
braced, or swinging bracket. The lat- 
ter type widens considerably the so- 
called “fixed area” served by the jib 
crane. 


Area Of Service 


Depending on the type of sus- 
pension employed, an electric hoist 
can be made more, and less, maneu- 
verable. Some hoists are used merel\ 
to open heavy doors, as in the fur- 
nace rooms of foundries. The area of 
service in that application, then, isn’t 
the prime consideration. Getting the 
hoist itself far enough away from the 
furnace doors, yet still able to do its 
job, is a major point, and it can be 
solved by using a base mounted hoist 
or winch type. 

In another installation the salesman 
may find that the space overhead wil! 
determine somewhat his choice of a 
hoist. When that space is limitec 
it calls for a hoist with a low head 
room, so there will be enough “lift” 
available, and then some. Hoists on 
an I-beam are naturally more manev- 
verable than fixed base hoists anc 
probably the most maneuverable of al} 
mounting types is the hoist suspendec 
from a bridge crane. 


Hoists in the Warehouse 


If any commodity is at a premiur 
in a warehouse it’s “space.” Any de- 
vice that will increase the floor space 
available, or make for better utiliza- 
tion of it, is a godsend and a rea! 
economy. So electric hoists, which 
can do that job, are popular arounc 
the warehouse. 

A partial list of firms that have 
employed hoists weighing up to 3 tons 
in their warehouses will indicate in 
what nearby places your prospects may 
be found today: Foundries, ice plants. 
bus companies, construction, valve 
and fittings manufacturers, farm: ma- 
chinery manufacturers, cotton plants. 
(textile industries generally) laundries 
food products, boat building, publish- 
ing, steel firms, tire manufacturers. 
office buildings and concrete products 
plants. 
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CHAIN SLINGS, sold frequently as “extensions” that add versatility to hoists (along 
with wire rope slings), heip handle “the big ones” in machine shop, factory or in 


production. 








Chain and Wire Rope Slings 





If a jib or bracketed crane extends 
the capacity of a hoist in “space”, a 
sling, either chain or wire rope, ex- 
tends its capacity in “utility”. 

Each type is specified according to 
the work to be done and/or the load 
to be carried. 

Chain slings, the oldest and most 
popular in point of use, are made of 
any one of several materials, includ- 
ing: 

(a) wrought iron (in different 
grades ) 

(b) low-carbon steels 

(c) high-carbon steels 

(d) stainless 

(e) nickel-steel alloys 

(f) Monel 

(g) bronze 

Wrought iron is used for its ductil- 
ity, its high resistance to shock loads, 
and its warning bends under exces- 
sive loads. 

Low carbon chains are a good 
recommendation where service condi- 
tions are pretty much under control 
and high strength is not a major re- 
quirement. 

High carbon steels, heat treated, 
weigh about the same as low-carbon 


types, but they are almost twice as 
strong. The type has great resistance 
against impact and abrasion, and 
stands up well under rough treatment. 

You will want to suggest heat 
treated nickel steel when the customer 
needs a chain with the highest possible 
tensile strength, greatest resistance to 
abrasion, and a high degree of resist- 
ance under impact. 

Stainless steel sling chain is to be 
recommended where corrosive ma- 
terials are encountered in the manu- 
facturing process, as in nitric acid 
baths. Stainless is only a little less 
strong than high-carbon steel. 

Where work is to be done in and 
around sulphuric or hydrochloric 
acids, in steel pickling, in marine 
atmospheres or around alkalis, monel 
metal or bronze slings would be the 
chain material to recommend to your 
customer. It’s strong, tough, abrasion- 
resistant. It’s about as strong as 
stainless and weighs only a fraction 
more. 

Bronze has about one-fifth less 
strength than monel, it’s softer, and 
it’s recommended to carry about half 
the load. 
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There are two things the salesman 
would do well to memorize regarding 
sling chains. The first stems from 
the old saw: “A chain is only as strong 
as its weakest link.” Hence the safe 
load rating on any sling chain instal- 
lation must be set not only for the 
chain itself but for its attachments, 
which are merely extensions of the 
links. So you'll want to specify the 
same type, material and size recom- 
mended by the manufacturer when 
ordering both chain and attachments. 

The second thing to remember 
when ordering sling chains is that any 
change in one or a combination of 
the six or seven factors that affect 
chain performance will cut into the 
specified load the chain will safely 
stand. , 


Things That Affect Slings 


Those factors would be: 
(a) Working load-estimated as ac- 
curately as you can. 
(b) Chain type—check all types 
for advantages and limitations 
c) Proper attachments 
Proper “reach”—the distance 
from the bearing points on the 
master link to the bearing 
point of the hook or attach- 
ment 
Conditions under which chain 
will operate—atmosphere, im- 
pact, heat, strains, etc. 
(f) Kind of operation—continuous 
or intermittent, heavy or light 
(g) Impact loading factors—sud- 
den stops, quick lifts, stretch, 
elongation 
[he possible factors that might 
affect chain performance and safety 
under load, tending to cancel out its 
specified rating, would include de- 
terioration, twisting under strain and 
working with excessive angles under 
load, etc., you'll save your customer 
time, money and labor headaches if 
you can get him to encourage his 
workers to use several good habits that 
have become “standard practice” for 
the use of chain slings: 
1. Take up all the slack before at- 
tempting a lift 
2. Start off the load slowly and 
smoothly 
. Pad or fill out any sharp corners 
in contact with, the links and 
likely to do damage 
4. Keep your chains free of twists, 
knots and kinks 
. Lift from the center of the hook, 
not from its point 
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WIRE ROPE SLINGS, like chain slings, extend the uses 
to which hoists and cranes may be put. They’re for sale 
wherever a customer requires high strength, high abrasion 


6. Distribute the load evenly, or as 
evenly as you can 

7. Establish a regular inspection 
routine, and stick to it. 


Markets For Slings 


The markets for chain slings, and 
for wire rope slings, tend to duplicate 
each other. Ship-building and ship 
repair shops use both chain and wire 
rope in considerable quantities; almost 
all of the chemical and process indus- 
tries use both types, as well as the 
utilities, coal and ore mines, sand and 
gravel plants and petroleum and gas 
installations. In addition, chain slings 
do the heavy lifting around blast 
furnaces, and rolling mills, in plants 
that mold iron and steel castings, in 
railroad carbuilding and maintenance 
shops and out on the road; and chain 
hoists are extremely popular in regions 
where a great deal of quarry work and 
stone cutting is done. 


Wire Rope Slings 


Generally of all-steel construction, 
wire rope slings consist of multiple 
wire ropes strand laid, or cable laid, or 
braided in 6-or-8-part braid. The ad- 
vantages of the strand laid wire rope 
sling, the most widely used in industry, 
include its abrasion resistance, its 
cutting and crushing resistance and the 
fact that it has the highest ratio of 
strength to its weight. They're good 
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for run-of-the-mill lifting jobs. 

Cable laid slings are highly flexible, 
strong in bends, and they resist kink- 
ing and extreme impact. In flexi- 
bility they are on a par with manila 
rope. 

Six-part and eight-part braided slings 
are used on “heavy duty” jobs like 
handling wire cable drums, sheet steel, 
etc., jobs beyond the capacity of the 
hoists generally stocked by distribu- 
tors. 

For all general uses, where extreme 
flexibility is desired and a simple loop 


resistance; for use on just about any lifting job in and around 
the shop. They can be hitched on single, double, quadruple 
or similar setups with or without attachments. 


end will meet the need, suggest a wire 
rope sling with a plain loop at both 
ends. The same rope, equipped with 
a choker hitch, is a useful tool for - 
lifting machined parts and structural 
shapes. A sliding choker hook, in- 
corporated into this setup, will speed 
the hook-up and lengthen the lift of 
the sling. 

And of course you will want to take 
advantage of the opportunities for tie- 
in sales on such products as swivels, 
hooks, snap links, eye bolts, rings, 
turn-buckles and eyelets. 





Industrial Trucks 





Did you know that in many small 
and medium-sized shops, materials 
handling problems have been solved 
by buying just two kinds of products 
—hoists and industrial trucks. Other, 
larger shops have combined hoists, 
trucks and conveyors to find their own 
best materials handling system. 

Almost any materials that are picked 
up, moved and delivered over various 
and varying routes suggest the use of 
trucks; the hand type for light, gen- 
erally single-man loads; the lift truck 
for heavy, or cumbersome or palletized 
loads. Where a great deal of manual 
handling is involved, industrial trucks 
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are a “must.” 

Mixed sizes and weights may be 
packed and carried over some distances 
by hand and lift trucks, and despite 
the cross-trafhc encountered. Both 
types of trucks require only that the 
surfaces over which they run should be 
kept clear and in good repair. 

The most common type of indus- 
trial hand truck, and one stocked by 
just about every distributor today— 
is the two-wheel stevedore truck. It 
will readily move barrels, bags, cases 
or cartons in reasonably firm packages 
and fair-sized lots. 

Factory platform trucks are the 
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HAND LIFT TRUCKS, an excellent warehouse tool, can 
be sold to any plant that requires a high degree of flexibility 
in its materials handling, and easy ,fast transit. 


“big brother” of hand trucks. ‘They 
consist of a platform supported on four 
wheels set out in various convenient 
working designs. You can build onto 
the platform foundation with several 
different types of superstructure, de- 
pending on the shape and size of the 
materials to be handled. These ap- 
pendages for platform trucks include 
pipe stakes, wood stakes, end racks, 
boxes and shelves. 

Hand and platform trucks are used 
in the textile and apparel industries 
to move cotton woven goods and yarn, 
dresses and uniforms, hoisery, shoes, 
suits and coats. They’re used in fac- 
tories that manufacture synthetics and 
in plants that make woolen and 
worsted clothes, work clothes, shirts 
and sport clothes. Bakeries and 
breweries are good markets, and sev- 
eral of the wood-processing plants. 

Retail food stores use a great many 
hand trucks as a work-saver in moving 
canned goods. 

Brick and tile manufacturers, and 
the makers of glass and glass products 
use platform trucks almost exclusively 
to carry their products around the 
plant in the production process. 

The load-carrying capacity of a plat- 
form truck, you’ll want to remember, 
is based on the type and size of the 
wheels and casters used on the truck. 
When the wheels or casters are roller- 
bearing equipped, starting is easier and 
the load rolls along smoothly and 
easily. 

The tilting types of platform truck 
have a lower carrying capacity than 
non-tilting types (off by about 200- 
Ibs.) but their diamond design, which 





























rides the platform on three wheels, 
makes them easier to turn—a major 
consideration where turns are frequent 
or the truck must be manuvered in a 
confined area. 


Hand Trucks 


A refinement of the platform truck 
is the hand lift type used in combi- 
nation with a semi-live skid platform. 
The device borrows from the jack and 
from the lift truck for its lifting unit, 
which is moved under the semi-live 
skid, and the jack is stroked up until 
the platform is riding freely on the 
wheels, fore and aft. 

Hand-lifts are generally considered 
“help out” mechancisms, not substi- 
tutes for lift trucks. They’re used to 
feed the main system, to work with a 
lift and platform truck installation. 
They’re good on short hauls, on small 
general utility jobs, and for spotting 
and assembling orders. ‘The load re- 
mains elevated until its released, and 
the lifting jack can’t lose its load in 
transit. 

Hand lift trucks may have a _plat- 
form to handle skids, or forks to 
handle pallets. They are, generally, as 
far as the smaller shops will go in 
mechanizing their mobile handling 
equipment—but as far as materials 
handling equipment sales go, the small 
shops are virtually untouched. 

Hand lift trucks add flexibility to 
any handling system, hence they’re an 
excellent warehouse tool. They can 
store in a small aisle space, they make 
it possible to store and carry more 
units on skid and pallets, and they 
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HAND TRUCKS, the most common type of industrial 
truck and universally stocked by distributors, readily moves 
manually-maneuverable loads in barrels, bags, cases, etc. 





FOUR-WHEELED trucks of the 
hand-lift type can be used to handle 
palletized loads and similar “unit” jobs. 








PLATFORM TRUCKS carry as much 
as the type and size of the wheels and 
casters will sustain, often considerable. 
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speed up handling generally. 

One man with a lift truck will per- 
form the work of three or four and do 
it faster, more safely, with greater 
efficiency—and at a cheaper price. 

Hand lift trucks are of two types: 
Mechanical and hydraulic. 

The first class markets for hand lift 
trucks are to be found wherever the 
heaviest loads are to be moved manu- 
ally. For that reason the metal-work- 
ing industries, electrical equipment 
and appliances, industrial machinery 
and equipment, iron and steel foun- 
dries, automotive and aircraft plants, 
smelting, refining and fabricating 
plants and railroad shops—are good 
customers and prospects. 

Industrial trucks frequently are the 
only class of materials handling equip- 
ment to be found in a plant. Earlier 


we mentioned that trucks of various 
types, used in combination with 
hoists, are the sole devices used in the 
“materials handling department” for 
another great number of plants. 

They can be made to work as well, 
and with a high degree of efficiency, 
in combination with conveyor sys- 
tems, both as a “between points’ car- 
rier and as a direct conveyance, as in 
under-the-floor conveyor installations. 

In the latter application—and sev- 
eral distributors have themselves in- 
stalled this type of system in their 
own stock and warehouse areas—the 
trucks are run over a travelling cable 
or chain buried in the floor and are 
“hooked in” on the moving line, to 
be unhooked again at their destina- 
tion point, or anywhere along the line 
of travel. 





Wheels and Casters 





No one can say, with accuracy, how 
many designs of industrial casters there 
are on the market. But one company 
reports that it has turned out almost 
10,000 different types since it set it- 
self up in business half a century ago. 

The earliest wheels, following the 
fashion of manufacturing materials of 
the time, were of wood or cast iron. 
They still are used on common casters. 
But in the modern industrial plant 
“heavy service” is the order of the day, 
and casters—again following the fash- 
ion in materials—generally are of 
semi-steel cast, pressed steel, plastic 
and aluminum alloy. Casters may 

















WHEELS AND CASTERS, made in 
any design to fit any need, are used 
singly or in pairs, or in multiple setups. 


have one, two, three or more wheels, 
depending on the use to which they 
are put. Wheels are replaceable, and 
in some instances treads can be re- 
placed (on rubber-treaded types). 

The wheels on casters should be as 
big as possible, depending on the de- 
sign. The larger the wheel, the 
easier it rolls over uneven surfaces. 
Larger wheels also are more shock- 
absorbent. 

For extra heavy loads, you will want 
to recommend the use of double or 
triple wheels and wider yokes. A 
plant worker who has gotten into the 
habit of piling a heavy load to cut 
down his trips will want wheels of 
hard rubber on his trucks. If he 
hasn’t got ’em—sell his boss on them. 


Put °em On Wheels 


The major markets for truck casters 
are the motor vehicle and _ aircraft 
makers; the bakers of bread and other 
products; manufacturers of cotton 
goods, woolens and worsteds. 

Good markets are more plentiful. 
They're to be found in breweries and 
bottling plants, canned goods and 
dairy products; in plants that make 
dresses, hosiery, shoes, suits and coats 
and work clothing. Brick and tile 
makers use them extensively on their 
wheeled platform trucks and carts; 
also drug manufacturers, glass and 
glass products makers, and plants that 
tan and process leather. Plastics, soap 
and glycerine, synthetic rubber plants 
and several of the wood industries also 
are good customers and prospects. 

An important factor in various 
classes of service where wheels are 
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used is the material of their fabrica- 
tion. A packing house or chemical 
plant, for instance, will choose a 
caster made of corrosive-resistant ma- 
‘erial, such as aluminum alloy. It 
stands up particularly well in acid 
itmospheres, and is well recommended 
on cement floors, in powder mills, dry- 
cleaning plants and similar establish- 
nents where a danger of sparking is 
dresent. 

For rough or “‘soft’’ floors, wide 
‘aced wheels are mast suitable. Where 
sharp-edged objects are encountered, 
yr obstructions must be mounted, or 
aeavy duty jobs are to be handled, 
aave your wheels of very large diam- 
ter. 

Soft rubber tread wheels are recom- 
mended for quieter deliveries and 
hock absorption; for resistance against 
ibrasion; and for light and medium 
luty service. But in recommending 
‘hem, keep in mind the fact that soft 
-ubber tread wheels will carry less than 
half the load carried by hard rubber 
or metal. 

Rubber or rubber compound tread 
ire good on bumpy or uneven floors. 
They tend to “give”, cancelling out 
some of the unevenness, like a pneu- 
matic tire. They're quiet, and easier 
to push and pull. An all-rubber, 
molded wheel provides the maximum 
resistance to abrasion. 

Hard rubber should be recom- 
mended for wood floors or composi- 
tion, where a harder wheel material 
would scuff or mar the floor. Plastic 
vheels also save the floors, will carry 
the same load as semi-steel and are not 
iffected by most chemicals. 

If easier swiveling is desired by 
your customer in his wheels, sell him 
the type with rounded tread. And 
recommend flat tread casters to spread 
the load over a great area. 


Caster Mountings 


Mountings for casters are of two 
kinds, swivel and rigid. The mounting 
has little effect, however, on load ca- 
pacity per caster. In frequent use, a 
semi-steel or plastic wheel rigid caster 
will carry 1,000 Ibs.; with average use 
1,500 Ibs.; in occasional use, 2,000 Ibs. 
That holds true as well for the swivel 
type caster. 

Several manufacturers offer pre- 
assembled running gear of various 
types, something to be kept in mind 
when a manufacturer customer de- 
cides he’d like to put together his own 
style of truck. 

















WHEELBARROWS are available in as many kinds and shapes as there are uses 
for them. Inexpensive and maneuverable, they're sold te almost every manufacturing 
industry, every ore-producing industry; in the home, as for instance the gardeners 
barrow, above left, and for all general purposes where loose materials are handled. 





Wheelbarrows 





Though the distributor salesman 
may tend to pass over them in his 
search for sales, wheelbarrows are cer- 
tainly materials handling equipment. 
There are barrows made for contract- 
ing jobs; barrows for carrying stones; 
general purpose barrows; pan tray bar- 
rows; canal barrows; bunker barrows; 
two-wheel mill barrows, with pneu- 
matic tires or with solid steel wheels; 
mining barrows and the type used by 
the coal delivery men around the 
country. 

In capacity, they range from 2 to 
5-cu. ft., heaped. The one exception 
is the bunker barrow, with a heaped 
capacity of 7-cu. ft. They are designed 
for use in narrow places and on board 
vessels, in machine shops and other 
plants where narrow barrows are an 
essential. 

Mill barrows may be sold for han- 
dling bolts, rivets, forgings and other 
materials too heavy to be moved with 
ordinary barrows. Mill barrows 
equipped with pneumatic tire wheels 
will Rendle heavier loads than will steel 
wheeled barrows, particularly over soft 
or uneven surfaces. 

Mining barrows, used to carry ores, 
generally are of steel and iron construc- 
tion. ‘They have a smaller capacity 
than coal barrows, which are intended 
to be used for moving ashes, coal, coke 
and other materials. 
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Other barrow types and their uses 
include: 

1. Canal barrows, designed to take 

the place of the wood tray rail- 

toad barrow. 

. Pan tray barrows, used exten- 
sively as a general utility barrow 
in many sections and designed 
for side dumping. 

3. Stone barrows, with handles, 
dash and bottom of hardwood 
and designed for rough work. 

4. Contractors barrows, of all steel 
or wood frame, for wet materials 
or dry, shallow or deep. 

. Brick and tile barrows, for han- 
dling brick, concrete building 
blocks, and hollow tile, with 
handles, dash and bottom of 
hardwood. 


Mm 
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Barrow Markets 


Wheelbarrows find ready sales in 
flour and grain mill products, in the 
metal working industries; in the ce- 
ramics, brick and tile makers plants; 
in saw mills and logging camps; in 
plants fabricating wood and _ paper 
products; in coal and similar ore mine 
operations; in quarrying and stone 
cutting; and in the handling of sand 
and gravel. Among the utilities; the 
railroads use wheelbarrows largely for 
maintenance and repair. 
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MATERIALS HANDLING EQUIPMENT 








Summary 


— are hundreds of small and medium-sized businesses in operation today whose owners 
do not even know they have a materials handling problem. They will know it soon, though. 

For in any plant today, large or small, eight out of every ten unskilled workers are busy 
moving things in the warehouse, along the line of production, or shipping out. 

In the manufacturing industries, 40 percent and more of all shop activity is devoted to 
materials handling. 

Ninety percent of all industrial accidents are said to occur in the handling of materials, 
although new, modern mechanical handling methods have cut down many of the hazards— 
and, at the same time have raised the production rate, often substantially. 

The cost of handling materials today exceeds the freight charges. 


* 


” terms of jobs that might be done more easily, more efficiently and at a lower cost, American 
industry is only half-way efficient. Yet full efficiency can be achieved, and with a mini- 
mum outlay. A case in point is the situation in the modern foundry, where ten tons of sand 
must be handled in the course of producing a single ton of castings. If, today, the foundryman 
is able to produce eight to ten times as many molds as did his brother of a quarter-century ago— 
and turn out very much better castings in the process—it’s because mechanization in the form 
of conveyors, belts, hoists, and similar equipment quickly carries and spots the raw materials 
for him. And what is true of materials handling in foundries is true as well—or can be made so 
—for any industrial process, storage operation, or receiving or shipping routine. The installation 
of modern manual and mechanized equipment is the answer. 


* 


S° get busy, Mr. Distributor Salesman. Make the most of all your opportunities for sales of 
materials handling equipment. As a beginning, get yourself some sheets of graph paper and 
sketch out a plan of the factory or shop of every customer or prospect you call on today—do it 
for your education as well as your convenience. Plot out on it, as the facts come to you, the 
plant’s operations from the entry of raw materials, through the entire manufacturing process to 
the shipment of the finished products. Note down on this “work in progress” chart every 
physical step in processing, transportation, inspection, shipping and storage of materials. ‘That 
done, compare the firm’s present materials handling system with the “ideal system” the com- 
pany should have—and use every “minus” on your graph to push through a sale. 


* 











INDUSTRIAL DISTRIBUTION ¢ JULY, 1949 

















COST-CUTTING OPERATION WITH 
OSBORN POWER DRIVEN 
BRUSHES 


IG into the making of high quality scoops and 
shovels and you’ll unearth some interesting facts 
on their construction features. 


Seasoned hardwood handles, fitted snuglyinto sockets 
of heavy 15-gauge high carbon steel blades, heat treated 
and hardened for extra strength, provide the elements 
for a long-lasting tool. 


One of the important operations in their manufac- 
ture is that of thoroughly cleaning the shovel blades 
prior to painting. To insure a proper bond between 
the paint and blade, all traces of heat treat scale, oil 
quench residue and rust must be completely removed 
from the surfaces of both sides of the blade. 


Powered by a5 hp motor and rotating at 2400 
R.P.M., a set of 7 special 18” Osborn Monitor® wire 


Clean “shave’ for a rusty blade in (6 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES «+ MAINTENANCE BRUSHES 
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wheel brushes “shave” all foreign matter from the sur- 
faces of the blade “clean as a whistle” in 16 seconds. 
This is just one of many cost-cutting operations per- 
formed by Osborn Power Driven Brushes. 


If you are interested in cutting costs on metal finishing 
operations, contact us at once. A qualified Osborn sales 
engineer will provide you with factual data applicable 
to your power brush problems without obligation. 


THE OSBORN MANUFALTURING LOMPANY 


Dept. 164, 5401 Hamilton Avenue, Cleveland 14, Ohio 
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| THE SALES INDICATOR—Supply Sales in May stood at 331 on the index, 
up from 317 in April and returning to the level of the March figure. 


Supply Sales Trends 
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REGIONAL TRENDS for May varied. The Pacific 


Coast and North Central regions showed gains for the SIZE OF AVERAGE ORDER for May was 37.80, 
most part and the Southern and North Atlantic regions remaining at an even level with preceding months. 
were consistently down. However, volume rose to $14,800, up 1,800 from April. 
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Capacity Range: 214", 
3”, 34%" and 4” pipe. 
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The Universal Chuck has 
three powerful, quick- 
acting, fully serrated jaws. 
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/ Above view shows the Oster No. 54" LEADER" Geared Receding 
Die-Stock as used with ratchet handle for hand operation. 


Designed to Meet Today’s Demands! 





The No. 54"Leader" Geared Receding Die-Stock is designed NO. 52 “LEADER” RATCHET RECEDING DIE- 
for hand and power operation. Drive Gear has a tensile STOCK ... This sturdy tool wins instant praise from 
strength of 60,000 pounds per square inch. experienced mechanics who know what to look for 
in a die-stock! Capacity range is I” to 2” pipe. 
oo Steel Pinion with completely hooded, machine cut teeth is Write for complete details. 
t, supported by a tubular housing and runs in Torrington needle 


bearings to minimize friction. 


Lead Screw has standard Acme threads (stronger and 
~ | better for a lead screw than the generally used National 
Coarse form). 


Dies: Four individual sets. Each set has five individual and 
replaceable segments. 


Die Holder: A separate unit containing the die slots. Die 
Holder is fully adjustable to permit cutting both oversize 
and undersize threads. 





Those and other features make this a modern tool in every 
detail—a tool you can sell and Sell and SELL! 








Engineered and Manufactured by 


THE OSTER MANUFACTURING CO. 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 
BRANCH SALES OFFICES: NEW YORK © CHICAGO © PHILADELPHIA © LOS ANGELES 


LEADING PRODUCERS OF PIPE THREADING TOOLS AND MACHINES SINCE 1893 
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Keeping Up With Business 


Buying’s Tighter 
Down On The Farm 


Makers of agricultural machinery 
and tools who pass along their prod- 
ucts to farm buvers report their cus- 
tomers down on the farms have be- 
come more selective in their purchases. 
They've moncy to spend, and they do 
spend it, but they’re thinking longer 
about just what they should spend 
it on. 

I'armers no longer are cager for 
second-hand equipment and as a re- 
sult, sales of farm machinery, “slightly 
used” have declined. Premium prices, 
too, are on the way out, as well as 
the farmer's patience with “delivery 
in six months.” 

Nevertheless, farm equipment sales 
probably will hit a new high in 1949. 
Most farm machinery buying is pre- 
seasonal, coming between late Febru- 
ary and late June. If current sales 
volume on tractors and tools is at all 
indicative, the record sales of 1948 
($2 billion) will be surpassed in 1949. 


Home Building in 1948 
Set A New Record 


Construction of more than a mil- 
lion houses and apartments in 1948 


set a record for home-building, accord- 
ing to the National Association of 
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Home Builders. The association re- 
ports that two out of every five houses 
were bought by families with incomes 
of less than $3,000 and four out of 
every five by families earning Jess than 
$5,000 a vear. 

There was a strong trend in 1948, 
according to the association, “toward 
the production of compact, well-de- 
signed houses for the lower income 
bracket families.” Less than $10,000 
was paid for 80 percent of all houses 
sold last vear. 


Steel Products Supply 
Overbalances Demand 


The supply of steel and steel prod- 
ucts probably will overbalance demand 
in the third-quarter 1949, an indica- 
tion that steel shortages have become 
“past history.” Customers of steel 
have begun to play “hard to get”— 
with the result that several steel firms 
are prepared to take orders on general 
requirements over a long period. Spec- 
ifications against these orders follow 
later. 

One of the more promising develop- 
ments that brings a happy smile to 
steel makers is the increasing use of 
its products in home building. Home 
development planners in various parts 
of the country already have underway 
projects for semi-steel constructed 
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homes. The houses are of a fair size. 
well-built and within reach of the 
market for homes running about 
$7,000. Though lumber is used, mostly 
its confined to the roof. Welding rod 
joints have just about replaced nails 
as fasteners. There is steel in wall 
panels, in the windows, staircases, 
floors and doors, and the whole is set 
down on sturdy steel beams. 


BRIEFS: 


The payrolls for steel workers in 
1948 would have paid the federal debt 
of 1916 twice over. 


. There will be more grandparents 
than grandchildren in 1975, according 
to the Census Bureau. Some world, 
with everyone living in his first or sec- 
ond childhood. 


. A recent Federal Reserve Board 
survey indicates that a rainy day would 
catch 70 percent of the American 
people without “savings” umbrellas. 


. Married couples numbered nearly 
35 million in 1948. Imagine the po- 
tential for business if each couple lived 
in its own home. 


. . Exports of iron and steel prod- 
ucts in 1948 were off 35 percent from 
the previous year. 
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WHY YARWAY 
STEAM TRAPS 
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That story about the world beating a path to the 
man who makes “‘a better mouse trap” isn’t as 
true as it used to be. 


But supply house salesmen find it’s easier to sell 
a better. steam trap. Over 600,000 Yarways have 
already been sold! 


Users prefer Yarway Impulse Steam Traps be- 
cause they get equipment hotter sooner, and keep 


Small valve “F" is the 
only moving part in the 
Yarway Impulse Steam 
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it hot. . . also because of small size, easy instal- 
lation, minimum maintenance, adaptability (suit- 
able for wide pressure ranges without adjust- 
ment) and low cost. 


Yarway’s hard-hitting advertising tells users 
about this better trap . . . plays a big part in 
making Yarway the leader in supply house steam 
trap sales. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 
Branch Offices in Principal Cities 
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YAR WAY IMPULSE STEAM TRAP | 


93 
























































1935-39 =100 (by months) 


1935-39100 (by weeks) 
250 





a 





150 rt 


Wr 





150 





Wal 





100 



































FUEWETH) CUVEVE FEUTCS EVERY? EVERY) FUTTTE VOCED ITTET GPEET ever 





- te) 





| | 4. 4. | Prerr be 
50 FUUETE EUUEEY HUCUEDEUETUD ENSUE 
1939 1940 1941 





eeYt CUVETS EYEETS CUTTY 
1942 1943 1944 1945 1946 1947 1948 





UU EWWS OVEVIGUWE CUUY FVIT EWWS FUUS FYTTO INET SVT 
FMAMJJAS OND 
1949 


J 











INDUSTRIAL propuction—LEases Downward 


There has been a continued general 
easing in the business situation. The 
steel outlook, a strong supporting force 
in the business picture during the 
past several months, has slackened, 
although the industry continues at 
work above 90 percent of capacity. 
The automotive industry, of course, 
was affected by the recent Ford and 
Chrysler strikes. Business reports, on 
the whole, do not yet show the im- 
provement some cbservers have been 
anticipating. 

Industrial output, down for the fifth 
successive month, was still 79 percent 
above the 1935-39 average, compared 
with the 95 percent increase of No- 
vember 1948, and the 84 percent 
figure for last March. 


Prices and Production 


Production and prices in the second 
quarter continued their gradual adjust- 
ment to the reduced level of demand. 
Consumers continued to buy at the 
level reached in the early part of the 
year. Business buying, however, sail- 
ing “close to the wind”, has been 
characterized by short commitments. 
Government buying continues its sup- 
port in a rising trend. 

The readjustment phase, which 
seemed just about completed, ap- 
parently has not yet found its new 
supporting levels. Talk of war short- 
ages, grey markets, conversion deals, 
bonuses and the like has ended, but 
inventory buying has slowed again, 
and many businesses have been living 
off stocks on hand. Price declines 
have p. a.’s sitting on their hands, and 
they show no inclination to move so 
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long as price weaknesses continue. 


Downward Adjustments 


The adjustments downward _ tre- 
ported in industrial production figures 
for the first half of 1949 have been 
widely spaced, moving from one prod- 
uct to another, then from one industry 
to another. The first industries to 
reach peak output early in the post- 
war period have been the first to show 
declining trends in output (See the 
table on the previous page for con- 
firmation. ) 

Total industrial output presently is 
about 9 percent off from the produc- 
tion of last November—the larger part 
of the decline still in non-durables. 
Within the last three months, how- 
ever, lower activity has been reported 
for all major industries, including iron 
and steel and automobiles, which pre- 
viously had been “immune” to de- 
clines. 

In terms of aggregate output, the 
industries “on the rise” in 1948 out- 
weighed in importance in the total 
production index those industries on 
the decline. Since the close of 1948, 
however, the balance has shifted to the 
“declining” group. 


Output Trend 


The downward trend in output 
among consumer durables (other than 
automobiles) can be measured in the 
situation of such products as washing 
machines and radios, both of which 
have fallen off, production-wise, by 
one-half their 1947 peaks; and by 
vacuum cleaners, off by one-third from 
its peak output in 1947. Output in 


all three, nevertheless, remains con- 
siderably above pre-war tops. 

The downward trend in cotton and 
wool, under way for more than a year, 
has caught up with the rayon industry 
as well. Textile manufacturing, as a 
result, is almost 15 percent below the 
postwar peak. 


Exports Hold Firm 


One of the few bright spots in the 
business picture has been the con- 
tinuing strength of our rate of exports. 
Despite domestic price headaches, 
which have limited purchases by 
domestic buyers, buyers abroad have 
shown no inclination to revise their 
“foreign purchases” budgets. 

Currently, shipments abroad are 
running ahead of the average for 1948 
—at a yearly rate. Only a lack of 
dollars, or a limited supply of them, 
has curtailed larger purchases by 
foreign buyers, or more purchases of 
badly needed machinery and _ tools. 
The overall total of machinery ship- 
ments for 1949 is down only slightly 
from a year ago, although more ma- 
chinery goes to Europe, and less to 
Latin America, formerly the prime 
customer. Undoubtedly, the greater 
availability of Recovery Funds (under 
the ECA) has quickened European 
buying—but Latin America’s business 
in machines and tools still is sub- 
stantial. 

Leaders in the newly vitalized 
export market are metalworking ma- 
chinery, electrical equipment, con- 
struction and mining equipment, 
textile and shoe machinery, farm and 
specialized industrial machinery. 
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1,151,932 SELLING MESSAGES work for you in Cooperation 


Union's advertising campaign for 1949. Published in leading 


& 
industrial magazines, these dramatic, full-page color adver- 
tisements get over two big selling ideas that mean business /f Cy e@ 
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for you! "NO OTHER CUTTING TOOL WILL OUTPERFORM 
A UNION” and “CONTACT YOUR LOCAL DISTRIBUTOR” 
+. that’s YOU! 











A WRITTEN DISTRIBUTOR POLICY that puts everything 
down in black and white . . . offers you genuine support and 
, cooperation in line with Union's firm conviction that the Dis- 
; ; tributor is vital to the efficient marketing of Union products. 
A COMPLETE MERCHANDISING PLAN makes selling And atno cost to you, your firm is listed in a special two-page 
easier for you ai the point of sale. An eye-catching counter Union insert in THOMAS’ REGISTER under “Drills, Twist.” 
display features the latest of Union's national ads. Its side 
pockets hold useful, attractive folders, with your name im- 
printed, on Union products which function equally well as 
counter giveaways, envelope and package stuffers or for 
your direct mail program. Decimal equivalent and drill size 
charts are tops for getting your Union message right into maaan TO HELP you SELL MORE 
your prospects: plants. And the handy drill sharpening gauge i OFIT MORE FROM A UNION 4 
gets the Union message right to the point of use! } FRANCHISE. WRITE: 
a ee A A | EE mH we om om = on 
TS Ba yore, 


UNION TWIST DRILL COMPANY, ATHOLL, MASSACHUSETTS 
MILLING CUTTERS e GEAR CUTTERS e TWIST DRILLS «© HOBS e« REAMERS e¢ CARBIDE TOOLS . 
We own and operate S$. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 





ee 
SEE FOR YOURSELF How UNION IS & 
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STEEL WAREHOUSE PRESIDENT WARNS 





Distributors Face Mill Competition 


Doxsey advises warehousemen and their suppliers to capitalize on experiences 


A WARNING that months ahead may 
be the most critical experienced by 
stecl warehouses was sounded in At- 
lantic City May 24 when Walter S. 
Doxsey, president of the American 
Steel Warehouse Association, spoke to 
+50 members on the subject, “You 
Mean You Have To Sell Steel?”. 

Mr. Doxsey based his warning on 
the economic factors he cited and, in 
addition, on the fact that “many 
warchouse executives, managers and 
salesmen have never really sold a pound 
of steel, have never met competition 
and have never said ‘no’ and rejected 
an order at a cut price”. The theme 
of the address was “It’s easier to get 
steel when it’s scarce than it is to sell 
it when it’s plentiful”. 

The meeting was the 40th annual 
session and Mr. Doxsey was reelected 
president to serve his ninth successive 
term. C. H. Bradley, W. J. Holliday 
& Co., Indianapolis, was elected chair- 
man of the exccutive committee; 
James D. Tayler, Tayler & Spotswood 
Co., San Francisco, and F. W. Krebs, 
Super Steels Co., Cleveland, were 
named vice-presidents; and Fred C. 
Flosi, A. M. Castle & Co., Chicago, 
was reelected treasurer. 

In seeking a significant clue about 
the volume of steel warehouses may 
expect to sell in 1949, 1950 and on 
into the future, executives should 
focus their attention on two factors, 
Mr. Doxsey said: 

“The first,” he said, “is total steel 
production and the rate of industrial 
activity in the years just ahead. Econo- 
mists, forecasters, prophets and as- 
trology may help you shape your 
opinions. The second factor, equally 
important, is the percentage of the 
total production of each steel mill 
product that warehouses may expect 
to distribute in the future.” 

Mr. Doxsey said demands for steel 
probably will not override supply in 
the foreseeable future. 

“In other words,” he said, “com- 
petitive conditions again will prevail. 
We are in a competitive market now. 
That is to say, the prewar pattern of 
participation by warehouses will ob- 
tain rather than the post war scheme. 
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and lessons of last nine years, fears selling technique lost during lush years 





REELECTED president of the Ameri- 
can Steel Warehouse Association for his 


ninth successive term is Walter S. 


Doxsey. 


Your 1940 experiences may be a better 
criterion of the future than 1947 or 
1948. 

“To illustrate: Before the war, ware- 
houses distributed about 10 percent 
of structurals; since the war the per- 
centage has been close to 20. Plates, 
8 percent before and 12 after; hot- 
rolled bars, 8 percent and 18 percent, 
respectively; cold-finished bars, 20 per- 
cent and 30 percent; and hot-rolled 
sheets, 9 percent and 12 percent. A 
number of other products afford simi- 
larly sharp contrasts. 

“Let me give you another gage of 
the rarefied atmosphere in which you 
have been soaring. In 1940 the dollar 
sales of a selected number of long- 
established typical warehouses were 
50 million dollars. In 1948 these same 
identical warehouses reported sales of 
250 million dollars. Sounds like the 
payoff of a pyramid club. These com- 
panies did as much business in 1948 
as they did in five years like 1940. 
Even when this dollar volume is ad- 
justed to a ton basis, the ratio is bet- 
ter than three to one. Do you really 
believe this ratio will continue? 


Two Reasons for Buying 
Warehouse Steel 

“May I remind you sharply and em- 
phatically that people buy steel from 
warehouses for two and only two 
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ELECTED chairman of the cxecutive 
committee of the association is C. H. 
Bradley, W. J. Holliday & Co., Indian- 
apolis. 


reasons. First, when they can’t order 
what they want from the mills and, 
second, when they can’t wait for the 
mills to give them what they want. 
It shouldn’t be necessary to tell you 
that just as soon as there are plenty 
of all products available for every- 
body, many of the abnormally large 
orders you have been handling since 
the war will be serviced directly by 
the producers. The average size of 
your orders will drop and warchouse 
participation in distribution — will 
shrink. Your gross sales will fall 
off accordingly. 


Average Order Was Small 
by Present Standards 


“In 1937 and 1938 we made some 
studies of warehouse orders. As a re- 
minder to oldtimers whose memories 
of those days may be just a bit foggy 
and for the information of the nco- 
phytes in this business, I’d like to 
cite some figures which I have selected 
at random from the reports that came 
to us during those years. 

“An Atlantic Seaboard warehouse 
handling hot-rolled and cold-finished 
steel and doing over a million dollars 
annually reported that 42 percent of 
their customers gave them 9 percent 
of their business, which averaged less 
than $6.00 per month per customer. 

(Continued on page 159) 
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Selling Is Miy Business” e e e Three salesmen give 


three pointers—put your design ability to use, build confidence, and never concede a field. 





TED SALVINGER: 


You, Too, Can Break Into 
A Conceded Field 


“When it comes to a piece of equip- 
ment or a product that we handle 
as a regular line, I do not propose 
to take a back seat for anyone selling 
these products, regardless of the fact 
that the field may be served by some 
other type of distributor set up to 
cover it,” said T. J. (Ted) Salvinger 
of the Warren & Bailey Co., Los 
Angeles. 

“I can best illustrate what I mean 
by taking the creamery trade as an 
example. I have quite a number of 
them in my territory who are regular 
and profitable customers for creamery 
hose, standard valves, insulation for 
cold storage plants, insulation for 
steam lines, drop forged, high pressure 
steel valves for ammonia lines, etc. 

“Creameries in this and most other 
areas are served by creamery supply 
houses. They are supposed to be a 
hard field to crack because these 
specialty houses are deemed to have 
the business sewn up. It is said to 
be a clannish business and that you 
can’t expect to get anywhere unless 
you have had long experience in it 
and know the cows, even—everything, 
in fact, from alfafa roots to butter fat. 

“While that may be true with re- 
spect to butter-making equipment and 
general creamery supplies, I figured 
that when it came to insulation prob- 
lems, valves and special hose, there 
was a place for me and I started to 
call with regularity on the creamery 
trade. 

“From there on, it became a matter 
of selling myself, persistently and on 
a regular call schedule. In this, I was 
helped measurably by the fact that 
my house has been in business in this 
area for almost 60 years. I found that 
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everybody knew of the Warren & 
Bailey Co. and respected it. 

“In general, I believe that the in- 
dustrial distributor’s salesman may 
well profit himself and his house by 
looking into certain fields that, by 
general consent, seem to have been 
conceded to some other line of dis- 
tributors, whereas for his products 
and by virtue of his knowledge of 
them, he may be the logical supplier.” 






CARL HALD: 


Build Firm Friendships 
To Help Yourself Along 


Carl Hald, salesman for the Marshall- 
Wells Co. in Portland, Ore., says 
that he thinks 75 percent of selling 
is based on friendship, the “wearing” 
kind. “You call on a man once or 
maybe twice a week for a year or more 
and you must wear,” says Mr. Hald. 

“Friendship is based on confidence 
in your word once given and your 
willingness to serve at any time and 
all times and not just when you may 
feel so inclined. Therefore, the friend- 
ship must be reciprocal. It is the kind 
of friendship that cannot be bought 
by profuse entertaining or by grand- 
stand plays of any sort. 

“I have been at it 27 years and 
so I know that many times the best 
of friends must part. It is in the 
nature of things that friends will 
change jobs and often go outside of 
the scope of your operations. There- 
fore, don’t overlook the men down 
the ladder who are coming up. Make 
friends with them, start with them 
down as near the first rung of the 
ladder as you can. If you wait until 
these men reach key positions and 
then apparently seem to see them for 
the first time, it may be later than 
you think as far as friendship goes.” 
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MACK STANHOPE: 


You Can Cash In On 
Designing Ability 


“While I am not a mechanical engi- 
neer by training, I do get a great 
kick out of designing methods and 
systems,” says Mack Stanhope of the 
Industrial Rubber & Supply Co. of 
Tacoma, Washington. 

“This inclination is a great help 
to me in getting business. I will cite 
two examples of what I mean. 

“One was in connection with a 
concrete mixer used in block making. 
They were using 35 manganese plates 
in each mixer. The cost of these plates 
was over $10 each, and their average 
life was only 30 days. I figured an 
ordinary steel plate 4-in. thick with 
a layer of rubber vulcanized on the 
plate would do the trick. An experi- 
mental installation was made and 
operated at the same rate as in the 
case of the regular mixers. After 27 
weeks of service, the rubberized 
plates were still standing up and only 
1/16-in. of the rubber had worn off. 
The cost of my plates was approxi- 
mately twice that of the manganese, 
but the longer life makes them cheap 
in comparison. True, I only sold the 
rubber for these plates, but sales will 
mount up considerably and the good 
will created stands in my favor. 

“The other example was a conveyor 
system for transporting glued parts 
through a radio-frequency drier. Ordi- 
nary rubber belt would prevent elec- 
trical contact. I used two V-belts in 
parallel with aluminum plates across, 
which permitted current to go through 
the material. The total cost of my 
conveyor installation was $1,200 as 
against $4,000 using chain gears, etc., 
in a different set up. I received orders 
for the V-belt, sheaves, variable-speed 
clectric motor, etc.” 
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The reputable 
Duff-Norton Jacks are we 
our customers .- - 
a nentalile service provided by — 
Jacks in every industry - - - throug = 
continuous, hard hitting advertising = 
sales promotional campaigns in trade — 
and by direct mail... - through — ‘ 
sales literature and comprehensive cata a 
That’s why your salesmen will want 


push Duff-Norton Jacks on every call. 


|  @ Make and break tool joints. 


e Line up pumps, engines and 
’ other equi ; 
e Hold cable reels. — 


e Force pipe. 
e Brace and raise rigging. 
e Repair mobile equipment. 
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Fire Hose Mfg. Co. 
Bought By General Detroit 


The General Detroit Corp. and its 
affiliate, The General Pacific Corp., 
have announced the purchase of the 
Fire Hose Mfg. Co. of Paterson, N. J., 
manufacturers of unlined linen Un- 
derwriters yellow labeled fire hose. 

In making public the change of 
ownership, R. L. Braden, president 
and treasurer of the corporation, 
stated, “The addition of this new 
plant is made necessary by the in- 
creased demand for fire fighting equip- 
ment. The new plant under General 
auspices will concentrate on the pro- 
duction of unlined linen fire hose and 
will supplement General’s other ef- 
forts in the fire hose field.” 

The newly appointed manager of 
the Paterson plant is C. W. Abcle, 
formerly New York division sales man- 
ager of The General Detroit Corp. 
The new plant will increase to seven 
the number of factories owned by The 
Gencral Detroit Corp. in various parts 
of the United States and Canada. 


Republic Supply’s Open 
House Attended By 5,000 


More than 5,000 leaders in the oil 
and industrial fields attended the rc- 
cent three-day open house held in the 
new, ultra-modern headquarters of the 
Republic Supply Co. of California, in 
the central manufacturing district of 
Los Angeles. 

Each guest received a 12-page, illus- 
trated brochure, tracing the history 
and growth of the 32-year-old com- 
pany and showing the improved serv- 
ice the new facilities will provide. 

A highlight of the open house was 
an informal tour through the 23,000 
sq. ft. office and the 90,000 sq. ft. 
warehouse, where several of Republic’s 
manufacturer-suppliers had full size, 
animated displays featuring the latest 
in oil well and industrial equipment 
and supplies. 


Windle Made Treasurer 


Willis T. Windle has been elected 
treasurer and controller of the Car- 
borundum Co., Niagara Falls, suc- 
ceeding the late Austin W. Clark. 
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ANNOUNCEMENT of the purchase of 
Fire Hose Mfg. Co. was made by R. L. 
Braden, president of General Detroit. 


Wholesalers Elect McClure 


John M. McClure, president of 
Minneapolis Iron Store, Minneapolis, 
Minn., has been elected president of 
the Motor and Equipment Whole- 
salers Association for the new year, 
which runs from May, 1949 to May, 
1950. Mr. McClure, who was vice- 
president of ‘the association for the 
past year, succeeds Erle Henderson, 
Henderson Bros., Sacramento, Calif. 





Knapp Supply Celebrates 
75 Years of Service 


‘To commemorate the occasion of its 
75th “birthday”, recently, the Knapp 
Supply Co. of Muncie, Ind. issued 
an eight page, two-color booklet, set- 
ting forth some old and some recent 
history of the company. 

Founded by Alex A. Knapp in 1874, 
the firm changed its name to “Alex A. 
Knapp and Co.” on the advent of 
Mr. Knapp’s daughter Frances into 
the company in 1883. In 1889, Mr. 
Knapp, L. C. Huesmann (for many 
years president of the company) and 
other prominent residents of Union 
City, incorporated the firm under the 
name of The Knapp Supply Co. In 
October, 1926, the business was 
moved to Muncie. 

Its present officers and board mem- 
bers include: President, W. E. Price: 
first vice-president and __ treasurer, 
Charles F’. Price; second vice-president, 
Thos. J. Williams; secretary, Ralph 
Swallow; and W. C. Hand, L. M. 
Huesmann and Paul W. Puterbaugh, 
board members. 


Britt Founds Supply Firm 

The Kenmore Industrial Supply Co. 
has been established at 364 Warren 
Street, Buffalo, N. Y., by Andrea R. 
Britt. 




















THE NEW FACTORY and office of Whitman & Barnes is located at 40600 Plym- 
outh Road, Plymouth, Mich., about 20 miles west of Detroit. It has more than a 
quarter million sq. ft. of floor space and is built on a site covering 26 acres. 
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More ways to make sales, profits with... 


BLACK & DECKER 
the world’s most diversified line 
of Portable Electric Tools! 


By standardizing OD Black & Decker Tools, The 
Fingles Company of Baltimore, Md., has saved 
time and money on scores of jobs like those shown 
here... and given profitable sales to the B&D 
Distributor selling them. As a custom sheet metal 
Fingles needs versatile tools to handle a 


shop, 

wide range of jobs in the shop and on outsid 

installations. Black & Decker “universal” tools 
ert repair serv- 


give them this versatility—plus ¢xP 
ice from a convenient B&D Factory Service Branch 
to keep their tools in top production form. 

Black & Decker gives you over 100 Electric 
Tools to sell—more tools, more models than any 
other manufacturer. Every B&D Tool is loaded 
with sales features—quality-built, engineered and 

owered to turn out better work, with less effort, at 
lower cost! And consistent advertising pre-sells 
your customers in The Saturday Evening Post and 
leading trade magazines! The Black & Decker 
Mfg. Co., 617 Pennsylvania Ave.» Towson 4, Md. 
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Sell Standardizing on BLACK & DECKER 


for..-- 
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models. 
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rent *oseelngee speeds an 
that working with you means a partnership that 
pays off in lower costs. 


Yale backs you up all the way 


To help you boost hoist sales to new high levels, 

{ae iecieal beodiog keep production “on Yale provides a complete advertising, sales promo- 
the move,” economically. Industry after industry tion and sales training program. Make use of these 
has learned to count on their quality, durability, effective tools. See that your men have all the 
" top-noteh: oe and freedom from costly catalogs, bulletins and literature they need. Give 


them the benefit of direct mail support. Let them 
have the advantage of thorough schooling. It will 
mean more “take-home” pay for them — greater 
profits for you. 


YALE) CABLE KING 


WIRE ROPE ELECTRIC HOIST 


A rugged and powerful electric 

hoist, designed with all the lat- 

est engineering advances and 

constructed with precision in 

every detail. Exclusive air cool- 

ing and positive load brake lubri- 

cation eliminate excess heat— 

assure top performance and long 

life in heavy-duty service. As a : Capacities: 
result, the Yale Cable King contributes ! ¥ to 12 tons 
greatly to increased production and de- Winches: 
creased costs. Lug, hook, plain, geared \% to 3 tons 
and motor-driven trolley types, parallel 

and right angle suspension. 





YALE HOIST 
SALES ang SERVICE 
Available Through 
Your Distributor 


& TOWNE MANUFACTURING COMPANY 
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Quick-lifting| 
LOAD KING 
WIRE ROPE ELECTRIC HOIST 


A light-duty electric hoist that’s 

ideal for many lifting jobs. Small 

dimensionally, but fast and strong 

in lifting action. Push button con- 

trol leaves one hand free to guide 

the load—makes “inching”? easy 

and accurate. Load line is flexible 

airplane type steel cable with hemp lubricated 
center for long life. Cable drum is grooved — 
wire rope cannot pile up. Saves time and effort 
and boosts production. 


Capacities: 14 to 1 ton 


MIDGET KING 
CHAIN ELECTRIC HOIST 


An all-purpose electric hoist with roller chain. 
Compact, light in weight, uses little electricity. 
Speeds maintenance, keeps machines busy and 
increases the productivity of workers. One-hand 
bar-grip control starts fast, effortless, safe hoist- 
ing action. Among its many other outstanding 
advantages are steel safety hook, self-actuating 
load brake, safety limit stops, life-time gears, 
precision ball bearings, ample motor capacity. 
Hook and trolley types. 








Capacities: 1% to 2 tons 


TALE  SPUR-GEARED 
HAND CHAIN HOIST 


The most efficient hand hoist ever invented—and the most 
widely used in industry. Provides safe, easy lifting with 
far greater speed than any other type of hand hoist, thus 
helps to cut production costs. The Yale Spur-Geared Hoist 
has every feature of long-life durability demanded by hard 
service: precision ball bearings, steel safety hooks and load 
chain, steel load sheave, steel driving pinion, steel detach- 
able shackles, and many others. 
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Capacities: 14 to 40 tons 
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New Factory Branch 


Opened By Chicago-Latrobe 


Complete warehouse stocks will be 
available at the new factory branch of 
Chicago-Latrobe, division of United 
Drill & Tool Corp. located at 111 
East Milwaukee Street, Detroit, Mich. 

The branch will carry a complete 
inventory of all the items of twist 
drills, reamers, countersinks, counter- 
bores and carbide-tipped tools. It is 
located on the ground floor and will 
be easily accessible for driver pickups. 

The factory district representatives 
operating from the branch will be 
William B. Crump and Joseph A. 
Wolfe, in addition to the inside staff. 
Mr. Crump, who recently joined the 
company, will be district manager. He 
is a member of the Society of Auto- 
motive Engineers as well as the Amer- 
ican Society of Tool Engineers. 


New Materials Handling Plant 
For Yale & Towne 


Built to accommodate the most 
modern and efficient mechanized han- 
dling procedures, the new Philadel- 
phia plant of the Yale & Towne Mfg. 
Co. offers “proof by demonstration” 
in every foot of its 775,000 sq. ft. 
of floor area, located on a 90-acre tract, 
that unit-cost reductions are possible 
when a plant is equipped according 
to the industrial science of “‘mecha- 
nized handling.” 

It consists of a one-story main 
building, boiler house, oil storage 
building, and sewerage treatment and 
disposal plant. Working conditions 
are greatly improved in the new plant 
over the old, with better lighting, bet- 
ter conditioned air, a safer plant, bet- 
ter locker and washroom facilities, and 
greatly improved lunch facilities. 

Improvements in layout and facili- 
ties in plant make possible better 
product quality as well as increased 
volume. The all-around result from 
the production point of view is a 
bigger plant, a better plant and a more 
efficient plant. 

By working with employees for 
more than a year in anticipation of 
the move, the transfer to the new 
plant was accomplished without logs 
of service to customers. 


Farnham Joins Dilworth Co. 


James N. Farnham has joined the 
engineering department at J. E. Dil- 
worth Co., Memphis, Tenn. For- 
merly, he was manager of the engineer- 
ing department of Riechman-Crosby 
Co. 
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LONG AND LOW and thoroughly modern the Dallman Co.’s new Oakland Branch 
sits astride a main highway in the heart of San Francisco Bay. 





In Oakland, California 


The most modern distribution facil- 
ities available have been incorporated 
into the new Oakland building of The 
Dallman Co., industrial distributors of 
San Francisco, Calif. Located on East 
12th Street at 22nd Avenue, not far 
from the center of the Oakland metro- 
politan area, and in the heart of the 
San Francisco Bay area’s industrial 
section, it is situated on the main 
throughfare and is easily accessible. 

Included in its features are modern, 
attractive showrooms, its city counter, 
conveniently located off the large, 
modern platform at one end of the 
building which provides for loading 
or unloading approximately 10 large 
trucks at one time; the bin area, lo- 
cated directly behind the city counter, 
so clerks can provide immediate serv- 


LOW AND LONG and conveniently backed up to the shelf stock area, the new 


Daliman Co. Opens Building 


ice on all small items of merchandise 
normally stored in shelving; a con- 
venient office arrangement, readily ac- 
cessible from the display area; and 
the radiant panel system heating plant, 
which has a zone control for each area. 

The exterior of the building is 
finished in a combination of grey, 
white and green, and a large neon 
sign erected on a tower on a corner 
of the property calls attention of the 
public to Dallman’s complete services. 

More than 1500 of the firm’s cus- 
tomers and friends were on hand at 
the “Open House” given to celebrate 
the opening of the Oakland branch, 
which will serve all of the East Bay 
Area. L. L. Burt is branch manager 
of the Oakland operation; C. A. Long 
the assistant branch manager. 


city counter is a display piece all by itself, with executive offices just beyond the bins. 
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A MESSAGE TO AMERICAN 


“Give us the tools...” 


INDUSTRY ®@ 


76th OF A SERIES 


YOUR ONLY CHANCE 
of Getting Ahead 


Where is the “brave new world” so glowingly 
promised us by the politicians during and after 
the war? We were told then that postwar America 
would live 50% better than it had before. Why 
has that promise faded out? Why are men today 
discouraged and frustrated? 


We have not yet made good 1944’s promises 
because the American worker turns out no more 
in an hour now than he did in 1941. We are get- 
ting more total production in our country — but 
only because we have more people working. Not 
because each one of us is producing more. Amer- 
ican industry’s ability to turn out more and more 
goods — with less of each worker’s time and effort 
—has been stymied for eight long years. 

Progress has been blocked because in some 
cases workers have not been willing to work as 
hard as they did before the war. In other cases 
unions restrict the use of labor-saving machines 
and methods. In some places obsolete building 
codes and ordinances prevent advances. In still 
other cases progress has been blocked by collu- 
sive practices between unions and manufacturers 
or operators. 


But the biggest block to progress is the fact that 
our industry in the United States has been un- 
able to provide our workers with all the new tools 
and equipment that they need. 


Increasing productivity — that is, each one of us 
turning out more in each hour of work—is the 
key to higher living standards. Productivity de- 
pends directly upon the kind of tools workers use. 


His tools, more than anything else, determine how 
much a worker can turn out; and what his pay- 


check will buy depends in large part on what he 


turns out—not on how long or how hard he works. 

Look what happened in our country in the 
forty years from 1900 to 1940. Productivity of the 
United States more than doubled. It doubled 
because: 

Business investment in capital equipment gave 
workers new tools —tools that had three and one- 
half times as much power— 

So— Americans’ living standard rose almost 
50% while the average work week was dropping 
from 61 to 43 hours. 

Industry did continue to raise its output per 
man hour, even in the depressed 1930’s. But it 
did it because, with unemployment widespread, 
companies used only their most efficient equip- 
ment. Actually the great depression saw industry 
fall far behind in the job of providing workers 
with new tools. 

Then came World War II. Few new tools for 
peacetime industry were produced. As a result 
of depression and war, the U.S. fell behind in 
needed investment in new industrial facilities by 
more than $100 billion. 

Since the war business has spent almost $60 
billion for new plants and equipment — 

But the greater part of that money went to 
expand production to take care of the needs of 
our bigger population, and to replace plants and 
equipment that were worn out and ready to be 
junked at the end of the war. 


continued on next page 











Only a small fraction of the $60 billion went 
to modernize equipment — the equipment that in- 
creases efficiency and improves productivity of 
the individual worker. 

Right now industry is desperately trying to do 
the job of increasing efficiency of machines so 
that each worker can turn out more. 

McGraw-Hill’s national survey of Business’ 
Needs for New Plants and Equipment shows that 
manufacturers plan right now to spend in the 
5 years ahead three-quarters of their capital 
funds to replace and modernize facilities. The 
biggest part of the more than $55 billion indus- 
try plans to spend on its plants and equipment 
will go directly to improve efficiency of the in- 
dividual. 

If industry can carry through its plans — and 
expand them as it would like to and as it must 
do — the U.S. can catch up on its depression- 
war-time lag in progress within a few short years. 


If American industry is allowed to earn the 
money to buy the equipment, it can raise the 
American standard of living 59% in our genera- 
tion — in the next 25 years. No other nation can 
promise its people that much — and deliver on 
the promise. 


But the promise can only be fulfilled by Ameri- 
can industry. Wherever you turn, industry has 
dramatic new ways of doing things. Using oxygen 
by the ton, steel makers are increasing production 
from blast furnaces by 20%. New high-speed 
machine tools are doing three times the work 
of 1940 tools. A new coal-mining machine will 
multiply a miner’s daily output 10 times. Diesel 
locomotives do the work of three steam loco- 
motives on many jobs. 

New products — and larger production of stand- 
ard products — are already making their impact 
on American life. Two million Americans will 
get new television sets this year. Automatic wash- 
ing machines, electric dishwashers, and home 
freezers are easing the daily tasks of thousands 
of housewives. Millions of homes that did not 
have them before the war now have telephones, 
automatic heat and refrigerators. Frozen foods, 
nylon clothing — these and many other things 


coming along now —will shape the real new 
world for Americans. 

But industry can provide them only if it can 
keep on investing at least $15 billion a year now 
—and more in future years—in new plants and 
equipment. 

Today Washington is taking a course which, 
if pursued, will make that investment by indus- 
try impossible. Government spending now strains 
our resources to the limit, and more multi-billion 
dollar spending proposals are being piled on. 
But government spending cannot improve Amer- 
ican living standards. It never has, and it never 
will. Increasing government spending now will 
only block progress, because the government pro- 
poses to pay for its plans by taxing away the 
profits industry is using, and must continue to 
use, to improve and expand its plants and equip- 
ment — our only hope for greater worker produc- 
tivity and higher living standards. 

Better living can only be paid for with more 
production. And we can only get more produc- 
tion by increasing productivity — by each one of 
us producing more for each hour of work. 

The first thing is to get the production — in 
peace and in war —for better living — for se- 
curity. Industry is planning to provide it — and is 
using $13 billion of its profits this year to improve 
and expand its facilities. 


The only sensible, the only safe national policy 
is to make it possible for American industry to 
do its job — not to terrorize private industry with 
proposals of ruinous taxation and paralyzing con- 
trols and threats of nationalization. For Ameri- 
can industry is not a thing apart from the 
American people any more than is government. 
American industry is the lifeblood of the Ameri- 
can people and whatever makes industry do its 
work better contributes more to the common 
welfare than a bureaucratic government can ever 
hope to do. 





President, McGraw-Hill Publishing Company, Inc. 
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IN ACTION at a sales meeting held at Pidgeon-Thomas Iron Co., Memphis 
distributor, is Otis B. Casanova, factory representative of Rust-Oleum. Seated to 
the right is Russell F. Peete, executive of Pidgeon-Thomas. 











A TRAINING CLASS in. industrial 
lubrication was held at the Ohio In- 


dustrial Supply Co., New Philadelphia, oe 

Ohio. W. A. Marshall, vice-president pics sp ae 

in ye ah of ieteadd whe, "The “OPEN HOUSE” held recently by L. S. Starrett Company, Athol, Mass., drew more 
Alemite Co., conducted the course and than a thousand visitors—all of them relatives and friends of the employees. 


was assisted by William Wrench, sales 
representative from Akron. 


NAMED honorary chancellor of FACTORY MEN and salesmen participated in a recent machine tool show held by 
Florida Southern College recently was Wessendorff, Nelms & Co., Houston, Texas. During the nine-day show, 701 guests 
Frank W., Coffing, president of Coffing from industrial plants attended plus 267 engineering students from various colleges 
Hoist Co. and universities in the area. 
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ro sex Milling Cutters. you neep THE ANSWERS 


Chipping off as much as you 
can chew? — or have your 
sales-cutting edges lost their 
keenness? Set your teeth at a 
new rake and climb through 
these 18 questions. Answers 


are on Page 156. 


1. Match the following descriptions 
of plain milling cutter types, to the 
keyed letters on the drawing: 

{] helical mill, shank type 
{_] helical mill (heavy duty) 
C1) straight tooth 

] helical mill, arbor type 

C1) helical mill (light duty) 
[] carbide tipped, plain mill 
(] spiral mill, inserted blades 


2.The term “straddle mill” applies 
to two or more side-milling (or 
half-side) cutters placed on the 
same arbor with a space between 
them. [] True. [] False. 


. Which of the following would you 
say describes “formed cutters”? 

[] milling cutters in which re- 
lief is obtained by grinding 
narrow land back of the cut- 
ting edge on each tooth 

{] cutters with cutting edges of 
irregular (or curved) shape, 
made to be sharpened in the 
same manner as profile cut- 
ters 

{J cutters on which eccentric 
relief back of the cutting 
edges is of the same contour 
as the cutting edges. 


w 


4. When classified according to “type 
of cutting teeth”, there are two 
basic types of milling cutter (a) 
integral-tooth and (b)_ inserted- 
blade, cutters. 

{] True. (] False. 


5. Interlocking side mills are made 
for jobs: 
(] like keyway, channel and slot 
milling operations 
(J where extremely close toler- 
. ances must be held for dis- 
tance between two parallel 
surfaces. 
[] where materials of soft, ten- 
acious character (brass & 
copper) must be slit 


6. When viewed from the front end 
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How’s your I.Q. on milling cutter types? Sec question 1. 


of spindle, if the spindle rotates 
counter-clockwise, the cutter you 
recommend will be “left hand”; 
if it rotates clockwise, the cutter 
will be “right hand.” 

{] True. (J False. 


7. Support bearings should be placed 
as Close to the cutter as possible. 
[] True. (| False. 


8. Which of the following would you 
think responsible when one of 
your customers complains of “chat- 
ter” on the job? 

(] work not held securely 

] loose gibs 

{_] feed and speed rate incorrect 

{_] too many cutter teeth in con- 
tact with the work 


9. You'll get as good results with a 
friction-driven cutter, as when the 
same cutter is keyed onto the arbor. 

[] True. (] False. 


10. Generally, coarse-cut tooth cutters 
are used with a larger feed per 
tooth than fine-tooth cutters. 

[] True. () False. 


11.The object of providing milling 
cutter teeth with relief and clear- 
ance angles: 

{] is to prevent the cutter from 
dragging on the work piece 
behind the cutting edge. 

{-] is to help out on chip clear- 
ance 

[-] is to provide a space for the 
flow of lubricant 
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12. For longer tool life between grinds, 
select a conscrvative cutting speed. 
[] True. {] False. 
13.The rate of production with a 
milling cutter depends primarily 
on: 
{_] the cutting speed 
[|] the rake on the tooth faces 
[_] the rate of feed 
[-] the shape of the teeth 


14. The arbor hole in a cutter should 
never be more than 0.001-in. larger 
than the diameter of the arbor. 

[] True. (] False. 


15.The larger the cutter diameter, 
the slower the cutting speed (in 
R.P.M.). (1) True. (J False. 


16. At 600 s.f.p.m., a 6-in. diameter 
cutter will travel at the rate of 
382 r.p.m. At the same s.f.p.m. 
(600), a 12-in. cutter will travel 
at the rate of 

(] 127 r.p.m. 
[] 286 r.p.m. 
C} 191 r.p.m. 


7.For most applications, a cutting 
fluid made up of a copious supply 
of an emulsion of soluble oil and 
water will give good results. 

{] True. [] False. 


18. Generally, high speed steel tools 
are operated with a cutting fluid 
when cutting steel; cast non-fer- 
rous cutting alloys without once. 


{] True. [] False. 


— 
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@ Spang ads are designed to 
help you. Every month they talk to con- 
tractors, maintenance men and purchasing 
agents in your community through leading 
trade papers. These Spang ads seek to 
maintain the good-will of buyers by em- 
phasizing the fair treatment and important 
services rendered by Spang CW Pipe dis- 








This is one of a series of ads that are ap- 
pearing regularly in DOMESTIC ENGI- 
NEERING; FACTORY MANAGEMENT 
AND MAINTENANCE; HEATING, PIP- 
ING AND AIR CONDITIONING; MILL 
AND FACTORY; and PURCHASING. 


AD CARRIES YOUR MESSAGE TO 
PIPE BUYERS EVERYWHERE 


tributors. These ads also urge your customers 
and prospects to call you first for Spang CW 
Pipe and related items. 


But not all our efforts are of an advertising 
nature. We have recently replaced existing 
equipment with a new 10-stand pipe mill in 
an attempt to further improve the fine quality 
of 2" to 1%” sizes. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 
District Sales Offices: Atlanta; Boston; Chicago; Detroit; 


Houston; Los Angeles; New York; Philadelphia; Pittsburgh; 
St. Louis; San Francisco; Tulsa 
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Chain Repair Tool 


Facilitates Chain Repair, 
Prevents Binding 


A new tool, consisting of an anvil, 
fork and punch, facilitates chain repair 
and prevents binding. ‘Io disassemble 
the chain, the prongs of the fork are 
inserted between the sideplates of the 
chain so as to span the two rollers 
containing the pins to be removed. 
The fork and chain are then laid in 
the slot of the anvil, which is milled 
to the contours of the chain, so that 
slippage cannot occur. In this posi- 
tion, the chain is suspended on the 
fork, and the pins can be removed 
by striking each one alternately until 
driven through the links. 

Because of its deep base, the tool 
can be used without the fork. In this 
case, the chain rests on the floor of the 
slot and the pins are driven into two 
holes through the base of the tool. 
Milled corners on the base further en- 
able secure gripping by a vise if de- 
sired. 

Atlas Chain & Mfg. Co., Phila- 
delphia, Pa.—Industrial Distribution, 
July 1949. 


Swivel Casters 
Unique Construction 
Eliminates King-Pin 


A pressed steel swivel-caster features 
a new construction, eliminating the 
kingpin, by locking the curved top of 
the fork between the top and retaining 
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plates so that the ball race sections 
remain properly aligned, even under 
excessive overloads. Proper alignment 
assures easy swiveling. 

Fork design of the caster has been 
engineered to eliminate distortion un- 
der conditions of overload and shock. 
A series of arches built into the legs 
affords maximum dispersions of direct 
and thrust loads over the entire ball 
race. A matching line of rigid casters 
has the same overall heights as the 
swivel casters. Wheels are available in 
semi-steel with plain or roller bearings, 
solid rubber with oilless bearings, vul- 
canized rubber with roller bearings and 
plastic with plain or roller bearings. 

Fairbanks Co., New York, N. Y.— 
Industrial Distribution, July 1949. 





Micrometers 


Feature Cutaway Frame, 
Ease of Adjustment 


A new line of micrometers features 
a special finish possessing a non-glare 
quality which makes reading easier in 
bright or poor light. Markings stand 
out against this finish which is highly 
rust and wear resistant. 

To insure high measuring accuracy, 
the anvil and spindle ends have a mi- 
cro-lapped, mirror-like finish. ‘The one- 
piece spindle has hardened and 
ground threads assuring smooth action 
and long life. Other features are the 
cutaway frame, rapid-reading (each 
thousandth graduation on the thimble 
numbered) and ease of adjustment (a 
method by which reading lines always 
maintain their original position, di- 
rectly in the line of vision). The mi- 
crometers also carry decimal equiva- 
lents of 8ths, 16ths, 32nds and 64ths, 
prominently marked for easier reading. 

Lufkin Rule Co., Saginaw, Mich.— 
Industrial Distribution, July 1949. 
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Wall Kit 


Designed to Save Steps, 
Speed Work & Add Portability 


A new idea in equipment cases is a 
wall kit which can be hung on the 
wall above the workbench, placed on 
the floor next to the job or positioned 
on a portable workbench with all 
equipment quickly accessible. It is 
finished in white enamel and the di- 
mensions are: height, 244-in.; width, 
13}-in. and depth 43-in. 

The kit can also be obtained in five 
basic assortments, some containing the 
manufacturer’s “Bantam Porto-Power” 
lines. 

Blackhawk Mfg. Co., Milwaukee, 
Wis. — Industrial Distribution, July 
1949. 


Die Heads 


Individual Adjustment Provided 
For Each Chaser Holder 


A new die head consists of a head 
body with the chaser holders mounted 
on the face. ‘The diameter of the die 
head is 33-in. and, to provide further 
clearance, the chaser holders are bev- 
eled off on a 45° angle. Individual 
adjustment is provided for each chaser 
holder, permitting a plus or minus 
adjustment of about 1/32 of an inch. 
Although the same head body can be 
used, a different set of chaser holders 
is required for each diameter. The 
overall length of the head depends 
upon the type of mounting used. 

The head is driven by means of 


(Continued on page 112) 
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MODEL 150 















Packed with 
ALL THE FEATURES / 3) =f 
THAT SELL... ‘ ws “4 


with Jacobs Geared Chuck 


$1895 


with Jacobs Hex-Key Chuck 


> $4795 
New Cummins Model 150 is wail a. / with Keyless Chuck 
specifically designed and built a ; 
to give your customers more for 
their money. You offer them 
more features... better 
quality ... greater all- 

around performance... 

at no increase in price 


over the famous 
Cummins Model 130 
which it replaces. 


A natural sales 
stimulator in the 










Die cast aluminum frame. 
Jacobs 1B geared chuck; 
permanently attached key 
holder. Universal motor for 
115V, AC or DC. No-load speed, 
2200 r.p.m. Self-aligning 





“buyer's market” Oilite bronze bearings, ball thrust 
today. Besides major features on chuck spindle. Precision-cut gears. 
illustrated, Model 150 has: 8 ft. rubber-covered cord and plug. 





RECESSED SWITCH ADEQUATE VENTILATION SLEEK FRONT HOUSING COMPACTNESS 


Prevents accidental starting when laying Turbine-type fan draws air in through No screwheads or other protruding sur- New Mode! 150 measures only %” from 
tool down. Allows full one-hand grip for large vents in rear housing, expels it at faces. Smooth rounded surface permits center line of chuck spindle to outer edge 
firmer control. Bakelite non-slip” button front after passing around motor. Keeps cradling drill in palm of hand for com- of gear housing. Enables drilling head 
located for easy thumb operation, drill cool and comfortable in use, fortable, easier drilling on any work, of tool to fit easily into tightest places. 





PORTHGLE 


<> Y DIVISION OF CUMMINS BUSINESS MACHINES CORPORATION 
4 4740 NORTH RAVENSWOOD AVENUE - CHICAGO 40, ILLINOIS 
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_— rlsoment appears I T MACHINERY; THE TOOL ENGINEER, WESTERN: 
MACHINERY, and MODER’ MACHINE SHOP-maganes with crane consistent sales 
Support Nationa gives to its industrial distributors. 


WORK IN LI iH] METALS... 


NATIONAL CUTTING TOOLS 


: National's compleie line of rotary metal cutting tools includes many of : 
special usefulness to the aircraft and other light metal iudioetdies. 
Typical are the router bit, threaded shank drill, twist drills, 
chucking reamer, counterbore, and inverted spotfacer shown below. 
Designs feature highly polished flutes to reduce friction and high 
helix angles to facilitate chip ejection. All are of extra sturdy r 
construction. National's light metal tools are fully described in a 
new catalog supplement, “National Metal Cutting Tools for the Aircraft 


and Light Metal Industries.’’ A copy is yours on request. 


CALL YOUR DISTRIBUTOR 


LEADING DISTRIBUTORS EVERYWHERE offer complete stocks of 
NATIONAL metal cutting tools. Call them for cutting tools or any 
other staple industrial product. 


NATIONAL Twist ‘DRILL AND TOOL COMPANY + Rochester, Michigan, U.S.A. 








square on the shank, and it is centered 
by a cylindrical portion of the shank. 
It is held in position by a draw rod 
through the spindle. ‘This head uses 
chasers }2 x 14-in. 

The body is made of air-hardened 
steel; the chaser holders are made of 
alloy steel and are heat-treated to in- 
sure strength and long life. The dic 
head is recommended for use on cast 
iron and brass fittings. 

Landis Machine Co., Waynesboro, 
Pa.—Industrial Distribution, July 1949. 

















Spindle Shaper 


Features Two Speeds, 
Independently Adjustable Guides 


A vertical spindle shaper operates 
at two speeds, 7,000 and 11,000 rpm, 
to get the correct speed with different 
size cutters. 

Other highlights include: large table 


area, 22 x 33-in., provides plenty of 
work space; 3-in. vertical spindle 
travel, bearing assembly and motor 
move as unit; elevating controlled by 
hand wheel and graduated dial; inde- 
pendently adjustable guides controlled 
by hand wheels, fully adjustable, 
quickly removable; complete guarding 
for accelerated work speed. 
Walker-Turner Div. of Kearney & 
Trecker, Plainfield, N. J.—Industrial 
Distribution, July 1949. 


Lift Truck 


Operator Controls Load 
At All Times 


Large reels are easily handled with 
a special hydraulic lift truck. The 
recl carrier is built on the pattern of a 
single-face pallet truck. Two base 
forks are provided with a center open- 
ing wide enough to straddle the reel to 
be lifted. Two uprights, welded to the 
base forks, have hooks which slip un- 





der the ends of a shaft passing through 
the reel hub. 

Elevating the truck 5 in. by means 
of the self-contained hydraulic pump- 
ing unit lifts the reel so that it can be 

easily transported. The load is raised 
by pumping the truck handle and low- 
cred by the convenient finger-tip re- 
lease lever. 

The truck shown has a capacity of 
1,000 Ibs. It is furnished with rubber- 
tired or metal wheels. Fork openings 
and the height of pickup hooks can be 
furnished to meet a wide range of reel 
sizes. 

Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, July 
1949. 
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Pipe & Bolt Machine 


New Automatic Switch Lock, 
Eccentric Spool Pipe Rest 


Two new improvements have been 
made in the manufacturer’s pipe and 
bolt machine. One is an automatic 
switch lock, making it impossible to 
start the machine unless the chuck 

(Continued on page 114) 
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“=e TIGHT FIT results when the tight- 


TIGHTENING NUT 
ening nut pushes the tapered inner 


tring over the tapered split sleeve. 


CONCENTRIC GRIP is firm and 
positive —as the split sleeve con- 





tracts and wraps around the shaft. 
Removal is accomplished by re- 
versing the process—with tighten- 
ing nut loosened, removal nut 
pushes inner ring off the sleeve. 


The new SXLS SUA Unit Pillow Block is completely assembled, 
lubricated and ready for immediate use. Available in ‘‘free”’ or ‘“‘held”’ 
types and in shaft sizes from 17’A6” to 27/6”. 


Its SLS{FP-exclusive Align-O-Seals prevent lubricant leakage and dirt 
intrusion. Designated as type SUA with ball bearings—and type 
SUAR with spherical roller bearings. 


No exposed bearing . . . no lock screws to raise troublesome burrs on 
the shaft . . . the nut is locked to the sleeve . . . and even though the 
shaft vibrates, the concentric grip will not loosen. 


For more information, check your local authorized S0S{F Distributor, 
or write: SHES Industries, Inc., Philadelphia 32, Pa. 6681 


CURR RTe Fv INE eS aS ee ‘ ie 
: _ 3 

oki 

me a) ‘ “A be ee ee 


Bearings and pillow blocks engineered by — ious ' 
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CORRECT ANGLE of handle in relation to 
motor housing insures true balance... 
easy handling. Model 7025 





4” CUP GRINDING WHEEL AND GUARD used 
a process work with Aro Model 
7194. 





5” CUP WIRE BRUSH ideal for rust re- 
oo and similar jobs with Aro Model 
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VERTICAL SANDER 
Weighs ouly 
5 lbs. 


* TRUE BALANCE 
* CORRECT SANDING SPEED 
* LESS AIR PER H. P. 


“Plenty of guts” for your toughest jobs! Gets the 
work done faster and better! New streamlined 
design...tough magnesium housing... governor 
controlled speed...new exhaust deflects and cools 
sanding pad...helical gears assure smoother 
operation and longer life. Choice of 7’” backing 
pad, 4” cup grinding wheel with guard, or 5” 
cup wire brush. Write The Aro Equipment Corpo- 
ration, Bryan, Ohio or see your nearest ARO 
distributor. 


Jobbers: This advertisement appears in leading Indus- 
trial Publications. Write for attractive proposition. 





Also... LUBRICATING EQUIPMENT . . HYDRAULIC EQUIPMENT 
.. AIRCRAFT PRODUCTS . . GREASE FITTINGS 
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New Products 


(Continued from page 112) 








wrench is in its holder. The lock pro- 
tects the workman from injury and 
prevents the machine from becoming 
damaged. ‘The second feature is an 
eccentric spool pipe rest. Independent 
from the revolving spindle, it absorbs 
the “whip” of long lengths of rotating 
pipe and prevents excessive wear on 
the spindle bearings. In addition, it 
eliminates leaking, “‘flat-sided” threads 
caused by spindle rock. 

Other features of the machine in- 
clude: visual oil level gage, right-hand 
operation, accessible oil pump for easy 
cleaning, choice of motors and wheel 
or knife cutoff. 

Beaver Pipe Tools, Warren, Ohio— 
Industrial Distribution, July 1949. 

















Trolley Hoists 


Add 17 to 51-in. 
More Plant Working Space 


A new line of beam-hugger trolley 
hoists is reputed to possess the closest 
head room available in any hand hoist. 
The beam-hubber is built around the 
beam fitting close. When its hook is 
raised to maximum height, the shank 
touches the base of the beam. Head 
room is reduced to the length of the 
hook only. 

Hoists are manufactured in 13 sizes 
from 1 to 24-ton capacities. Each hoist 
is available in plain or geared trolley 
type _ 

The hoisting mechanism is of the 
auto-bloc type. It employs two load 
sheaves with four strands of chain sup- 
porting the load. Hoisting gears carry 
a lifetime guarantee, provided hoists 
are operated in accordance with mate- 
rial handling manufacturers’ standards. 

David Round & Son, Cleveland, 
Ohio — Industrial Distribution, July 
1949. 
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ALIGNMENT BUSHING 


Revolves on Retainer Pin. 


HARDENED RETAINER 
PIN 


Presses into hex bushings. 












VW — 
Cutters revolve against hex bush- 
ing shoulders, 
HARDENED HEX NOT SOFT CASTING 


BUSHINGS 


Pressed into costing, absorb redicl 
thrust —cannot turn. 











Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They 
are the right combination for complete customer satisfaction. 


The improved, exclusive features of Vincent Dressers 
shown above assure more accurate dressings and fewer 


exactly the correct hardness, provides added dressings from 
every Vincent Cutter. 


—— Point out these features to 
[4 ue so Demers | your anaes for faster sales... 
| face. greater repeats. 
eve arse | 
ae USE THIS CHART TO 


2 Dressers OF 
Wheels over 2 


wh | SELECT THE PROPER 
x Use ‘1 cece | DRESSER FOR EVERY 
eel |= COB! 


VINCENT COMPANY 


Heat Treaters of Metals—300 Tons Capacity Daily 


Producers GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS ¢ DIAMOND DRESSING TOOLS j 
TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS “¥y 
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Unit Bearing Motors 


Available in 3 Ratings for 
Horizontal or Vertical Operation 


A new line of unit bearing, shaded 
pole fhp motors has been developed for 
use on portable equipments. ‘The mo- 
tors are available in three ratings: 1/40 
hp, 60/50 cycle, totally enclosed; 1/25 
hp, 60 cycle, totally enclosed; and 1/15 
hp, 60 cycle, open. All ratings are avail- 
able for 115 or 230 volts and for CW 


| or CCW rotation. 


Suitable for use as drives for fans, 
blowers and small pumps, the motors 


| have a die cast aluminum frame. Each 
| of the three ratings can be used for 


horizontal or vertical shaft up oper- 
ation and can be obtained with identi- 
cal outline features. The models arc 
available in mountings including shaft- 


| end, opposite shaft-end and resilient: 
| base. 


The motors may also be band- 


. : mounted; a space 1:%-in. wide around 
dresser replacements. Special analysis steel, heat treated to | r 


the center of the stator is available for 


| this type of mounting. 


General Electric Co., Schenectady, 
N. Y.— Industrial Distribution, July 
1949. 





Oil Pilot Valves 


Fork Lever Design 
Permits Remote Reversing 


A new line of oil pilot valves is used 
for remote control of oil pressure oper- 
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Quickly and Accurately SS 
Counts R.P.M. of Shafts 
and Other Revolving Parts 


Engineers can make constant efficiency checks of motors, 
generators, machines, spindles and line shafting with this 
handy precision instrument that quickly and accurately regis- 
ters R.P.M. To use, simply press against the revolving object 
and time one minute, using any watch with a second hand. 
The counter will then show the ex- 
act R.P.M. The exclusive Veeder- 
Root spring clutch allows the oper- 
ator’s attention to be given to the 
watch instead of the counter .. . 
eliminates need for a stop watch in 
timing. Individually boxed in color- 
ful 6-unit, display cartons. Com- 
pletely descriptive consumer fold- 
ers furnished with orders. 
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Veeder-Root 











Be sure to stock these two popular items — Mail Coupon Below 
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A compact precision counter that counts anything that can 
be seen. Invaluable for counting inventories, traffic, at- 
tendance, production units, packages — anything you can 
see. Held in comfortable operating position by means of 
a finger-ring. A slight pressure on the operating lever 


co 


adds one additional count. Totals 










are quickly returned to zero by 
turning the reset knob. Colorful 
display carton contains six individu- 
ally boxed Veeder-Root Hand Tally 
Counters. Sales-getting consumer 
folders furnished with orders, 


VEEDER-ROOT INC., HARTFORD 2, CONN. L 
Please send complete information and discount sheets on: 


(0 Veeder-Root Clutch Speed Counters 
(0 Veeder-Root Hand Tallies 
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‘FULLPAK’ 


*s - 
tory Fa 


ff 4 


ON OPEN HEARTH FURNACES 


The special construction features of “FULLPAK,” 

Style 830, give it a guarantee of longer service life 
MULCONROY in the handling of gases, air, tar, oil and steam used 
MEANS MORE in the open hearth process. The full-interlocked 
BUSINESS joints of the flexible, all-metal tube are asbestos 
FOR Y ou! packed. Tightly woven steel or bronze wire cover 
et. aa provides added strength and durability. Outer half- 
fers opportunity for round steel or bronze spiral protects the hose from 


extra sales when you 
recommend Mul. €Xternal wear and abuse. For temperatures up to 


conroy special con- : yy 

pe se gal 500°F., and pressures up to 250 lbs. Sizes 14” to 
resistance to tem- — 3”, Special constructions available for door opera- 

l perature, pressure, . > 

| wear. tion and cooling. 


“MULCONROY Siar... WHERE OTHERS Sion!” 


5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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ated 4-way hydraulic valves. Opera- 
tional control is gained by a fork lever 
design which, when actuated by a 
moving part of the device being pow- 
ered, permits the remote reversing of 
the main 4-way valve. Both fork lever 
and fork and hand lever (illustrated) 
types are supplied. The latter per- 
mits manual interruption of the cylin- 
der’s forward or return stroke at any 
time. 
Four standard mountings are avail- 
able: pipe line, base, foot and panel. 
The valves may be had with all ports 
blocked in neutral; all ports open to 
exhaust in neutral and cylinder ports 
open to exhaust and pressure port 
blocked in neutral. They are available 
in 25 models, including solenoid oper- 
| ation. 

Gerotor May Corp., Baltimore, Md. 
—Industrial Distribution, July 1949. 








| Carbide Tool Grinder 


Equipped for Wet 
And Dry Grinding 


A new carbide tool grinder has been 
designed for the free hand grinding of 
tungsten carbide tipped tools, as well 
as other hard metal tools requiring the 
keenest cutting edges and extreme 
accuracy. 

It will handle rough, semi-finish and 
finish grinding. It is sturdy in con- 
struction and is said to turn out a large 
volume of accurate work on an eco- 
nomical production basis. The grinder 
is designed to use an 8-in. vitrified 
wheel for rough and semi-finish and a 
6-in, diamond or vitrified wheel for 
finishing. The cool cutting action of 
the wheels is insured by a steady flow 
of coolant, force fed by an electrically- 
driven pump mounted inside of the 
pedestal. 

Willey’s Carbide Tool Co., De- 
troit, Mich.—Industrial Distribution, 
July 1949. 
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o>! ELECTRIC 
a) 


UP TO 10-TON CAPACITY... 


a wide range of speeds, lifts, mountings 


IMPROVED IN 
| Safety 
cone eo | wm \s| Efficiency 


for this folder ‘a Ruggedness 


Your nearby 
Wright District Office 


can supply you with complete ‘ A da eJe 
information about the line pt b 1 ty 
of Speedway Electric Hoists. paemeenr diy a a - OLLI 
Ask for your copy of folder DH-65. ; 

a 


If you prefer, write to 
the factory at York, Penn. 


Cc re) York, Pa., Chicago, Denver, Los Angeles, New York, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Victor Metal Cutting 

et—ready pocketor 

[kit referenceonhowto 

> choose, use and care for 

7 blades for every cutting 
q job. Free for the 


here’s how 
VICTOR 


ups your. 
sales 




















plus the complete Victor line 
—hand, band and power hack 
saw blades and the specially de- 
signed hand hack saw frame— 
to meet every customer de- 
mand. Stock the complete 
Victor quality line for more 
sales — more repeat sales the 
year-round. 


vicT@R 


SAW WORKS INC. 
MIDDLETOWN, N. Y. 


Makers of hend and power hack saw blades, 
frames and band saw blades. 


@ 5209 
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Flocking Unit 


Provides Even Flow 
Of Flock to Spray Gun 


An electrically driven flock agitator 
solves the problems of handling fine, 
fibrous material, keeping it dry and in 
suspension for delivery to the nozzle of 
the spray gun. The unit is easy to fill, 
even when in operation and there is 
no interference with production. 

The flock gun used with the unit is 
light in weight and requires minimum 
air pressure and volume. The agitator 
is available by itself or as part of a com- 
plete flocking unit. 

Binks Mfg. Co., Chicago, IIl.—In- 
dustrial Distribution, July 1949. 

















| Lighting Fixture 


One-Piece Chassis, 
20-Gage Steel Construction 


A new lighting fixture is packed two 
units per package. Each unit includes 
two 40-watt lamps plus starters and is 
shipped completely wired, ready for in- 
stallation. 

Special features include:  die- 
punched deep-drawn chassis which 
provides positive lampholder spacing, 
synthetic all-plastic enamel, standard 
knockouts for easy conduit entrance, 
lanced-out hanging ears for chain 
mounting, a cut-off adequate for in- 


| dustrial and workshop applications. 











































4296 WISSAHICKON AVENUE 
PHILADELPHIA 29, PA. 


@ When your customers want a quicker, 
easier way to change speeds on their 
machinery, show them the new American 
Wide-Range Adjustable-Diameter Wedg- 
belt Drive. Here is a drive that is so dif- 
ferent—gives their machinery so many 
new advantages—that it is hard to realize 
the amazing job it can do until they see it 
operate. One unit does the work of a 
whole battery of various size sheaves! 
It's the answer to real “‘stop watch effi- 
ciency’ in variable-speed applications 
where a single R. P. M. may mean the 
difference between unprofitable and profit- 
able operation. Investigate the sales and 
profit possibilities of American Drives to- 
day. Write for particulars. 
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® This improved bond is start- 
ing another trend in the abra- 
sive industry. Used only in 
Chicago Grinding and Mounted 
Wheels—the result of half a 
century testing and experience. 


FV Bonded Wheels will pro- 
duce finishes that are superior 


and have a lower RMS without sacrificing production. 





® AVOID OBSOLESCENCE ® 
Stock and sell the latest in wheels—Chicagos made with FV Bond. 
It will mean a steady flow of profitable business from your customers. 


RAPID SERVICE. 


While we realize you must have a good-size stock of Grinding and 
Mounted Wheels on hand at all times, we are in a position—through the 
increased facilities of our modern new plant—to give you the finest 
delivery servicé on your orders. 


Write for Free Literature and Attractive Franchise open on all 
nationally advertised Chicago Wheel products. 


CHICAGO WHEEL & MFG. CO. 


1101 W. MONROE ST., DEPT. MB, CHICAGO 7, ILL. 





122 INDUSTRIAL DISTRIBUTION © JULY, 1949 








In addition, the fixture has a one- 
piece reflector, having a simple wing 
nut fastening to the top housing. The 
high power factor ballast, 85 percent 
or better, is totally enclosed in the 
chassis. 

Sylvania Electric Products, Inc., 
New York, N. Y.—Industrial Distribu- 
tion, July 1949. 

















Ball Bearing Units 


Pillow Blocks And 
Flange Units Available 


A new series of ball bearing units 
is available for medium loads and 
shaft speeds up to 1,000 rpm. Both 
pillow blocks and flange units are 
available in sizes for shafts from 4 to 
14-in. in diameter. 

The one-piece housings for these 
ball bearing units are of heavy-duty 
cast iron. They are equipped with 
grease fittings, and felt seals retain the 
lubricant while protecting against en- 
trance of foreign matter. The units 
are designed to allow for normal mis- 
alignment of the shaft. Bearings move 
in alloy steel races, and the inner 
race is locked on the shaft by two 
set screws spaced 90° apart. 

Roberts Machine Works, Min- 
neapolis, Minn.—Industrial Distribu- 
tion, July 1949. 


Bench Shaper 


All Gears Machine Cut 
From Steel or Gear Fibre 


Main castings for a 7-in. bench 
shaper for toolroom and industrial use 
are made of close-grained semi-steel. 
The ram and table slides are milled and 
hand-scraped for precision fit and are 
provided with adjustable gibs. ‘The 
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sells all wi 


these Carey Asbestos products 
go together on job after job— 

sell them as a package 
ond reduce costs, increase profits! 





























ASBESTOS PAPER—A standby for many furnace pipe 
and ‘insulation uses; for lining ovens, making gas- 
kets, wrapping furnace pipes. Available in reason- 
able quantities. 

al ASBESTOS MILLBOARD—For fire screens, partitions 
range lining, radiator recesses and other uses 
where heat resistant, fireproof material is required. 
Promptly available. 
nd 
| MW-50 INSULATION CEMENT—The leading monolithic 
He cement. Maximum insulation value; toughness, 
r hardness and excellent sticking properties. Manu- 
its factured with lead slag wool pellets and asbestos 
nd fibre. Easily and quickly applied. Promptly avail- 
th able. 
ire 
to ASBESTOS INSULATION CEMENTS—For all types of heat 
insulation jobs ... from pointing up fittings to final 
surfacing insulation. Special types for specific 
2Se requirements. Promptly available. 
ty 
ith 
he ASBESTOS FURNACE CEMENT — Developed especially 
on- for mounting furnaces, stoves, boilers and flue 
> pipes—for setting or patching refractories, cement- 
its ing joints and cracks exposed to heot. For tem- 
L1S- peratures up to 2000° F. Promptly available. 
ve 
ner 
wo ASPHALT PAINTS AND COATINGS—A wide voriety of 
these Carey offices highest quality asphalt paints and coatings for 
ie | h roofing construction, repair and maintenance ... 
in- are as near as your telephone all types of roofs. Promptly available. 
bu- 
NEW YORK. .VAnderbilt 6-1530 PHILADELPHIA. .BAldwin 9-6430 
BOSTON... ..CHarlestown 1725 CLEVELAND... HEnderson 6500 
ae: ae eae ns as THE PHILIP CAREY MFG. COMPANY, CINCINNATI 15, OHIO 
CINCINNATI......CHerry 5080 CHICAGO... ....DEarborn 4775 pa 
DETROIT.......MAdison 4680 SEATTLE.... .... SEneca 2351 In Cana 4 
“ut DALLAS........ .CEntral 6609 ATLANTA......... Lamar 5451 THE PURLIP GAREY 00., LTS. 
wn WASHINGTON, D.C. FRanklin 1365 PROVIDENCE Blackstone 0943-R 1557 MacKAY STREET, MONTREAL 25, P.Q. 
LOS ANGELES... MAdison 6-1358 INDIANAPOLIS... .. Riley 7332 
ich MONTREAL......... Plateau 8489 
use 
ecl. 
and 
are 
he 
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Or 











ae «ee ALSO ailine 


ail of high quality hand-operated 
Chain Hoists and Trolleys. Get 
in touch with your Ford Chain 
Block District Office. Or write us 
at York, Penn., for information. 


York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, Son Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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“WHIPRET” 
ELECTRIC HOIST 








bull gear shaft and countershaft re- 
volve in Oilite bearings. 

Backlash is held to a minimum by 
fitting parts to extremely close toler- 
ances. ‘The ram is 18-in. long and has 
ample bearing rigidity in all positions. 
Cutting speed is variable from 3 to 
114 ft. per minute. Stroke rates of 42, 
75, 120 and 195 per minute are ob- 
tained by shifting a V-belt on 4-step 
cone pulleys. A quick-acting belt ten- 
sion release facilitates belt changes. 

Cutting position of tool is adjusted 
by releasing the rocker arm assembly 
lock on the ram. A 4 hp., 1725 r.p.m. 
motor is required for power and is 
mounted on a cradle attached to the 
back of the shaper. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
July 1949. 




















Vibrating Screens 


No Motors, Gears, Moving Parts 
To Wear or Require Oiling 


Vibrating screens for economical 
and efhcient rough sizing are made up 
with stepped, punched plates having 
tapered, elongated openings, the sizc 
depending upon material specifica- 
tions. 

Single or multiple deck screen plates 
are available as desired. The screen 
area is activated by the vibrating motor 
which features variable control of ma- 
terial flow. This provides a two-purpose 
piece of equipment, a vibrating screen 














® Better service for users. 
® Higher profits for distributors and dealers. 


Pyrex brand Red Line Gauge Glasses are prac- 
tically interchangeable on a service basis with 
Pyrex brand High Pressure (Plain). But they also 
do a better job for users since Red Line can be 
read clearly, quickly and more positively. That's 
point one. . 

Your effort in selling Pyrex Red Line Gauge 
Glasses nets you more profit package for pack- 
age and glass for glass. With selling costs equal, 
.you can see that every Red Line sale means a 
better deal for both you and the ultimate user. 
So sell “Rep Line!” 


he 


The complete Corning “package’ 


gives you wide market opportunities 


Gauge Glasses, flat and tubular, for every 
steam boiler in refineries, steam ships, 
industrial plants of all types, etc. 


Sight Glasses for pressure tanks, process ves- 
sels, furnaces, ovens, reactors, sight boxes, 
absorption columns, stills, etc. 


Oil Cup and Lubricator Glasses for rugged 
service conditions on all types of machinery, 
engines, etc. 


CORNING GLASS WORKS « CORNING, NEW YORK 


SALES OFFICES: NEW YORK «+* CHICAGO + SAN FRANCISCO 


INDUSTRIAL SUPPLY GLASSWARE 
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WEW TRISTAND VISE 


RIikaIb’s New 
Tristand can now be 
your top-profit seller 












Legs fold in 
and chain for 
easy carrying. 
With new tray 
Tristand 
won't fold up 
in use. 








Trays available for 
old model Tristands. 


@ Your customers like the fact that tools are ready at hand, 
with this new Ri@aip work-saver pipe vise. Tool tray keeps 
them in easy reach—eliminates stooping, speeds up work. 
New Tristand is easy to set up and take down, tray attaches 
in a jiffy, prevents fold-up in use. Legs have rubber feet to 
prevent “creeping.” Ritaip’s LonGrip tool-steel jaws are 
gasy on polished pipe and tubing. Yoke vise, 2!" capacity; 
chain vise, 4." For easy profitable sales, feature the new 
work-saver RitatD> Tristand. 





THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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and a rheostat—controlled vibratory 
feeder for increasing the efficiency and 
capacity of crushers and fine grinders 
and to prevent damage to belt con- 
veyors by allowing the fines to cushion 
the lumps. 

Syntron Co., Homer City, Pa.— 
Industrial Distribution, July 1949. 




















Journal Jack & Support 


Combines Low Height With 
High Capacity & Efficiency 


A new “team” of aluminum safety 
jack supports used in combination 
with standard (or aluminum) speed 
journal jacks results in increased pro- 
duction. The jack support, made of 
aluminum alloy, can be used as shown 
or inverted. The companion journal 
jack features heavy-duty steel thrust 
bearings that are hardened and ground. 
The jack also has a heat-treated seam- 
less alloy steel elevating sleeve, a heat- 
treated alloy steel lifting screw and 
heat-treated forged alloy steel gears. 

The journal jacks are available in 
six models; only one of which has an 
open-type ratchet lever socket. ‘The 
jack supports are designed to replace 
wooden wedge supports and have a 
two-day upright or inverted use. 
Weighing only 83 lbs., the jack sup- 
port is light weight and adaptable on 
high scaffolds. 

Templeton, Kenly & Co., Chicago, 
Ill. — Industrial Distribution. July 
1949. 


Welding & Brazing Torch 


Converts into Cutting Torch 
By Use of Attachment 


A lightweight welding and brazing 
torch has perfect balance and accurate 
control which make possible precision 
welding in welding aluminum and 


























Thermoid Impregnation Process 
Assures Longer V-Belt Life | with protective rubber. ‘Tha rubber 
i 














Thermoid V-Belts are built to withstand excess moisture— 
abrasion—acidity—all those elements that hasten belt deteri- 
oration. All Thermoid V-Belts are built for the job... from ‘ 


the smallest fractional horsepower size up to the largest | the yarn twisted pecitcations, With 

multiple V-Belt. Each belt is specifically designed and pre- Penetration of the — » Proper 

stretched to transmit maximum power without slippage, to : ne oni This conditio 

absorb repeated shock loads; and to provide smooth, efficient : tin ao Causing potas 
performance at the /owest possible cost per hour. _ is twiste * ved ann, it —% 
acks tensile strenot}. ” Proc 

A complete range of sizes are available to meet your * covered the optimunn med 
customers’ requirements. rubber pees assures maximum 
; ; ; strength. ‘T ration and 8reatest 
Thermoid sales engineers are available at any time to help Thermoid —— development of 
you with V-belt application problems. onethion step forward Toe ~ 
For more profits and customer good will Sgeef/y Thermoid ! proven orem of product in” 
Vice » assuring maximum ser- 





Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple Indu 
V-Belts « Conveyor Belting « Elevator Belting « Wrapped and Molded 
Hose « Molded Products ¢ Industrial Brake Linings and Friction Materials 
















| Main Offices and Factory * Trenton, N. J., U.S.A. 


* 
‘ . 
hermol \. Western Offices and Factory * Nephi, Utah, U.S.A. 


Industrial Rubber Products « Friction Materials «+ Oil Field Preducts 
Company 
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' When you sell... 


Hex, flat, fil- 
lister or but- 
ton heads. 
Sizes to 1” 


Round or spe- 
cial heads, 
square or rib- 
bed necks. 
Sizes to 1” 


Milled from 
the bar. Sizes 
up to 1%”. 






















Round, flat or 
oven heads. 
Sizes to 2" 
x6”. 


Square, hex or 
countersunk 
heads. Sizes 
to 1” x 60”. 


Square head, 
cup points. 
Sizes to %” 
x 4”, 
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Holding power .. . tensile strength .. . toughness... 
call it what you will, but that’s the one most important 
thing in threaded fasteners. And that’s precisely what 
TRIPLEX is noted for—tough, dependable fasteners. 
A handy wall chart of types and sizes, and the complete 
TRIPLEX catalog are yours for the asking. 


THE TRIPLEX SCREW CO., 5307 Grant Ave., Cleveland 5, 0. 


cae awe SET SCREWS 
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TOUGHNESS 


BOLTS, NUTS AND .RIVETS 
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| other light gage metals without burn- 
| ing. Positive flame control is made 
possible by specially designed valves 
and the free flow mixing chamber. 
The torch is equipped with a special 
type packing, eliminating the chance 
| of being knocked out of adjustment ac- 
| cidentally when not in use. The torch 
| is all-braze construction with the rear 
end designed for casy hose conncc- 
| tions. 
Liquid Carbonic Corp., Chicago, 
| Ill. — Industrial Distribution, July 
| 1949. 




















Bolt Cutter 


Chisel Type Jaws Are 
Forged Tool Steel, Heat-Treated 


The cutting of casc-hardened bolts, 
chain, reinforcing rod and other hard 
materials is facilitated by a special cen- 
ter cut bolt cutter with chisel type 
jaws. Through compound leverage, 
the tool afford two tons’ cutting power 

| at the jaws with 50-Ib. pressure at the 
handles. 

The cutter is available in 18, 24, 30 
and 36-in. sizes with capacities up to 
ts-in. solid rod. The special center cut 
head assembly will fit standard bolt 
cutters. 

Manco Mfg. Co., Bradley, Il].—In- 
dustrial Distribution, July 1949. 
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When the Oklahoma Territory was opened 
at 12 noon on April 22, 1889, more than 
20,000 people were lined up on the 

border. At a signal by U.S. Cavalry, a 
| remarkable race for homesteads ensued. 
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NEW FRONTIERS 


iA POWELL 


The amazing development of the United States has been a 
result of continually opening new frontiers—not only geo- 
graphical, but scientific and industrial as well. In the latter 
sphere The Wm. Powell Company has a long and proud 
record of settling the flow control requirements of each new 
industrial frontier as it has appeared—including such 
achievements as inventing the first regrinding globe valve, 
pioneering in the field of corrosion resistance, meeting the 
_ need for specially designed valves for special services, and 
many others. 


As a result, such a complete line* is available to Powell 
Distributors that, no matter what their customers flow 
control requirements may be, there are Powell Valves specif- 
ically adapted to meet them. Moreover, Powell Engineers 
are always glad to help solve any problems that may arise. 








Fig. 1793—Large 125-pound Iron 
Body Bronze Mounted Gate Valve. 
Made in sizes 2” to 30’, incl. Has 
outside screw rising stem, bolted 
flanged yoke, tapered solid wedge. 











Fig. 2453-G—Standard 150-pound 
Stainless Steel Gate Valve with 
flanged ends, outside screw rising 
stem, bolted flanged yoke-bonnet 
and tapered solid wedge. 


* Powell Valves are made in Bronze, Iron, Steel and 
a wide selection of Corrosion-Resistant metals and 
alloys. Valves of every type—Globe, Angle, Gate, 
Check, Non-return and Flush Bottom Tank Valves— 
are included in the Complete Powell Line. 





Fig. 375 — 200-pound 
Bronze Gate Valve. 
Screwed ends, union 
bonnet, inside screw 
rising stem and re- 
newable ‘‘Powellium”’ 
wear-resisting nickel- 
bronze disc. 





Fig. 150—150-pound Bronze 
Globe Valve with screwed 
ends, union bonnet and re- 
newable composition disc. 


Fig. 1708 — 200-pound 
Bronze Globe Valve with 
union bonnet, renewable 
Specially heat treated 
Stainless steel seat and 
regrindable, renewable 
wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 


The Wm. Powell Company, Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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High Speed Production Methods 

demand a Caster that can stand 

punishment — for dependability 
and safety specify.... 





eee » 


en 
Casters 


Darnell Casters and 
Wheels keep turning 
and earning—for 
you as well as for 


your customers. 


DARNELL CORP. LTD. 
Long Beach 4, Calif. 


60 Walker St., New York 13, N. Y. 
36 N. Clinton, Chicago 6, Ill. 
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Tap Chuck 


Does Away With 
“Center and Wrench” Method 


Developed by a lathe operator, a tap 
chuck eliminates the “center and 
wrench” method of tapping on a lathe 
or drill press. Because the tap floats, 
threading accuracy is increased. Seven 
tap adaptors in sizes from 8/32 to 
4-in. are included and are quickly in- 
terchangeable. The overall length of 
the tap chuck is 82-in. 

Dahlstrom Mfg. Co., St. Paul, 
Minn. — Industrial Distribution, July 
1949. 














Stock Pusher 


One-Piece Insert Replaces 
Separate Segment Pads 


A new, master stock pusher is avail- 
able with one-piece inserts in file-hard 
steel, chrome-plated steel, nodular cast 
iron, high physical bronze and nylon. 

Advantages offered by the stock 
pusher include: ease of assembly, no 
parts to match up or get lost since no 
pins, screws, special devices are re- 
quired; bearing surface almost the 
entire length of the pusher assures a 
more secure grip with less tension and 
pressure; greater capacity, since in al- 
most every size the pusher can handle 
bar stock to the full rated size. This 
is due to elimination of protruding 
shoulders. 

Sheffer Collet Co., Traverse City, 
Mich.—Industrial Distribution, july 
1949. 
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unting No. 72 Bearing 
Bronze, (SAE 660) the general purpose 
bearing alloy pioneered by Bunting has 
special bearing properties that specifically 
fit it to the majority of your bearing prob- 
lems. These properties are the result of 
the proper balance of the main constitu- 
ents, namely copper, tin, lead and zinc, 
with correct foundry procedures. 

To produce many thousands of cast 
bronze bearings day after day, to the uni- 
formly high quality synonymous with the 
name Bunting requires precise foundry 
control. This control starts with the raw 
materials necessary for production such as 
molding and core materials, core binders, 
fixed carbon fuel, pre-alloyed metal in 
ingot form purchased to Bunting’s own 


nN . 


| 
I, 
VA 


BUSHINGS 


rigid specifications, and virgin metals used 
for ladle additions to control metal com- 
position. Then, too, melting and casting 
procedures are carefully controlled. 

Trained foundry and laboratory person- 
nel as well as chemical and metallurgical 
equipment of the latest design are required 
to carry on this exact control. Bunting has 
always taken pride in being the leading 
producer of bearing bronze of the highest 
quality and has the facilities to maintain this 
leadership. 

The leading distributor in your market 
almost certainly is the Bunting distributor. 
He carries for your convenience complete 
stocks of Bunting Standard Stock Bearings 
and Precision Bronze Bars. The Bunting 
Brass & Bronze Company, Toledo 9, Ohio. 
Branches in principal cities. 
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Better equipment means more profit from spray operations. 


Specify Black Arrow ... famous for "HOLLOW AIR" Spray Guns. 









iBaiis.s | * eS sa 

Black Arrow Siphon Feed Out- Black Arrow FIBR-GUN. The 
fit. Complete with “HOLLOW only “finished” FLOCK gun on the 
AIR” gun, container, air regulotor market. All three controls at rear 
and purifier, hose and wrench. of gun. 






Black Arrow “HOLLOW AIR” 
Spray Gun. The finest all-around, 
cll-purpose gun in use today. 
Try it! 











Black Arrow Exhaust Units. 
Range from 12” to 42” diam- 
eters — meet all Underwriters’ 
specifications, 


Black Arrow Air Conditioners 
All price ranges—the only make 
fabricated of 100% non-rusting 
materials. 


Black Arrow Pressure Outfits. | 
Range from two to fifteen gal- 
lons. Complete in every detail. 
















Black Arrow Oil Spray Gun — 
efficiently sprays all cleaning sol- 
vents and oils up to S. A. E. 70. 





Black Arrow Compressors. All 
sizes and models, portable and 
stationory—'y to 15 H.P., single 
and two stage. 





Bleck Arrow Genera! Utility 
Spray Gun. Lightweight, efficient 
—operates at minimum pressures 
with low air consumption. 





The Black Manufacturing Co. 
Parkton 72, Maryland | 
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Press 


Speeds Straightening 
Of Iron Castings 


Having a production capacity of +00 
castings per day, a new press is 
equipped with special strengthening 
dies in which distorted castings are 
placed immediately after their removal 
from the normalizing furnace. A 
quick-acting release valve, eliminating 
time-consuming turning on and off of 
motor for each pressing operation, 
lends speed to straightening procedure. 

Other noteworthy features include 
an adjustable safety valve protecting 
against overload; variable-speed ram; 
movable workhead; cye-level height 
pressure gage; adjustable table and 
auxiliary screw-type ram. Two auxiliary 
return springs assure rapid return of 
the upper half of the die. 

Dake Engine Co., Grand Haven, 
Mich. — Industrial Distribution, July 
1949. 





Attachment Tool 


Converts Standard Rotary Motion 
Into Reciprocating Action 


A versatile utility attachment for 
electric or air hand drills and flexible: 
shafts up to 1700 rpms converts the 
standard rotary motion into reciprocat- 
ing action for sawing, filing, honing 
and polishing. It is also adaptable to 
small bench or pedestal drills. 








ARMSTRONG 


TOOL HOLDERS... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard shaped cutters, bits and blades of 
ARMSTRONG HIGH SPEED, ARMALOY (Cast Alloy) and 
ARMIDE (Carbide-Tipped) they provide a system of tooling 
that assures maximum production per machine hour, lower 
tool costs, and high machining profits. 

These permanent multi-purpose tools can be picked up as 
needed from your industrial distributor. Use them wherever 
possible to increase number of pieces per hour, to lower cost 
per pieces. 


Write for our New S-48 Cataldg. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5205 West Armstrong Ave., Chicago 30, Illinois 


INDUSTRIAL DISTRIBUTION © JULY, 1949 





















































Here is a hoist you can sell with 

confidence and then forget. It is quality 

built to stay sold and to sell others. 

For safety, all mechanical parts are 

\, factory tested at 100% over- 

) \ rated capacity. For long life, 

( 4 if all moving parts are heat 

yy treated, sealed in oil, de- 

AB: 4 signed for the most continu- 
ous assembly line usage. 


Prompt, efficient Coffing 

service, with immediate ship- 

ment of replacement parts fur- 

jf ther assures customer satisfac- 

NN) / tion—further encourages repeat 

f ) yi ) sales. Find out for yourself that 

/ i! P the hoist business can be good 

V, business — with Coffing Quik-Lift 
Electric Hoists. 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 








Hoists * Load Binders and I-Beam Trolleys. 
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a Hoist-Jack * Safety-Pull Ratchet Lever Hoists * Mighty- 
Midget Pullers * Spur-Geared Hoists * Differential Chain 


Working parts are enclosed in an oil 
chamber which, by centrifugal force, 
constantly throws the lubricant in the 
path of the moving parts thus produc- 
ing an oil film envelopment at all 
times and reducing frictional wear to 
the lowest point. Being light weight 
and hand size, it allows easy access to 
the work. 

An interchangeable collet provides 
a means for the adaption of special 
tools. All types of saw blades 3 to 
4-in. long are usable. 

V-W Specialists, Upper Darby, Pa. 
—Industrial Distribution, July 1949. 

















Jackhammer 


Combines High Drilling Speed 
With Easy Handling 


Powerful blows, strong rotation of 
drill steel and hole-cleaning ability re- 
sult in faster drilling speeds for a 
new, medium-weight jackhammer. A 
double-kicker port valve permits full 
air pressure on the piston for a longer 
period of time, giving more powerful 
blows and much stronger rotation. 

A specially designed auxiliary port 
allows full line air pressure to pass 
through the drill steel when the 
blower valve is opened, giving a strong 
blowing action which cleans deep 
holes of cutting. 

A renewable bronze bushing in the 
piston-stem bearing takes the wear 
from the piston stem and prevents 
scoring. A 3-in-] backhead enables 
the machine to be adjusted quickly 
for wet, dry or blower-type drilling. 
Ingersoll-Rand Co., New York, N. Y. 
—Industrial Distribution, July 1949. 


Box Wrenches 


Single Ratchet, 
Permit Greater Leverage 


A new line of single ratchet box 
wrenches has been developed to use 
in speeding up tightening and loosen- 
ing socket head screws in die sets, jigs 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 
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Rivets that can be uniformly driven will 
maintain the permanence of the assembly 
... help your customers get True Fastener 
Economy. The extra margin of holding 
power furnished by RB&W Small Rivets 
is the product of more than a century of 
continuous research and progressive 
development in rivet manufacturing . . . 
backed by the skill of four generations 
of RB&W men and women. 


RB&W 


THE COMPLETE QUALITY LINE 








Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lll, Los Angeles, Calif 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 
Portland, Seattle 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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A tractor is in perfect working condition when 

it leaves the factory—bright, clean, “tuned up.” 
However, if proper shipping precautions are not 

taken, that tractor can arrive at the distributor’s 

dirty, rusted, in need of expensive reconditioning. 
That’s why many manufacturers make sure tractors 
are properly “packaged,” properly prepared for the trip. 


Permacel Tape plays an important part in this 
preparation. It is used to seal off openings, protect 
machined surfaces, enclose gear housings and 
brake drum assemblies. Permacel seals tight, keeps 
out damaging moisture, dust and other corrosive 
elements, strips off quick and clean when its job 

is done. Result—tractors arrive on the farm in as 
good condition as when they left the factory! 





*DISTRIBUTORS: This ad appears in national 
magazines as part of Permacel’s big, continuous 
advertising campaign—a campaign that builds 
your market by telling your customers about the 
many industrial uses of Permacel Tapes. 


Permacel 


INDUSTRIAL TAPES 











INDUSTRIAL TAPE CORPORATION - NEW BRUNSWICK, N. J. 
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and fixtures. They are said to permit 
greater leverage and to be proved time 
savers. 

The wrenches are substantially built 
with drop-forged chrome alloy steel 
handles. Four dogs always engaged 
provide strength; 36 teeth permit a 
short throw. ‘There are seven sizes 
of openings ranging from +; to 2-in. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, July 


1949. 











Hammer Bit 


Drills Hard Concrete 
And Granite 


Available in sizes from s to 1-in., 
a carbide-tipped hammer bit can be 
used in any type of electric hammer. 
Suitable chucks that fit the drill are 
also offered. Hammer operators like 
it because it makes their work easier, 
they do not lose hole size nor have to 
fight against the drill binding. 

New England Carbide Tool Co., 
Cambridge, Mass.—Industrial Distri- 
bution, July 1949. 
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Delta 12” 
Tilting-Arbor Saw 


$795" 


Complete with 5 H.P. 3-phase 
or 3 H.P. single-phase motor 
and switch f.o.b. Leetonia, Ohio. 


. 2 DELTA machines that 
lick buyer-resistance 


Delta 20” Band Saw 


$32 5% verze 


*Prices subject to change without notice 








— because they help lick rising 
maintenance and production costs 


FY) Delta 12” Tilting-Arbor Saw 


Saves money for your customer 3 
ways—with low first cost, low op- 
erating cost, low maintenance cost. 


@ It’s priced to outsell your competition 
and get you business today. 

@ It gives 41g” cutting capacity with a 12” 
saw blade. You give your customer the 
greatest value his money can buy. 


@ It has advanced engineering features that 
assure trouble-free performance and a 
satisfied customer who is receptive to 
your recommendations on other machines. 


@ It builds your replacement business on 
attachments and accessories, such as rip 
blades, cross-cut blades, combination 
blades, hollow-ground blades, dado heads 
and inserts, moulding cutter heads, V 
belts, etc. 


Stock — display — and demonstrate 
this machine to your customers. 


% Delta 20” Band Saw 


Famous Delta quality in a heavy- 
duty saw! 


@ It’s big — takes 1334” under the upper 
guide! It brings you into the picture on 
heavy-duty applications. 

@ It’s low in price. And it has features that 
further help your customer to justify his 
purchase. Delta 20” Band Saw Features 
are among the newest and most advanced 
in the industry — and many are exclu- 
sive with Delta. 

@ It opens up extra business on supplies— 
such as saw blades — which are regu- 
larly used and often used up. 

Stock — display — demonstrate! Be sure to 

have a sample on your sales-floor! 





ROCKWELL MANUFACTURING CO. 


DELTA MANUFACTURING DIVISION 
MILWAUKEE 1, WISCONSIN 





Right today — there are live prospects for both 
of these machines, in these and other places: 


Maintenance departments 
Furniture factories 

Planing mills Schools 
Lumber yards 
Boat builders 


Screen manufacturers 
Truck body manufacturers 


Sash and door plants 
Millwork companies 
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Pattern shops 

Wood novelty plants 
Auto body manufacturers 
Box factories 

Cabinet makers 








FACTORIES ALSO AT NEWARK, NEW JERSEY *« BRANTFORD, CANADA 
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HERE is a reason for Kester's 
tremendous success in the in- 
dustrial field. A staff of highly- 
trained technical engineers arid 
a half-century of Kester “know 
how” are teamed to bring your 


the Greatest Name 


in Solder! 


trade the finest flux-core solders 
made for industrial use. 

When your customers ask for 
solder, they expect Kester .. . the 
standard industrial solder for the 
past half-century. 


A FREE TECHNICAL SERVICE FOR YOUR CUSTOMERS 


Increased sales are assured by having 
your customers consult Kester’s Tech- 
nical Department on any soldering 
problem. There is no obligation to you. 


KESTER SOLDER COMPANY 
4201 Wrightwood Avenue, Chicago 39, Illinois 
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KESTER 


- SOLDER 
















Drill & Countersink Set 


Carefully Ground Flutes 
Provide Chip Removal 


A new drill and countersink set con- 
sists of seven sizes, with outside diam- 
eters ranging from $ to ye-in. The drills 
are made of 138-4-1 high-speed steel 
with carefully ground flutes that pro- 
vide adequate chip removal. Each set 
is packed in a hardwood box with a 
separate compartment for each drill 
and a screw cap. 

The company also manufactures 
center drills in sizes up to 3-in. diam- 
eter, keyseat cutters, center reamers 
and lathe mandrels. 

Keo Cutter, Detroit, Mich.—Indus- 
trial Distribution, July 1949. 

















Fish Tape 


For All Types of Conduit, 
Extremely Flexible 


A new fish tape can be used in all 
types of conduit, including aluminum. 
Extremely flexible, it can be pushed 
or pulled with little effort through 
any and all bends allowed by the elec- 
trical code. Its round surface is easy 
on the hands and gives a big, safe 
grip. It slides through any type of con- 
duit. The ends are smooth and round 
to avoid catching or snagging. 

The “Coil-Flex” consists of a 25- 
ft. length of steel spring 11/32-in. in 
diameter with a rustproof inner steel 
cable. A threaded male fitting on one 
end and a female fitting on the other 
make it easy to join together two or 
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Here's how to cut your v-belt costs 





You can supply up to 316 sizes of 
endless v-belts with just 4 reels of Veelos 


From these four reels of Veelos you can make up 
316 sizes of O, A, B and C section endless v-belts. 


ANY of your customers may need belts of only one 

or two widths—but many different lengths—to keep 
their drives producing. Sell them a reel or two of Veelos 
and they'll have a complete v-belt inventory. 


When you feature Veelos, you don’t need to tie-up 
capital in a heavy v-belt stock . . . you don’t need to 
maintain costly inventory records. With Veelos, you have 
the right size v-belt for any drive in your customer's plant 
—in stock! 









Any length belt can be coupled for quick installa- 
tion on any drive in a few minutes. 


Send for this Veelos data book as your first step towards learn- 
ing more about the profitable Veelos distributor proposition. Book 
gives complete engineering data and shows Veelos at work on scores 
of different drives in many different industries. Write for free copy. 


MANHEIM MANUFACTURING & BELTING COMPANY 
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Machine downtime is practically eliminated. 
Sliding or pivoted motor bases are not needed. 


Veelos on reels saves valuable storage space. It sim- 
plifies stock records; it eliminates belt deterioration 
and obsolescence. 


Veelos is simple and easy to install. No need to dis- 
mantle drives with fixed centers or outboard bearings 
... no long, expensive interruptions to production. Just 
loop it around the sheave and couple the ends. 


Check the advantages of Veelos and you'll agree that it 
can provide substantial savings for you and your customers. 










MANHEIM, PA. 


ADJUSTABLE TO ANY LENGTH * ADAPTABLE TO ANY DRIVE 


Made in all standard sizes, fits all standard grooves. Packaged on reels in 
100-foot lengths. Sales engineers in principal cities; over 350 distributors 
throughout the country. Veelos is known as VEELINK outside the United States. 
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PYRENE 
SELLS YOU 


Advertisements like this, appearing regularly in Business Week and a 
long list of industrial and trade publications, sell you to your customers 
and prospects as their best and most logical source of supply for fire 
extinguishers. Are you selling them Pyrene? 




















One call is al— 
when you buy Eyrene 


Buy fire extinguishers the reliable, prompt, economical, 
easy way — from your local Pyrene jobber. 


When you standardize on PYRENE,* available in various types = a 
ing. You ge 
urce of supply for all your buying, 

you can depend on one so wh ee 
i i t charges. You wor 

i ediate delivery, and you pay no freig’ t 

pa order, one invoice. And you deal with an established business 

organization right in your own community. 

Every PYRENE product, from small hand extin- 
guisher to large complete automatic fire-fighting 
system, is precision-made for sure protection. De- 
pend on PYRENE—the standard of protection since 
1907—for all your fire extinguisher needs. Write 
for address of your local PYRENE jobber. 







There’s a 


PYRENE 


for every 
fire hazard 
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sabi haere pace steady 40 ft. stream. 2% gel. 
size. For offices, factories, 
stores. Also in 40 gal. wheeled 


units. 


tiles, etc. Shoots water or anti- 
freeze solution. 22 gol. size. 
Also 2% gal. and 5 gal. 
pump tanks. 
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Do 
VAPORIZING LIQuID MANUAL AN 
\ pete & The all-purpose goon ap roe AUTOMATIC SYSTEMS 
sng a fast-acting foom. effective on almost every ki Complete fire-fighting systems, 
i a Senile liquid ond of fire. Safe on cage ce ae tee tea ae a 
lea! ? ; 
ordinary combustible hazards. woothal ba = 1 Li Fp chs foom. Also Pyrene cir foam 
Also in 10 gal. and 40 gol. ypes; playpipes. 


operated types. 











wheeled units. 


PYRENE MANUFACTURING COMPANY 


Newark 8, N. J. 








581 Belmont Avenue 
Affiliated with C-O-Twe Fire Equipment Ce. 


YMMV 
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more lengths for jobs requiring longer 
tapes. It can be rolled into a 10-in. 
diameter circle. When thrown on the 
floor, it spreads out, never kinks or 
snarls, never springs loose all over 
the job, into moving machinery or 
“hot” wires. It is factory inspected 
and tested at 400-Ib. pull. 

Ideal Industries, Sycamore, Ill.—In- 
dustrial Distribution, July 1949, 

















Lathes 


Have Greater Capacity, 
Heavier Overall Construction 


A new line of 11-in. lathes has a 
l-in. collet capacity for draw-in collets 


| and center distances of 24 and 36-in. 


The two V-ways and two flat ways of 
the heavier, more rugged bed are pre- 
cision ground to a tolerance of .0005-in. 


| along the lineal capacity of the lathe. 


Self-lubricating bronze bearings pro- 
tect against wear. 

Full quick-change gear equipment 
provides instant selection of 48 
threads and feeds. The models are 
available in cabinet, bench and floor 
types. The cabinet models feature a 
new, more ngid cabinet design and 
improved underneath drive. 

Logan Engineering Co., Chicago, 
Ill. — Industrial Distribution, July 
1949, 


Combination Nozzle 


Gives Solid Stream 
Or Spray Discharge 


A combination nozzle has been made 
standard equipment on the manufac- 
turer's 1-gallon (illustrated) and 
2-quart _ stored-pressure, vaporizing 
liquid extinguishers. The nozzle is 
self-closing, lever operated and has a 
360° swivel coupling fastened to the 
hose for greater ease in operation. 

The nozzle gives either a solid 
stream or spray discharge. The stream 
has extended range and will get to 
hard-to-reach spaces. The spray 
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(ADVERTISEMENT) 


HEAVY DUTY HOLE SAWS 


for... Shop and Production Use. 


A heavy duty type hole saw, which 
may radically change present shop prac- 
tice for cutting large holes in steel or 
other machinable materials up to 1” 
thick, has been developed by the 
Armstrong-Blum Manufacturing Com- 
pany of Chicago, who also build 
MARVEL Metal Sawing Machines and 
— High-Speed-Edge Hack Saw 
Blades. 


These hole saws are designed for gen- 
eral use, not only in all types of portable 
power tools, but in drill presses, lathes 
and other standard machine tools. They 
reduce the cost of cutting large holes by 
saving setting up time, reducing machin- 
ing time and lowering tooling and power 
costs. These economies result from the 
basic operating principles of a hole saw 
—the removal of a large core by 
making a narrow peripheral cut. For 
example, a 4%” hole with an area of 
approximately 16 square inches, can be 
sawed out with a hole saw by cutting 
away only 1% square inches of metal. 


DRILLING OR 
ocean MACHINING 
1.324 sq. in. 15.904 sq. in. 





The comparative area of metal which must 
be cut away to make a 42” diameter hole 


Added to the peripheral cutting prin- 
ciple, the “gang tool” cutting efficiency 
of a hole saw (a 4%” 
an hole saw: has 85 cutting 
D) teeth) enables small ca- 
pacity machine tools to 
cut large size holes. 
A %” portable drill can 
cut a 4%” hole thru 4” 
steel plate in one minute. 
Compare this method 
with the ordinary prac- 
tice of first, drilling a 
starting hole, second, setting-up a lathe 
or boring mill, and third, machining the 
hole, “a-chip-at-a-time.” 





BASIC DIFFERENCES IN HOLE SAWS 
Hole saws are basically of two types: 
ordinary hole saws and MARVEL High- 
Speed-Edge Hole Saws. Ordinary hole 
saws have long been used by sheet metal 
workers and appliance installers for 
cutting holes thru sheetmetal, wallboard 
and other light gauge, soft material. 


MARVEL High-Speed-Edge Hole 
Saws, on the other hand, were developed 
and designed specifically to broaden the 
usefulness of these tools. These uses 
include cutting holes in every type of 
machinable material to a depth of 1”, 
as well as the usual applications. They 
are manufactured in sizes ranging from 
5g” to 44%” in diameter in steps of %”. 

In order to be useful for such a wide 
variety of applications, a hole saw must 
have many exclusive and unique fea- 
tures. Due to the peripheral speed de- 


veloping intense heat, a high speed steel 
cutting edge is essential. Furthermore, 
because hole saws are subjected to 
severe use and rough handling, the tool 
must be practically indestructible. 
MARVEL Hole Saws are made from 
the same materials used in the manu- 
facture of the famous MARVEL Un- 
breakable High-Speed-Edge Hack Saw 
Blades. High speed teeth are welded to 
a tough, chrome vanadium body. In 
other words, the teeth can withstand 
extreme heat, will cut anything which 
can be cut with a high speed steel tool, 
yet they are unbreakable, due to the 
tough body which backs up the high 
speed steel teeth. To permit sawing 
deeper than the gullet of the teeth of 
the saw, chip clearance must be 
provided. 





This is accomplished in MARVEL 
Hole Saws by a special method which 
produces an exclusive type of set. In 
every three teeth, one is set extremely 
to the inside, the next one straight and 
one slightly to the outside. The reason 
for the latter is to prevent binding of 
the saw in the cut, yet assuring fairly 
constant diameter during the life of 
the tool. 


A tool which will withstand all de- 
mands imposed upon it requires an 
equally good arbor for the drive. 
MARVEL Hole Saw Arbors are all 
made from a solid bar of special alloy 
steel. One end is milled to a hexagon 
shank which will fit any %”, or larger, 
two or three jaw chuck. A special 4” 
high speed steel pilot drill is furnished 
with each arbor. This pilot drill is held 
in the arbor by a set screw which con- 
tacts the drill at a 5° angle. To assure 
a positive lock, immune to the tendency 
to twist loose, the drill has a flat ground 
into the shank, also at a 5° angle. This 
method of holding the drill does not re- 
quire undue stress on the jaw of the 
chuck to keep the pilot drill from turn- 
ing in the arbor. 





Only two arbors are required for the 
entire range of sizes, Numbers 2 and 3 
being identical except for shank dimen- 
sions. These larger arbors, which 
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are used on hole saws from 114” to 
4%", incorporate a rugged, foolproof 
drive. The hole saw fits onto a 5%” 
thread, but the thread does not carry 
the load of the drive. In the body of 
the arbor are two drive pins. These 
drive pins fit into two holes in the top 





of the hole saws. In order to register 
the drive pins with the saw holes, it is 
necessary to back up the saw after it 
has contacted the shoulder of the arbor. 
When the drive pins are in place, the 
saw is provided with a positive, dual 
but flexible drive. This drive relieves 
the saw and pilot drill of undue strain 
by allowing a certain amount of 
“universal joint” movement. This is 
especially advantageous when the saw 
is used in portable power tools. The 
drive pins are not loose parts but are 
permanently fastened to the arbor and 
cannot be lost. 


The No. 1 Arbors which accommodate 
hole saws from 5%” to 14%”, do not have 
drive pins, as on the smaller sizes this 
arrangement is unnecessary. The body 
of the smaller saws is welded to a hex- 
agon back and removal of the hole saw 
is easily accomplished by clamping the 
hexagon shank in a vise and using a 
wrench on the hexagon part of the saw. 


Occasionally it is difficult to use a 
hole saw because the body of the power 
tool prevents getting into close quarters 
or near to the work. To overcome these 
conditions, the No. 7 Extension is avail- 
able. This handy extension is 12” long 
and fits over both the No. 1 and No. 2 
Arbor, permitting the hole saw to be 
used that distance away from the 
power source. 


Complete instructions for proper use 
of MARVEL Hole Saws — correct 
speed, lubrication and application — 
are packed in each standard package of 
ten saws. Bulletin ST-49 contains full 
description, illustrations and list prices 
and is available for the asking. Write 
for your copy today to Armstrong-Blum 
Mfg. Co., 5700 Bloomingdale Avenue, 
Chicago 39, Illinois. 
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Here's Help in ; 
LIFTING - LOWERING 


PLACING 


of Heavy Materials | 


e EASIER 

e FASTER 

e SAFER 
ooo 


e LOWER COST 
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Send for Helpful New Catalog 


Chester Hoists and Trolleys, in their basic forms and a 
number of special adaptations, are being successfully used 
in every type of industry. Time and again, they have 
proved themselves to be a self-liquidating investment in 
better materials handling—by saving valuable man-hours, 
eliminating damaged materials and production delays. This 


new catalog tells you why—and how. Send for it today! 


CHESTER SPUR 
GEARED CHAIN 
HOISTS. Sizes from 
1% ton to 25 tons. 
Timken bearings 





CHESTER TROLLEYS. Available in 


insure smooth oper- . . ; 
a either plain or geared types, with 


ation, long life. Re- 





ane either Timken or plain bearings. 
taining break holds 


load at any position. 





CHESTER DIFFERENTIAL HOISTS. Designed for 
use where occasional lifting is required at 


minimum expense. Made in 4%, %, 1 and 





1% ton sizes. 


THE NATIONAL SCREW & MFG. CO. 


Chester Hoist Division Lisbon, Ohio 





| s : ae S| 
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speedily covers a large area, vaporizes 
quickly and avoids agitation of the 
surface of flammable liquids, thus ac- 
celerating fire control. The shut-off 
feature eliminates necessity of setting 
the extinguisher down to open or close 
the discharge valve, therefore avoiding 
waste of time and liquid. 

Pyrene Mfg. Co., Newark, N. J.— 
Industrial Distribution, July 1949. 




















Steel Drawer Cabinets 
Used Singly, Side-By-Side, 
Back-To-Back or Stacked 


Two steel drawer cabinets for small 
parts feature frames welded into one 
strong solid assembly. The drawers 
have adjustable cross dividers on 1-in. 
centers. Lengthwise dividers may be 
added or removed at will. Label 
holders on every drawer and divider. 
The cabinets are finished in olive 
green baked enamel. 

One model has 18 drawers, each 
with three cross dividers. Overall di- 
mensions are: width, 34-in.; height, 
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STOCKING aud SELLING 


Beem CUNBRAKO) sockeT SCREW PRODUCTS 


“UNBRAKO" 
SOCKET SET SCREW 





“UNBRAKO"” 
KNURLED SOCKET 
HEAD CAP SCREW 





















poo 
,. . "UNBRAKO" “"UNBRAKO"’ 
~~ , SOCKET HEAD PRECISION- 
\ sotto STRIPPER BOLT GROUND 
sp hy Me, “'UNBRAKO" WITH KNURLED DOWEL 
TEE SOCKET SET SCREW "UNBRAKO"” HEAD PINS 
\ 8 WITH KNURLED SQUARE HEAD 
Ne THREADS SET SCREW 


PAT'D 





Knurling of Socket 
Screws originated with 
“Unbrako"” in 1934, 
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: FIG, 2197 FIG. 732 
, FIG. 1855 “HALLO WELL" PAT'D & PATS. PEND'G 
“FLEXLOC" “HALLOWELL" FOREMAN'S DESK DRAWER IS EXTRA 


SELF-LOCKING NUT TOOL STAND “HALLOWELL" 
STEEL WORK BENCH 


Quality Products—widely recognized and accepted by industry—produced in a fully equipped, 
modern plant; effective sales promotion; consistent business paper advertising; and, prompt, courteous 
service to you and your customers are reasons why these SPS Products are profitable and easy to sell. 


“UNBRAKO"” Socket Screw Products—manufactured from high-grade alloy steel, to close tolerances— 
have these outstanding advantages: INTERNAL WRENCHING... promotes compact designs... saves 
space, weight, materials and costs; KNURLING...an exclusive “UNBRAKO” feature—which on the 
head of the "UNBRAKO” Cap Screw speeds assembly—and on the points or threads of the “UNBRAKO” 
Set Screw assures positive Self-Locking. All of our patented “UNBRAKO” Set Screws, regardless of 
point, are excellent SELF-LOCKERS...sizes available in a full range of diameters, lengths, thread 
series and types of points. “HALLOWELL” Shop Equipment of Steel—welded or hydraulically riveted 
—and this fine, neat, ready-made line wears and lasts as only steel can. Many styles make it possible 
to meet the most varied needs of your customers. 


STANDARD PRESSED STEEL CO. 


BOX519 JENKINTOWN, PENNSYLVANIA — 


“Serving Industry continuously since 1903 through Industrial Distributors” 
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Memo to Deming Distributors: This advertisement appears in current issues 
of various business publications circulating to your industrial customers. 


READY ANSWERS 


to thousands of Questions 


ABOUT 


These handy reference guides simplify th: r 
of selecting the best pump for the job... Any 
or all of these guides are yours for the asking. 


CHECK YOUR NEED AND MAIL TODAY 





coo oO OOOO eee ere 0 





THE DEMING COMPANY 


511 BROADWAY 


No. 3000 Self- Priming Centrifugal Pumps. 
Electric Motor and belt driven units. Also 
portable, gasoline engine units. 


No. 3900-B Side Suction, Single and Two 

Ball Bearing Centrifugal Pumps. Sizes '/2"', 
%", 1", 1Y2"" and 2". Capacities up to 200 
gallons per minute. 


No. 4010-A Single Stage, Side Suction, Single 


Ball Bearing Centrifugal Pumps. Sizes |'' to 
10"'. Capacities: 10 to 3600 gallons per minute. 


No. 4012-A Single Stage, Side Suction, Two 

Ball Bearing Centrifugal Pumps with sepa- 
rate liquid end construction, Sizes |"' to 10". 
Capacities: 10 to 3600 gallons per minute. 


No. 4013-A Single Stage, Side Suction, Two 

Ball Bearing Centrifugal Pumps. Sizes |"' to 
6" discharge. Capacities: 10 to 1200 gallons 
per minute, 


(PLEASE PRINT YOUR 


YOUR NAME 


* SALEM, OHIO 


No. 4303"'Motor Mount" Centrifugal Pumps. 
63 standard sizes. Capacities from 5 to 650 
gallons per minute. 


No. 5003 Single Stage, Side Suction, Single 

Ball Bearing Centrifugal Pumps. Sizes |'' to 
10" discharge. Capacities 10 to 3600 gallons per 
minute. 


No. 4700-B Deep Well Turbines. Water lubri- 
cated. Vertical, multi-stage construction. 
Capacities up to 3000 gallons per minute. Vari- 
ous types of heads for most types of power drive. 


4605 Vertical Sump Pumps and Cellar 
Drainers. Centrifugal types. A wide range 
of capacities up to 3200 gallons per minute. 


No. CR-I| Condensation Return Units and 

Boiler Feed Pumps. Equipped with various 
types of standard Deming Pumps to meet all 
needs. Full range of capacities. 


NAME AND ADDRESS) 





COMPANY 





STREET 





CITY 
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| 133-in.; depth, 12-in. The other model 
has 8 drawers with 2 cross dividers. 
Overall size is: width, 254-in.; height, 
10-in. and depth, 12-in. The drawer 

| size for both models is 11%-in. x 53-in. 

| x 3¢-in. 

| Aurora Equipto Co., Aurora, I]]_—In- 

dustrial Distribution, July 1949. 








| Portable Safety Ladder 


| Spring Loaded Front Casters 
| Make Ladder Stationary 


| An important feature of the portable 
| safety ladder is the self cleaning steps 

8-in. wide and only 8-in. apart. The 
| frame is of all tubular steel, electrically 
welded. The basket platform can be 
dropped when not in use. 

The safety guard rail is just 21-in. 
above front edge of each step. Rubber 
casters for the front are swivel; for the 
rear, either swivel or stationary. Spring 
loaded front casters make the ladder 
stationary with weight of foot. 

Jaydee Mfg. Co., Dayton, Ohio.— 
Industrial Distribution, July 1949. 


Fork-Lift Truck 


2,000-Ib. Capacity, 
| 36-in. Wheelbase 


Mechanical improvements of a re- 
designed gas-powered fork-lift truck in- 
clade: engine of 30 percent higher 
brake horse power and _ increased 
torque, new and improved oil sump 
and valve for operating hydraulic 
equipment and greater strength and 
stability in the frame-steering-axle- 
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A Time Test 


Will Show Your Customers 
How Brightboy Saves 























Your customers know the time-costs of their burring, finishing, cleaning and 
polishing operations. You can show them how to eliminate three, two, or even 
one of these operations and save—with Brightboy. And Brightboy will bring you 


very substantial profits! 


A Brightboy test in comparison with production 
methods presently used by your customers 
should quickly demonstrate Brightboy's time- 
cost savings in metalworking, woodworking 
and plastics manufacture. In addition, you 
can profitably sell Brightboy’s ability to pro- 
duce unique surfacing-smoothing effects and a 
wide variety of finishes 
and patterns—damaskeen- 
ing, for example. 


details now! 


BRIGHTBOY 


Weldon Roberts 
Rubber Co. 
Newark 7, N. J. 


INDUSTRIAL DIVISION 


Brightboy’s rubber and abrasive work si- 
multaneously, in one, time-saving operation. 
Speedy, simple Brightboy follows the rough 
grind; bridges the gap between the grind and 
the buff. Brightboy works to close tolerances, 
can be shaped to contours, requires no before- 
use preparation or dressing, no skilled labor, 
to handle it. 


@ Brightboy not only enables you to render valuable time-savings to cost-conscious 
customers, but also completes your range of abrasives service. Some Brightboy fran- 
chises are still open in choice industrial localities! Write for distributor-franchise infor- 
mation. Call on us for customer sales and service assistance. Get these profit-making 
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WELDON ROBERTS 


aoe Brigshtboy 


of Rubber-Bonded Abrasives 


REC.U.$. PAT O 
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| $1,500 inventory abolished — 
: at a cost of $4.46! 






9, 
» 
E 











ie fe \  e & 

With more than 700 vacuum tubes needed by industry, a tube distributor would find 
profits consumed by 100% inventories. But by ordering tubes as needed via Air 
Express, he holds stocks to 25%. Example: Orders $1,500 tube at 9 A.M. from sup- 
plier 900 miles away. Delivered to customer 6 P.M. same day. 16 lbs.: cost, $4.46. 





ge 








Remember, $4.46 included speedy pick- 
up and delivery service, too. More pro- 
tection, because you get a receipt for 
every shipment. Air Express is the 
world’s fastest shipping service. 


Your Air Express shipments go by the 
Scheduled Airlines direct to over 1,000 
airport cities; fastest air-rail for 22,000 
off-airline offices. Shipments keep 
moving with ’round-the-clock service. 


FACTS on low Air Express rates 


19 lbs. of machine parts goes 600 miles for $3.54. 
9-lb. carton of new styles goes 1400 miles for $3.99. 
(Every kind of business finds Air Express pays.) 





Only Air Express gives you all these advantages: Special pick-up and de- 
livery at no extra cost. You get a receipt for every shipment and delivery is 
proved by signature of consignee. One-carrier responsibility. Assured 
rotection, too—valuation coverage up to $50 witho.it extra charge. 
ractically no limitation on size or weight. For fast shipping action, 
phone Air Express Division, Railway Express Agency. And specify 


“Air Express delivery” on orders. 















Rates include special pick-up and delivery 
door to door in principal towns and cities 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE u.s. 
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engine assembly. The floor board is 
slanted for easier driving and a leather- 
upholstered air-inflated seat with back 
rest provides maximum driver comfort. 

The new truck has a 2,000-Ib. ca- 
pacity with load center at 24 inches 
from the heel of the forks. The wheel- 
base is 36 inches and the frame has 
been widened slightly to provide 
greater protection for the wheels and 
to give more space for servicing. How- 
ever, overall width is only one inch 
larger. 

Clark Equipment Co., Battle Creek, 
Mich.—Industrial Distribution, July 
1949. 




















Clamp Truck 


Hydraulically Operated Arms 
Grip Load for Lifting 


A clamp truck featuring hydraulic- 
ally operated arms speeds material han- 
dling because need for loading onto 
skids or pallets or for adjusting grabs, 
hooks and slings prior to moving is 
eliminated. The clamp is of all-welded 
steel construction with dual double- 
acting hydraulic cylinders. It is 
mounted on the truck lift carriage with 
control valve mounted in operator’s 
compartment. Connecting hydraulic 
lines are high-pressure hydraulic hose 
clipped to lift chains. The clamp arms 
are steel ribbed. Either standard arms 
(straight) or arms which toe-in 1-in. at 

















Stock this famous line of mechanical power trans- 
mission products and they'll remember you more 
often with orders—orders that mean more sales, 
more profits. 


of Morse Chain Company products. 


Egprenmenrenemnnnn, 


| MORSE 





“A customer never forgets” 


Customers never forget the top quality and low cost 


MECHANICAL | A pRopuct oF | 
Here’s a check list to pick your profits from—the POWER TRANSMISS(ON 
Morse line of the finest mechanical power trans- j PRODUCTS ) 


ee ow ow oe a a 


mission products available. 


\iunenenanenenanaseneneas BORG-WARNER Ri 









Morflex Radial Drive Shafts 





Morflex Drive Shafts Morflex Radial Couplings 








Morse-Rockford Over-Center 
Friction Clutches 


Morse-Formsprag 


1 
Morse-Rockford Pullmore Clutches Quesiienian Shethes 


| 
| 
| 
| 
| 
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DSC Flexible 
Couplings 


DRC Flexible 
Couplings 











NOTE: You can get com- 
plete information on any or 
all of the Morse products 
shown here. Write to Dept. 
374, 7601 Central Avenue, 
Detroit 8, Michigan. 


Roller Chain Drives 
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Silent Chain Drives 
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You have probably looked at the star salesman on your force, and 
said, ‘“l wish Smith were twins!” 


That, of course, can hardly be—for Smith (like peace) is indivisible. 
What is possible, though, is to increase—maybe actually double— 
the power of Smith's right arm by backing him up with the best catalog 
it is possible to put together. 


In doing that sort of thing we have something for you. We can offer 
you, first, the seasoned experience of a catalog compilation staff that 
has produced hundreds upon hundreds of fine catalogs for leading 
distributors throughout the United States, and for even a few beyond 
our continental borders. 


Along with that experience we have the spirit of always trying to do 
each new book at least a little better than the last. This explains why 
the typical Donnelley catalog customer follows up his first purchase 
with a string of repeats extending over a long period of years. 


If you have a catalog in prospect, or if you simply want to do some 
long-range thinking on the subject, please call us in. Consulting us 
never places you under any obligation. 


The Lakeside Press 


R. R. DONNELLEY & SONS COMPANY 
350 East Twenty-second Street - Chicago 16 


PRINTERS BINDERS ENGRAVERS LITHOGRAPHERS 





A POSTSCRIPT ON REPEAT ORDERS - There is nothing like satisfaction to the customer to bring him 
back again and again. Such satisfaction is due largely to efficient service and accurate work — both 
of which are important elements in Donnelley-built catalogs. They also play an equally important role 
in eventually bringing repeat orders from new customers. The catalogs shown below are recent catalog 
completions — for both old friends and new. Four of these five catalogs are repeat orders, 


GREENVILLE 
TEXTILE SUPPLY CO 
SREERVULT, 6.0. 


Frcs a mts supPics 


THE MSLEOD THE M°LEOD 
s COMPANIES. INC 


COMPANIES IRC 


0 mw 
k 
L 


GREENVILLE 
TEX PPLY CO. MILL SUPPLY CO, 


LES P GREENSBORO, A.C 
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the outer ends are available. 

The hydraulic system of the truck 
supplies the necessary oil under pres- 
sure to the clamp cylinders. Inward 
and outward movement of the clamp 
arms is regulated by a control lever. 
Pressure required is under full control 
of the operator. 

Baker-Raulang Co., Cleveland, Ohio 
—Industrial Distribution, July 1949. 


Screwdriver 


Balanced Impact Mechanism 
Absorbs Driving Torque 


Small size, light weight (94-0z.) and 
freedom from torque reaction combine 
to make a new pneumatic, reversible 
screwdriver easy to handle. The bal- 
anced impact mechanism absorbs 
driving torque, permitting finger-tip 
operation and control. ‘There is no 
possibility of the tool twisting in the 
operator’s hand or jumping out of the 
screw slot. 

The screwdriver is economical in air 
consumption during operation and, 
since the throttle valve is opened by 
pressure on the bit, wasteful “free 
running” is eliminated. Rotation is 
easily reversed, making it possible to 
remove screws rapidly. External ad- 
justments for power and_ reversing 
make disassembly of the tool for ad- 
justing unnecessary. 

Cleco Division, Reed Roller Bit 
Co., Houston, Tex.—Industrial Distri- 
bution, July 1949. 


Combination Wrench 


Provides Flexibility 
‘Of Detachable Socket System 


A new adjustable attachment com- 
bines, through the medium of one 
tool, the flexibility of the detachable 
socket system with the advantages of 
the open-end adjustable wrench. 








GIANTS 





Whether a customer needs 
small or extra-large fastenings, or 
any of the hundreds of sizes and 
types in between, you can be 
reasonably sure of meeting his 
needs when you handle Bethlehem 
fastenings. 

The Bethlehem line of fasten- 
ings is so complete that it includes 
just about every headed-and- 
threaded item imaginable. What's 
more, Bethlehem fastenings are 
good fastenings to sell, for they 
have the rugged strength and all- 
around dependability that custom- 
ers have the right to expect. 


BETH LEH EM BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


STE EL On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
} Export Distributor: Bethlehem Steel Export-Corporation 
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6-hole bearing 
blocks give 6 times 
the service, 


...on faster grinding 


First: to get the fast, free-cutting action your grinding 
wheels were built for, keep the proper dressing tools 
handy. Use Desmond dressers, for Desmond makes the 
only complete line. Second: for quickest dressing action 
on medium and coarse wheels, use Desmond-Huniington 
dressers. 


Wheel Diameter Size Number 
0" to 10" 0 
10" to 16" 1 
over 16" 2 


Third: consider the extra service of six sets of bearings in 
Desmond’s exclusive Hex Dressers (same cutters as 
Desmond-Huntington dressers). When one pair of bearing 
holes becomes worn, loosen cap screws, pull out bearing 
blocks, and insert them with the pin in the next pair of 
bearings . . . For more practical tips on grinding wheel 
care, call your industrial distributor. He’s at your service. 


. . « The Desmond Stephan Mfg, Co., Urbana, Ohio. 
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the only complete line of grinding wheel 


DRESSERS & CUTTERS 











2 UM Gp 


HAND TOOLS WHEEL TYPE SIMPLEX 
AND NBS ORESSERS STEEL-SLIDE VISES 


om 





CUTTER TYPE DRESSERS 
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The attachments are made from al- 
loy steel in two square drive sizes, ¢ 
and 4-in., with capacities of 3 and 48- 
in. respectively. Square shoulders on 
the body portion of the sliding jaw pro- 
vide maximum and positive bearing 
against working stress. 

J. H. Williams & Co., Buffalo, N. Y. 
—Industrial Distribution, July 1949. 


Jaw Clamp 


Secures Work-Pieces 
Quickly and Rigidly 


A new jaw clamp facilitates con- 
trolled centering adjustment on the 
clamped work-piece, eliminating sec- 
ondary operations. No part of the 
clamp is higher than #8-in., making it 
possible to pass over the whole clamp 
when holding work 1-in. high or more. 
The full surface of work 3-in. high or 
over may be machined because the 
jaw is only @?-in. thick. 

The clamps eliminate different 
length studs and blockings as there 
are no separate parts to become lost. 
There is only one adjusting screw. 
The jaw clamps are made of hardened 
tool steel and are tested for two ton 
down pressure. 

The all-purpose jaw clamp is sold in 
sets four clamps, including standard 
socket wrenches, hardened slot nuts, 
4-]3 special bolts and hardened wash- 
ers. 

J & S Tool Co., Inc., East Orange, 
N. J.—Industrial Distribution, July 
1949. 


Woodworking Machines 


Single Power Unit Utilized by 
Router, Shaper, Plane & Mortiser 


A new line of portable electric wood- 
working machines is serviced by a sin- 
gle power unit, interchanged quickly. 
The unit contains a full 1 hp. univer- 
sal motor with oversize oil seal bear- 
ings and an automatic adjusting end- 
thrust bearing. The die-cast aluminum 





One-piece flanged and split 
tapered hub — interchange- 
able with both “Sure-Grip” 
Sheaves and Pulleys—per- 
mits easy installation and 
removal from the shaft. 


A COMPLETE LINE 


SHEAVES « PULLEYS * PILLOW BLOCKS ¢ COUPLINGS 
BEARINGS ¢ COLLARS @ “SURE-GRIP” PULLEYS 
STANDARD V-BELTS AND STEEL CABLE V-BELTS 


These Products have consumer acceptance and goodvill 
... Sell fast and stay sold . . . offer liberal profits. Our 
firm—with more than 92 years’ specialized experience— 
is a reliable organization that makes a good, dependable 
line of products for the Mechanical Transmission of 
Power. Write for our attractive Dealer Proposition. 
Some profitable territories are still available. 


SONS CO., CHAMBERSBURG, 


For further information, write 





BRANCHES: BOSTON, MASS. * NEWARK,N. J. « CLEVELAND, OHIO + DALLAS, TEXAS 
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in dead end 


Ne service, —? 
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For rugged build, convenient size \ tome the Hine,’ 
and “close tolerance” regulation of ae 
steam—you just can’t beat K&M’s valve type 481. 

It's an internal pilot-operated pressure regulating 
valve, widely used in process services and marine work 
as @ primary valve on two stage reductions. 

Changes in pressure reduction are made by setting 
the hand wheel. For complete specification data, ask for 
Bulletin 1000. 

The Rieley & Mueller policy of continued pioneering 
has helped the K&M reputation grow constantly through- | 
out the past 69 years. Look to K&M for: BACK PRESSURE 
REDUCING VALVES + PRESSURE REDUCING VALVES + 
STRAINERS « ATMOSPHERIC RELIEF VALVES «+ STOP and 
CHECK VALVES*STEAM SEPARATORS + GREASE EXTRACTORS. 


mw k ACCURACY = RUGGEDNESS 
SEOMPACTINESS * ACCESSISMa1¥ 


ONTROL SPECIFYK 2 Ms 
NORTH BERGEN NJ ike TOR ‘4 81 
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housing provides full ventilation but 
eliminates wood dust and dirt. 

The router (illustrated) has a built- 
in micrometer depth adjustment and a 
hardened alloy steel chuck. The preci- 
sion shaper has a steel table with an ad- 
justable jointer fence, and will edge 
any kind of contour on straight or ir- 
regular pieces. The power plane has a 
graduated depth adjustment that en- 
ables it to hog off excess stock at high 
speed or to make a finish cut of glass- 


| like smoothness. The mortiser clamps 
| quickly into position on doors to cut 


lock slots with absolute accuracy. 
Depth of cut is controlled by a stop 
gage. 

Porter-Cable Machine Co., Syracuse, 
N. Y.—Industrial Distribution, July 
1949. 


| Regulators 


Only 15 Minutes Required for 
Replacement or Reassembly 


Seven small single-stage regulators 
are designed for uses of small acetylene 
cylinders where hourly gas consump- 
tion and space are limited. They weigh 
1 Ib. 12 oz. and are simply constructed 
for easy maintenance. Any part may 
be replaced and the entire regulator 
reassembled in 15 minutes. 

The complete series includes: an 
acetylene regulator for occasional weld- 
ing and brazing, it handles welding 
nozzles up to size 8; carbon dioxide 
regulator for drink-dispensing ma- 
chines; liquified-petroleum gas regu- 
later for medium capacity brazing and 
cutting with propane or butane; an 
oxygen line regulator for sit-down pro- 
duction line work with inlet pressures 
of approximately 200 psi; oxvgen line 
regulator with needle valve; oxygen 
line regulator with petcock and 60-lb. 
gage and an air regulator for small 
air compressors, shop air lines, paint 
sprayers, small air tools and air gas 
nozzles. 

Victor Equipment Co., San Fran- 
cisco, Calif—Industrial Distribution, 
July 1949. 
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Geren M. Baird, Sr., Memphis. Charles W. McKnight, Dallas. 1. W. Williams, Nashville. 
23 years with Cleveland Chain. 22 years with Cleveland Chain. 20 years with Cleveland Chain. 


4 southern representatives 
offer 75 years of 
Cleveland Chain experience 


YPICAL of Cleveland Chain representatives throughout the country @useo M. Baird, Jr, Memphis. 
are Geren M. Baird, Sr., Charles W. McKnight, I. W. Williams and 10 years with Cleveland Chain, 
Geren M. Baird, Jr. 


Combined chain experience of these men totals 75 years. 

From the vast store of knowledge accumulated during this period, 
they are equipped to serve your every chain need .. . to advise you rela- 
tive to stocking, merchandising, display and proper chain applications. 

We of Cleveland Chain are indeed proud of these four men and the 
entire Cleveland sales organization. We know that our representatives 


are capable, experienced and, above all, friendly. Our one desire is to 
serve you better, more efficiently—and constantly! 


VERSO 


Vice Pres., Charge of Sales 


CLE VELAND (HAIN 


Lie Cleveland Chain & Mle Co. The Cleveland Reel Salesman is 


Cleveland 5, Ohio typical of modern merchandising 
tn, ‘ : tools which will boost your chain 
Certified R Associate Companies: David Round & Son, hold 1: hei 

h Cleveland 5, Ohio * The Bridgeport Chain & Mfg. : DR sales. It holds 4 reels or their 
CHAIN INSTITUTE Co., Bridgeport 1, Conn. * Seattle Chain & Mfg. Since Fxfzdn 1869 equivalent in % or “reels... 
ma Member Co., Seattle 8, Wash. * Round California Chain Co., No 


So. San Francisco and Los Angeles 54, California sells chain “right off the reel.” 
Woodhouse Chain Works, Trenton 7, N. J. 


Security In Every Link 
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SERIES DPV 
Sizes 3%" to 72" 


FAST ACTING, 
POSITIVE GRIPPING 


Skinner machine vises are built with tool-makers’ accuracy with 
many unique features to assure quick action, positive gripping and 
long life. They are profitable additions to your oldest or newest 


machine tool equipment. 


Series DPV wrench-operated Vises have semi-steel body and 
hardened and ground work holding surfaces. They have all the 
universal features so necessary for drill press operations. Clamp 
the work for drilling in one plane — drill—turn the vise on edge 
for all right angle drilling operations. 

Series FS Vises have swivel base for accurate indexing necessary 
in milling operations. Top of the movable jaw is ground parallel 
to the base for use as an indicating base for setting cutters, trueing 


work, etc. 


Details on the complete line 
of Skinner Vises are contained 
in Catalog No. 61. Write for 
free copy. 


ACCURATE, 


ee 
THE CREST 
OF QUALITY 





SERIES FS 
Sizes 5” to 8” 





The Skinner Chuck Co. 346 CHURCH STREET, NEW BRITAIN, CONN. 
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Custom-Made Gaskets 
Build Supply Sales 


(Continued from page 69) 





and construction. Fournier is now 
equipped to handle not only replace- 
ment items for customers but also to 
turn out quantity lots for small manu- 
facturers. 

In several instances, the shop has 
undertaken to cut out other items than 
gaskets. One manufacturer designed a 
baby-bottle-holder which featured a 
piece of oddly shaped linoleum. The 
manufacturer's production plans were 
stumped by his inability to produce 
the linoleum cutouts until a sales- 
man, who had been calling to sell 
mechanical rubber goods, suggested 
bringing the problem to Mr. Elledge. 
Mr. Elledge say that the problem was 
no difference than producing any 
gasket. He told the manufacturer 
Fournier could produce the cutouts 
and was given the order for a large 
number. In this case, the manufac- 
turer provided the linoleum, which is 
done often where a customer has spe- 
cial material specified. 


Material Selection Important 


The choice of materials for gaskets 
is important. According to Mr. El- 
ledge, intelligent selection of gasket- 
ing materials based on what is being 
sealed and under what conditions is 
the one key to satisfactory perform- 
ance. Various types of rubber are used 
for cold water, low pressures of hot or 
cold water, protection from abrasive 
materials, high steam pressures, am- 
monia, oils, gases, acids; sponge rubber 
where resiliency and a sealing from 
dust are necessary; cork for automotive 
service, light duty, oil seals, low bolt 
pressures; vegetable fiber for sealing 
oil, water or gasoline, and asbestos for 
seals where service is not too severe. 

These materials are stocked by 
Fournier in sheets and rolls but some 
gaskets are made of wool, felt, paper, 
card and other materials. 

The shop is equipped to make gas- 
kets out of virtually any type of mate- 
tial. There are four men employed in 
the shop to make patterns and dies, 
cut and assemble the gaskets. The 
equipment includes two clickers for 
die-cutting, a punch press, three types 
of cutters for reducing rolls or sheets 
to job size and a lathe and drill press. 
The latter two items are also used for 
maintenance work. 

The shop makes a pattern of the die 
which is used to cut out custom-made 
gaskets. After the gaskets have been 
cut out, the die is keyed with a code 





Check off these Carboloy merchandising, advertising 
and selling features. You'll see that they add up to 
the kind of support that will help boost your Carboloy 
sales ... and step up your profits. 


7 Training ... modern and up-to-the-minute, conducted 
at Carboloy’s Distributor Training and Customer Train- 
ing Schools, for your salesmen and your customers. 


2 Advertising ... on a national scale, in leading industrial 
and business magazines, carefully planned to insure 
you increasingly greater sales results. 


3 Literature .. . comprehensive technical and sales man- 
uals, packed with helpful information and vital engi- 
neering data, designed to keep you abreast and ahead 

of the field. 


4 Direct mail . . . a completely new program of direct 
mailing pieces ... sure sales producers that will help 
catry your promotion to every prospect on your list. 


Product improvement . .. over 100 skilled technicians 
devote their entire time to engineering, research and 
product development, improving Carboloy Cemented 
Carbides and bringing you new and expanded fields of 
use. 


Engineering consultation . . . from our experienced 
men in the field . . . skilled technicians who are always 
willing and able to help you ... with sales or service. 


Product leadership . . . in superior performance. In 
recent independent surveys, Carboloy Cemented Car- 
bides were chosen over any other make for machining 
applications by nearly 2 to 1! 








PLUS the new, hard-hitting “‘Triple C’’ marketing program! 





CARBOLOY COMPANY, INC. 
11131 E. 8 Mile Road, Detroit 32, Michigan 


WOR, 
4 6 
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: CARBOLOY.| in a4 
oO CEMENTED #7) CITIES 
® .: COAST 


© COAST 
CEMENTED CARBIDE : 
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‘SELL... 
SAFETY 
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‘E STRENGTH 


Suggest to your customers the proven fact that their products will 
sell faster if they’re modernly streamlined with flush-to-surface 
Western Socket Screws and completely free of dangerous protrud- 
ing bolt heads on all moving parts. There’s extra profit for you in 
that story. Western Socket Screws are a profitable fast-turnover 
item. Western Socket Cap and Set Screws provide these sales 
advantages, plus greater strength, because, made of alloy steel and 
heat-treated in modern electric furnaces, they assure extra tensile 
strength and greater holding power. That means the important 
economy of fewer screws needed to do the job and faster assembly 
that saves time and money. We invite you to write for the facts— 
and an informative new catalog we'll be glad to send you. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O: 


number and put away. The die num- 
bers are filed’ under the customer’s 
name along with’ the specifications. 
The customer is given the code num- 
ber of gaskets especially made for him 
by Fournier. This facilitates matters 
for the customer when reordering gas- 
kets and speeds up the location of 
dies in the shop once the order is re- 
ceived. 

Samples of some actual production 
runs (more than 100 different gaskets ) 
give a good idea of the variety of 
shapes, sizes and types of gaskets the 
shop has been called upon to turn 
out. Some are simple, some are intri- 
cate requiring various techniques of 
cutting and die-making. The samples 
illustrate the dependence of the firm’s 
customers on the service. 








Know the Answers 


to quiz on page 106 





. (a) straight tooth; (b) helical mill, 
light duty; (c) helical mill, heavy 
duty; (d) helical mill, arbor type; 
(ec) helical mill, shank type; (f) 
spiral mill, inserted blades; (g) 
carbide tipped, plain mill. 

. That’s true. 

.Formed cutters are cutters on 
which the eccentric relief back of 
the cutting edges is of the same 
contour as the cutting edges. 

. That’s true. 

. Interlocking side mills are made for 
jobs where close tolerances must 
be held for some distance between 
two parallel surfaces. The other 
two describe staggered tooth side 
mills, and formed slitting saws. 

. False, its just the other way around; 
a right-hand cutter for a spindle 
rotating counter-clockwise; a left- 
hand cutter for a spindle rotating 
clockwise. 

7. That’s true. 

. Any one of the four might be re- 
sponsible for “chatter.” Look for 
all. 

. Nonsense. A cutter keyed to the 
arbor is better machine shop prac- 
tice and it makes it possible to 
assemble cutters and spacing col- 
lars on the arbor in the same posi- 
tion each time. 

. That’s true. 

. Relief and clearance angles are in- 
tended to prevent the cutter from 
dragging on the work piece behind 
the cutting edge. 

12. True, and good practice. 

13. The rate of feed primarily will de- 
termine the rate of production. 

14. That’s true. 


Precision Screw Products, Parts and Assemblies Since 1873 15. That’s true, too. 
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GILLESPIE COAL COMPANY 
gets 30% Longer Service 


with J&L CenterFit Wire Rope 








SO ae ll 


7 Ss mm ere 


All 17 strands in CenterFit 
are laid up in a single clos- 
ing operation. Note all 
strands run in the same di- 
rection. Outside strands fit 
snugly into valleys between 
inside strands and eliminate 
crossing of strands as in 
conventional design. This 
prevents internal nicking— 
gives longer wear. Eight 
outside strands (CenterFit 
design) give more steel, 
less void space, greater 
flexibility, easier handling. 





J&L CenterFit drag cable as seen from the fairlead sheave of a Marion 


40-A dragline. The 3-yd. bucket is removing overburden from coal seam. 


The “right wire rope for the job” 
pays off in longer service, reduced 
maintenance and greater profits. 





A 30% average increase in serv- 
ice life! That’s the performance 
record reported by Gillespie Coal 
Company when J&L CenterFit wire 
rope replaced a conventional drag- 
line cable on a Marion 40-A dragline 
equipped with a 3-yd. bucket at its 
Lyons, Ind., open pit coal mine. 


Average life of a conventional 
6x19 dragline was 12 to 15 days; 
with CenterFit it was 17 to 22 days! 


J&L CenterFit wire rope was se- 
lected for this application as a result 
of a careful analysis of operating 
conditions at the Lyons mine by 
Mr. L. S. Shaffer, J&L wire rope 
distributor in Brazil, Indiana. He 
knew the CenterFit design—exclu- 


sive with J&L—would provide the 
greater flexibility required for long 
service life on the small diameter 
sheaves and drums of this dragline. 
Actual performance records proved 
that CenterFit was the right rope 
for this particular job. 


Perhaps you, too, can use J&L 
CenterFit wire rope to advantage. 
In many places it gives improved 
performance and longer service. 


We have just issued a new hand- 
book, “Wire Rope Is a Machine.” 
This 96-page illustrated, pocket-size 
book is written for the man on the 
job. Tells how to select the correct 
wire rope . . . How to install, operate 
and maintain wire rope for maxi- 


JONES & LAUGHLIN STEEL CorRPORATION 


From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED 


J&L manufactures afull line of 
carbon steel products, aswell as 


BARS AND SHAPES «+ STRUCTURAL SHAPES + HOT AND COLD 


certain products in oviscovoy ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 


and JALLoy (hi-tensile steels). 


‘ 


PRODUCTS « ‘‘PRECISIONBILT’’ WIRE ROPE » COAL CHEMICALS 
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mum service. If you use wire rope, 
we'll gladly send you a copy. The 
coupon is for your convenience. 


| Jones & Laughlin Steel Corporation 
| 420 Jones & Laughlin Building 
| Pittsburgh 19, Pa. 


Please send me a free copy of your new 


| handbook, “Wire Rope Is a Machine.” 
| Name____ 
| Title 





| Company__ 


| Address 
! 






















Since 1876 






























THE QUALITY LINE 

FOR DISTRIBUTORS 
whose customers : 
appreciate the best 












There's no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. 














JACKSON | 


_ HARRI BURG « 
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16. The answer's 191 r.p.m. Question 
15 says, the larger the cutter di- 
ameter, the slower the cutting 
speed. If a 6-in. dia. cutter travels 
at 382 r.p.m. then a cutter twice 
as large in diameter, or 12-in. will 
travel half as fast—or 191 r.p.m. 

17. That’s true. 

18. That’s true, and milling with car- 
bides generally is done “dry.” 
When a cutting fluid is used, it 
should be poured on in large quan- 

tity and directly on the tool while 

it is cutting. 





Sales Meetings Need 
A Shot in the Arm 


(Continued from page 68) 





of sales meeting, attendance at which 
salesmen have come to regard as one 
of the unpleasant duties of their jobs. 

“A recent sales meeting which we 
staged ‘on location’ had wire rope as 
the subject product. Enlisting the co- 
operation of Bill McNamara, represen- 
tative for our wire rope supplier, we 
arranged to stage our sales meeting in 
the plants of two large customer-users. 
At all our sales meetings we include 
order desk personnel, price clerks and 
our purchasing agent so that they, 
along with our outside sales force, can 
gain a better product application 
knowledge. Sales meetings, on loca- 
tion, have been especially helpful in 
this direction in that they do a better 
job of familiarizing the office person- 
nel with customers’ needs and the uses 
the products are put to in the plants. 

“After a sales force luncheon at 
which the salesmen were briefed on 
their projected sales meeting, we ar- 
rived on the scene of the Swords- 
McDougal Co., one of the largest road 
building contractors in this area. Peoria 
is the earth moving center of the 
country and this contractor, like others 
in the city, operates and maintains 
large fleets of earth moving equipment 
—bull dozers, carry-alls, etc. They all 
use wire rope of different types and 
sizes. 

This scene provided an excellent 
proving ground for the factory repre- 
sentative in putting across to our sales- 
men why a particular wire rope is used 
on a certain application, its functions 
in relation to the types of sheaves, 
loads and equipment. Half of his time 
was spent demonstrating the uses of 
wire rope and the other half teaching 
our salesmen how to answer the objec- 
tions they would encounter in making 
actual sales. If the success of a sales 
meeting can be gauged by the 






























amount of co-operation and enthusi- | 
asm displayed by our salesmen, then I 
would say we had a successful sales 
meeting. 

“The factory representative’s ability 
to arouse this enthusiasm and coopera- 
tion from our salesmen was made eas- 
ier, we believe, by being on the scene 
and being able to point out actual 
applications and problems. The meet- 
ing on this location lasted approxi- 
mately 45 minutes and we moved on 
to another contractor's yard. Here 
there were a number of cranes; different 
equipment than we had encountered 
previously. ‘The factory man went to 
work explaining the whys and where- 
fores, uses and recommendations of 
the different wire ropes used on this 
type of equipment and we returned 
to our office to finish the sales mect- 
ing. A twenty minute session going 
over selling techniques as they apply 
to this product completed the sales 
meeting in a total lapsed time of two 
hours which we consider maximum 
time for our sales meetings. Beyond 
this time we feel salesmen’s power to 
absorb product knowledge dwindles. 

“Feeling that they got some sub- 
stantial amount of product knowledge 
and selling ideas from our first on loca- 
tion sales meeting, our salesmen have 
: requested a continuance of this pro- 
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Every Plant You Call on 
Needs Protection Against 
Rust-In Dozens of Ways 





All of your customers are possible buyers of Rust-Oleum—because all of your 
customers have properties that can be damaged by rust. Check this as you make each 
call. Think of buildings and factories in terms of potential rust losses. Wherever 
there’s metal, there’s a constant threat from rust damage. RUST-OLEUM fills this 
universal need for positive rust protection. Rust-Oleum is ideal for maintenance 


work . . . and for many production jobs. It provides complete, low-cost protection 
indoors or out—from roof to sub-basement. You'll find Rust-Oleum easy and profitable 
to sell—a large volume line. 


YOU PROFIT ZT WAYS! 


@ Rust-Oleum is a good profit, REPEAT SALE line that offers time, 
labor and money-saving advantages to every buyer. 

e An exclusive formula provides a powerful sales story that gets 
new business and wins more volume from established accounts. 

@ Rust-Oleum assures lasting protection to metal—at a big saving 
over any other anti-rust method. It is not only a rust preventive, 
but also a decorative finish in aluminum, all colors and white. 
Dries firm and hard like paint. 

@ It’s very easy to apply. No sandblasting or chemical cleaners are 
required. Brush, dip or spray after wirebrushing. 

@ Sales facts are simple. Rust-Oleum is easy to sell. SALESMEN 
REQUIRE NO COMPLICATED TECHNICAL KNOWLEDGE. 

@ Increased schedule in Time, NewsWeek, Business Week, Factory 
and hard-hitting trade papers—plus direct-mail advertising, direc- 
tories and our complete catalog in Sweets’ draws more inquiries 
for distributors. 

@A proved sales program, backed by Rust-Oleum’s trained field 

engineers help you to get volume sales faster. 





Write today for complete information on Rust-Oleum 
tested promotion plan based on selective distributor plan 
and sales promotion program. 


ai RUST-OLEUM corporation 


is DAMP PRO 





2413 Oakton Street, Evanston, Illinois 
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| handling the same products gave us 


these figures: 


Orders less than $5........ 
Orders from $5 to $10.... 2 
Orders from $10 to $100... 35.8% 
Orders over $100.....-... 
Orders less than 100 Ibs.... 
Orders from 100 to 399 Ibs.. 31.3% 
Orders from 400 to 3999 Ibs. 24.7% 
Orders over 4000 Ibs....... 1. % 


“T could cite many other similar ex- 
amples which are typical of the ware- 
house business during two reasonably 
good prewar years when demand was 
considered fairly normal. 


Distributors Will Face 
Mill Competition 


“As mill deliveries improve and as 
competition increases, for the first 
time in many years producers will be- 
gin to solicit small orders. Buyers 
are already evidencing a price con- 
sciousness which will discourage them 
from paying warehouse prices for any 
items that can be bought at mill prices. 
The lush days are over. From here on 
in you can exist only by giving good 
service to buyers whose orders are 
too small to place with the mills, and 
by meeting emergency demands for 
steel which cannot await mill delivery. 

“A decline of 15 or 20 percent in 
business activity has been freelv pre- 
dicted. Let’s accept that possibility. 
And let’s combine this with the sup- 
position that warehouse: distribution 


| of these steel products will drop to 


prewar percentages of total produc- 
tion. If these two adjustments ma- 
terialize, vour sales may drop to 40 
or 50 percent of 1948 levels. This is 
a maximum of pessimism. 

“A few conditions may mitigate 
against these doleful prospects. 


Long Range Prospects 
Encouraging 


“Among the encouraging aspects is 


| the fact that our country has grown 


considerably in the past ten years. 
We have not replaced all of the equip- 
ment that was worn out during World 


| War II, nor have we satisfied the 


pent-up consumer demands which ac- 
cumulated during that period. It is 
a safe assumption, I think, that the 


_ mills will produce and the warehouses 


will sell much more steel in the future 


| than they did in 1940. 


“During the past ten years there 
has been a tremendous advance in mill 
technology. Production processes have 
been accelerated and the nuisance of 
handling small orders has been cor- 
respondingly increased. Along with 
these improvements in production 
methods, the mills have sustained 
greatly increased labor costs and I hope 
they will look with a baleful stare at 











s any kind ef an order that throws a 
om tinge upon their cost records. 
0, we may expect these two factors 


arising from modern equipment and ; 

high labor rates to curtail considerably | | D iy RT LE ii DE R S “ ~ 
the competition with the mills that 

warehouses suffered before the war. 


Hence, the average size of warehouse 
orders should show a gain over pre- 


* 
war years. 
“During the postwar years, I sus- l S b a S e d Oo n t h e S e 


pect, the percentages of steel going 
° to warehouses were inflated because 
y the classification “Warehouse Dealers, 


Jobbers and Distributors’ was a con- 
venient catch-all for certain mavericks 
or unorthodox mill deliveries. Thus, a YOVE)/ WY) CS 
producer that obtained scrap by sup- 


plying a dealer with some seals very 
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1S likely listed those shipments under 
st the warehouse heading. You are all 
e- familiar with other examples. Those 
rs practices and those deliveries have van- 
n- ished. I have no idea how much ton- 
m nage they represented nor to what ex- 
LV tent they inflated the total figures for 
S. shipments to the distributing indus- 
n try. Anyhow, you cannot lose busi- 
rd ness that you never had. In other 
re words, I think my pessimistic predic- 
id tion of warehouse sales was based upon 
or inflated statistics. 
v. “Opposing these favorable factors 
in are a number of serious conditions 
e- within your own industry. Steel ware- 
y. ' house distributors must face the con- 
p- sequences of over-expansion in cer- 
on tain areas. In some directions the 
to — has been normal and reason- 
1C- able; in others it has been largely op- 
\a- portunistic and _ transitory. 4 - SPHERICAL PROPER 
40 event, as nearly as we can judge, the CONTACT ALLOYS 
is total number of steel outlets has in- : 
creased since the war from 1400 or The two seats in each Dart Both seats are made of 
ite so to more than 2000, a 40 to 50 per- Union are spherical- bronze—which means 
cent gain. ground to form a true 


they’re yon-corroding 


ball joint that’s drop- longer lasting 


tight and leak- 
proof, 


“Possibly the largest group of these 
postwar warehouses is made up of 
fly-by-night distributors of sheets and 












‘. strip. Their operations have been TROUBLE- 

: largely speculative. Actually, they 
wn y? 
7... performed no useful or economic func- FREE DESIGN 
ip- tion. They are rapidly passing into Darts close without damage, 
rld oblivion. jamming, or excessive 
he wrenching. Body and nut 
ac- Markets Curtailed by are made of high-test, 

is Freight Advances air-refined malleable 
he “A phenomenon from without the iron . . . practically 






ses industry has stimulated the establish- indestructible. 





ire ment of many new warehouses. I 
am speaking of the greatly increased 
~ freight rates which have compressed SIR Shoot for better profits 
ni the distances over which a seller may S Lay SEB ' 
ave absorb freight and meet competition S Rwh2 by stocking DART UNIONS. 
of at distant points of delivery. This = Y= 
or process is still going on apace. De- =) Vi J 
ith : spite the impressions of many, it has \ 
ion little or nothing to do with the Su- UFACTURING CO. 
red preme Court decisions relative to bas- e. pg cen penn ISLAND 
“i ing point pricing. Unless freight rates 
a 





are restored to prewar levels, small 
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DE-STA-CO 








B CASE CONTAINS 
25 reer 
2 TeIce 







Display carton avail- 
PD oones tector stock 
in most popular sizes. 
Demanded by name for years, by machinists and mechan- 
ics in all phases of close tolerance work. Your stock is in- 
complete without a good supply of these convenient 
precision packages. Fourteen standard thicknesses from 
0015 thru .015. Available in 12” strips, ¥2'" wide, each iden- 
tified by thickness and encased in moisture-proof cello- 
phane envelope, 12 pieces each thickness to a box. Coil is 
25’, thickness indicated every 12", packed in clear plastic 
case. Write for price sheet and stocking distributors’ dis- 
count plan. 


DETROIT STAMPING COMPANY 
332 Midland Avenue 


Detroit 3, Mich. 

















your customers want “the best” in 
cap screws, set screws, milled studs 


and coupling bolts, remember . . . 


WHO 








MAKES THEM 


“WHO st Wy. H. Dttomitlor vorn PA. 


Ottemiller products are sold through’ Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 
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warehouses will continue to be estab- 
lished in the smaller outlying indus- 
trial centers even though the Federal 
Trade Commission may change its 
stripes or Congress reverse the Su- 
preme Court decisions. Obviously steel 
that is sold from these new supplemen- 
tary stocks cuts into the sales poten- 
tialities of the warehouses in the larger 
cities that served outlying markets. 

“The new warehouses, new branch 
plants and expansion of established 
companies have made significant addi- 
tions to the sum total of steel dis- 
tributing facilities. 

“So, you face a return to character- 
istic warehouse business, restricted 
largely to customers whose orders are 
too small to be placed with the mills, 
and the prospects of dividing this 
smaller volume of business among a 
greater number of warehouses. 


Experience Lost During 
Lush Years 


“The months ahead, I am afraid, 
may be the most critical you have 
ever experienced, not only as a result 
of the economic factors I have out- 
lined, but particularly because so many 
warehouse executives, managers and 
salesmen have never really sold a 
pound of steel, have never met com- 
petition, and have never said “no” 
and rejected an order at a cut price. 
For ten years you have been wooed 
and glorified by buyers. I fear even 
some of the oldtimers have been soft- 
ened by these fantastic years when 
ability to procure steel outweighed all 
other qualifications of executive man- 
agement and direction. 

“With the first rumors of diminish- 
ing demand came panic and hysteria 
in many quarters of our industry. 
Buyers suddenly became price and 
quality conscious and no longer would 
accept the shoddy products they were 
willing to grab sight unseen a few 
weeks prior. Black market prices fell 
from fourteen cents a pound to five 
or six cents a pound within a few 
weeks’ time. Manufacturers with ex- 
cess stocks accelerated the movement. 
Sheet distributors with stocks of ques- 
tionable lineage, much of it unques- 
tionably inferior quality, hastened to 
liquidate their merchandise. Even 
long established warehouses joined 
the parade and tried to dump un- 
wanted items which so recently they 
were glad to accept. Some of them 
widely advertised excess stocks at mill 
prices; others used the expedient of 
big cash discounts; still others sat 
tight and said, ‘Huh, I think I’ve 
seen something like this before.’ 


Price Reductions 
Are Unwarranted 


“Good merchandising dictates 
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prompt disposal of inferior and un- 
wanted items at cost or less. Thou- 
sands of tons of steel in all parts of 
the country are just about as saleable 
today as the shopworn toys in a de- 
partment store the day after Christ- 
mas. The bargain price tags on this 
material are relished by buyers and 
are disturbing to warehouse executives 
who are striving to maintain necessary 
spreads on the good merchandise they 
have in their stocks. While steel 
buyers should know better, I think 
they have been misled by the an- 
nouncements from certain producers 
of price reductions which are nothing 
more nor less than the premiums 
above general market levels they 
never would have gotten under com- 
petitive conditions. 

“The public has also put an un- 
warranted interpretation upon the ab- 
normally low price of scrap. The price 
is out of line primarily because the 
mills haven’t been buying scrap. Scrap 
will, I am sure, approach its true 
relative value as soon as the producers 
actively enter the market. These fac- 
tors do not reflect any weakness in 
general steel mill prices and do not 
justify price reductions on staple ware- 
house merchandise. 


Virtually All Costs 
Have Increased 


“You're going to have enough 
trouble in making ends meet with 
your present prices and spreads. The 
only safe position you can assume at 
the moment is that your volume this 
year will be less than it was last. Your 
costs are sky high and you can’t do 
much to bring them down. Our rec- 
ords for the Central States area show 
that warehouse common labor got 53 
cents an hour January 1, 1941, and 
was getting $1.15 last fall when we 
made our last survey. On the same 
respective dates, crane operators were 
getting 63 cents and $1.30. Delivery 
costs are way up and there’s little 
chance that they'll drop much. This 
applies to local trucking as well as 
absorptions in country _ territories. 
Since 1940 there has been a 60 per- 
cent increase in the cost of operating 
a salesman’s car. All the goods and 
services you buy have similarly ad- 
vanced. And I’m sure you don’t ex- 
pect any reductions in your taxes. 

“Your margins have been increased 
very modestly since O.P.A. Percent- 
agewise your spreads on many items 
may be the same or even less than 
they were during and prior to the war. 
You have done well during these post- 
war years for one, and only one, 
reason: Volume! If in acclimating 
yourself to competition you feel an 
attack of jitters coming on because 
your cub salesman learned from some 


, 








A HEIN-WERNER HYDRAULIC JACK 
is A BASIC MAINTENANCE TOOL 





HEAVY EQUIPMENT. ..the low cost, 
time saving efficiency of a HEIN- WERNER 
HYDRAULIC JACK can’t be beat! 


Your customers will save time—and time means money at mainte- 
nance jobs—when they put Hein-Werner Hydraulic Jacks to work 
for them. H-W Jacks give full power at any angle from horizontal to 
vertical—and full power in a Hein-Werner means that it is abso- 
lutely dependable . . . factory tested at 1% times rated capacity. 

There’s no better implement for moving heavy equipment—and 
no more versatile package of hydraulic power (up to 100 tons 
capacity) for bending, pressing, pushing or lifting operations at 
plant maintenance than an easy-operating, super powerful Hein- 
Werner industrial jack. 

Made in models of 1%, 3, 5, 8, 12, 20, 30, 
50 and 100 tons capacity. Write us for com- 
plete details. 












H-W IS THE ANSWER TO 
1001 INDUSTRIAL 
MAINTENANCE PROBLEMS 


TORS 








HEIN-WERNER CORPORATION 
WAUKESHA, WISCONSIN 
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IMMEDIATE DELIVERY 


ttco KEYLeEss 


SELF-TIGHTENING 


DRILL CHUCKS 


W E’RE happy to announce that we have 
caught up with the big demand for 
these chucks and can once more, make 
prompt shipments. This will be good news 
to the thousands of shopmen who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
are easily released by hand. Because no 
strength is needed Ettco chucks are par- 
ticularly suited for women operators. 
When it comes to holding drills tight, 
rigid and true, Ettco chucks are unsur- 
passed. When it comes to quality and 
<r acai there are no better chucks 
made. 


ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. Y. 





MADE IN 5 SIZES 
FOR No. 0 TO 
¥e"" DRILLS 








Originators 
of the 
packaged vise 







‘B® YOUR COLUMBIAN 
@ DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. ° Cleveland 4, Ohio 


the Worlds Largest Mahers of Vises 


STRENGTH - 















ACCURACY + WORKMANSHIP + DEPENDABILITY 
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assistant buyer’s stenographer that 
somebody else has a lower price than 
yours, before you cut loose with a 
snappy reduction of your own, ma 
I urge you to get into a huddle wi 
your bookkeeper and figure out where 
you'll be if your volume this year is 
25 percent under last. 

“Everyone must have known that 
this adjustment from famine to plenty 
of steel was inevitable. But unfortu- 
nately not everyone has had the poise 
and aplomb—perhaps I should add 
resources—to meet the situation and 
to go through this period of reincarna- 
tion with equanimity. 


Get Ready to Do a Selling Job 


“At this point you may feel like 
a person who has just had a physical 
examination, learned he has some 
dreadful malady and been advised 
there is no cure or relief. You can 
recover from this spree without too 
long a hangover if you go on a diet 
of small item orders such as ware- 
houses have always thrived upon. 
Function again as the department 
stores of the steel industry. Now that 
more steel is available, round out 
your inventories so you can give the 
buyer what he wants. Many of you 
have on hand only 40 or 50 percent 
of the items you had in stock before 
the war. I would guess that a couple 
million tons of steel is needed to round 
out your inventories. If you’ve bought 
tractors and trailers to haul tons and 
tons of steel to hell and gone and 
back, maybe you should replace them 
with kiddie cars or baby carriages. 
Anyhow, get in shape to do business 
again at the old stand. 

“Watch your credits. Nearly a 
million and a half new enterprises have 
been organized since the war. The in- 
vestment in these in the five-year 
period ending with 1948 is over $7 
billion. The increase in the total num- 
ber is close to 50 percent. ‘The num- 
ber of construction firms doubled. 
Manufacturing jumped 40 percent. 
Wholesale trade rose 65 percent. To- 
day, very likely, more companies are 
liquidating than incorporating. In 
March of 1945 there were 85 failures 
a month; over 1300 flops a month are 
expected this year. 


Territories Have Changed 
Considerably 


“Educate your order takers to be 
salesmen. They must know their 
stocks; they must know steel; they 
must know your customers’ require- 
ments and they must know their 
territories. And speaking of territories, 
don’t rely upon prewar models. A 
dozen factors have arisen in the past 
eight or nine years to alter salesmens’ 
territories. Old customers have en- 
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FOR GREATER PROFITS 


STOCK 
DISPLAY 
SELL 


Eltiott 


FLEXIBLE SHAFT 
MACHINES 


Over 22 high quality models to meet 
every industrial need plus a complete 


line of accessories. 


All Elliott equipment is backed by over 
50 years of experience and “know how” 


in flexible shaft manufacturing. 


Stock, display and sell Elliott. You will 
give your customers premium products at 


regular prices. 


Write for 
Catalog 49 
on your 
Company 
Letterhead 


Eliott 


MANUFACTURING CO. 
212 Prospect Ave.—Binghamton, N. Y. 























larged their plants, have devcloped 
new processes and new products or, 
perhaps, they have moved away. New 
customers have moved in. Competi- 
tors may have moved in—or out. 
High freight rates and f.o.b. pricing 
have wrought some amazing changes. 

“Aside from such extravagances as 
you may be spartan enough to clim- 
inate, you must watch your operating 
and handling costs more carefully than 
you have for many a month. Before 
the war, warehouse labor, as a relative 
item in total costs, was not a consider- 
able factor. That is not true today. 
You cannot afford much waste time 
and motion. Investigate every possi- 
bility for using cost-cutting equip- 
ment. Don’t give your customers any 
bigger cut of your profits than neces- 
sary. Break him of the habit of mak- 
ing reverse-charge telephone calls. 
Show him how he can gain by com- 
bining his small orders into larger 
ones and thus reduce your own over- 


head. 


Familiarity with Costs 
is Essential 


“Above all, know your costs. The 
importance of this, I think, was 
demonstrated by the examples of pre- 
war orders I cited previously. Know 
what percentage of your business is 
unprofitable—under a couple hundred 
pounds or less than $5.00 or $10.00. 
Get these costs forward and backward, 
inside and out. Cost per order, cost 
per hundredweight, cost per this and 
cost per that. How can you set up 
sound selling prices unless you know 
these things? Don’t swim with the 
current and let competitors establish 
vour markets—they may know even 
less about costs, spreads and profits 
than you do. 

“T heard the other day about an 


order a very important producer has 


taken to deliver one ton of a common 
garden variety hot-rolled product each 
month during the remainder of the 
vear. Normalcy has returned to the 
steel distributing business. Except for 
war periods, we’ve always had a mill 
relations committee in this Associa- 
tion. In essence, the task of a mill 
relations committee is to Ce Vince the 
producers that it is highly unprofitable 
for them to handle warehouse-size or- 
ders. There are two sound reasons for 
such a task force—to use a Washing- 
ton bureaucratic expression—first, 
warehouses want those small orders; 
second, the mills can’t possibly make 
any money on them. 


Want No Subsidies 
from Producers 


“Thanks to a combination of sev- 
eral forces, the percentage distribution 
by warehouses of the total annual pro- 
duction of steel has steadily increased. 
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i. rigger, whose life depends on 
the lines that support his scaffolding, 
needs the best in strong, non-kinking, 
long-life rope. 


For rigging, Whitlock W aterflex 
Manila is outstanding. It is treated by 
the Waterflex Process for the best in 
lubrication and waterproofing. Whit- 
lock Waterflex is the rope you can 
sell to your rigging customers with 
complete confidence. 


WHITLOCK CORDAGE 
COMPANY 
46 SOUTH STREET - NEW YORK 5,N. Y. 
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INDUSTRIAL 


BRUSHES«»-BROOMS 


Get your share of the profitable markets open to you by 
supplying CAPITAL Industrial Brushes and Brooms. The 
season is always a “selling” one in metal working plants, 
railroads, warehouses, foundries, public buildings, hotels, 
schools—in fact wherever people gather to work or play 
there is a prospect for some one of the CAPITAL Brushes 
and Brooms. We urge users to buy through 
their local distributor. Returns are good—and 
steady. 





(1) “Red Cap’’ Metal Case 
Broom 






(35) Floor 
Brush 


(4) Push 
Broom 





(2) a —— Mill = (3) aes = and Mill 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, 


IND. 














GREATER PROFITS 
CLIPPER 


Constant Consumer Demand 
No Factory Sales to Users 
Nationally Advertised 

Firm Resale Price Policy 

» Highest Uniform 7 


Sold ONLY 
Through Authorized Distributors 
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| customers. 





Still, in 1940 we had not attained the 
only goal we can justifiably defend— 
that is maximum economy in handling 
all steel orders, both large and small. 
We have never asked the mills for 
favors, protection or subsidies. If the 
producers will determine their costs 
of handling small orders and use sound 
business practice in accepting or re- 
jecting them, the warehouses should 
be more than satisfied. 

“When the Controlled Materials 
Plan was initiated during the war, the 
philosophy of warehouses with respect 
to small item mill orders was com- 
pletely vindicated. Maximum output 
was so essential that small orders— 
under three tons as I recall—were 
thrown out of mill schedules to relieve 
producers of unavoidable interruptions 
and delays. If you have any idea that 
this step was simply a war-time expedi- 
ent that would not work when the 
industry was rid of federal controls, 
how many small orders do you suppose 
were booked during the past two vears 
when the mills were striving for peak 
production under entirely different cir- 
cumstances? 


Warehouses Have 
Performed Commendably 


“During the war and the peace 
that has followed, warehouses gave 
many conclusive demonstrations of 


| their ability to service orders consider- 


ably larger than they ever did before. 
Since V-J day, distributors made avail- 
able to hundreds of small manufac- 
turers thousands of tons of steel that 
otherwise might have gone back into 
openhearths. They took seconds and 
rejects, fishtails and wasters. These 
they sorted, sheared, sawed and burned 
into shapes and forms usable by their 
They helped the mills as 
much as they did their customers. 


_ And they proved again their ability 





to handle orders considerably larger 
than prewar averages. They did this 
efficiently and economically. 

“So I hope, as supply gradually over- 
balances demand, that steel warehouse 
distributors and their sources of sup- 
ply will capitalize upon the experiences 
and lessons of the past eight or nine 
years, that each will have a keene! 
appreciation of the other’s problems. 
that wastes in marketing may be re- 
duced to a minimum, that steel con- 
sumers may have the best material at 
the least expense and that shining 
success of free enterprise in the steel 
industry may quell all critics and bring 
prosperity to one and all.” 





If an important man were to take 
time to see everybody who wanted to 
see him, he wouldn’t be important 
long. 
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OBITUARIES 





Fred S. Durham, Sr. 


Fred S. Durham, Sr. 
Bonney Forge President 








Fred S$. Durham Sr., president of | 


the Bonney Forge & ‘T’ool Works, died 
unexpectedly following a heart attack 
on Saturday, May 28, at his home in 
Catasauqua. He was in his 65th year. 

He was born July 2, 1884, in Wil- 
liamsport, a son of the late J. Edward 
Durham Sr. and Nellie (Stranahan) 
Durham. In 1907, the year after he 
was graduated at Princeton University, 
the family bought out the Bonney 
Vise & Tool plant at Meadow and 


Tilghman Streets. Although the elder 


Mr. Durham maintained an interest 
in the business, Fred Durham and his 
brother, J. Edward Durham Jr., were 
in active charge. 

Mr. Durham also was a member of 
the board of directors of the Pennsyl- 
vania Power & Light Co. and of the 
Allentown National Bank. For a num- 
ber of years he was a member of the 
board of governors of the Allentown 
Chamber of Commerce. 

Surviving Mr. Durham are his wife, 
a son, two grandchildren, a brother 
and a sister. 


Sidney L. Palmer, 
Of Federated Metals 


Sidney L. Palmer, 66 years old, ac- 
tive in the bar solder department at 


the Newark, N. J. plant of the Feder- | 


ated Metals Division, American 
Smelting & Refining Co., died on 
May 9. 

Mr. Palmer was first employed by 
the American Smelting & Refining 
Co. at their Denver operation in 1915, 
A well-known metallurgist, he devel- 
oped various metallurgical processes, 
























Socket Cap Screws 
Sturdy, cold formed 
head — continuous 
fibre structure. 

Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 


standard counter- 
sink. 












Socket Set Screws 


New precision- 
ground threads on 
“Blue Devil” socket 
set screws assure fin- 
est, super-smooth 
finish. Safer because 
they’re recessed—es- 
pecially when used on 
collars, hubs, pulleys. 


Set Screw Point Styles 
e Cup Point 

e Oval Point 

e Flat Point 

e Cone Point 

e Half Dog Point 


Full Dog Point avail- 
able on special order 




















Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Socket Screw Keys 
In all sizes—short or 
long arm series. 


Socket Pipe Plugs 


Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


NEW 1949 catalog of ‘“‘Blue Devil” 
socket screw products—lists prices, 
styles and sizes. Well illustrated, thumb 
indexed. 





SAFETY SOCKET SCREW COMPANY 


4451 N. KNOX AVENUE «+ CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 
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PATENT 
PENDING 


N OW! An iron so light, so well balanced, its weight 
is scarcely noticeable. 


When customers call for an 


iron for long delicate work where fatigue works 
against quality, HEXACON FEATHER WEIGHT BAN- 


a 


HEXACON MODEL 30H. Weight 
5% oz. (less cord). 40, or 60 Watts. 
Both %” and 4” tips furnished. 
Ask for literature on complete line 
of screw tip, plug tip and hatchet 
irons. 


HEXACON ELECTRIC CO, 


138 W. CLAY AVE., ROSELLE PARK, N. J. 
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TAM is the answer. The 


new BANTAM is completely 
comfortable, more practical 
than a pencil iron and re- 
quires no transformer. Write 
for prices and discounts, to- 
day. 











HOT FORGED STEEL 
STAINLESS STEEL 













... even when 
the pipe is not 
perfectly aligned! 











HOT FORGED from solid, rectangular steel bars, Catawissa 
Pipe Unions are free from sand and blow holes. The ball-to- 
angle seat design plus their ability to expand and contract 
with the pipe give you sure fire dependability .. . 
fect seal for every application! 


@ pete 





Full ACME Threads or 
U. S. V-Threads in 


WRITE FOR COMPLETE ENGINEERING DATA 
AND YOUR COPY OF BULLETIN 10-A 





Union nuts and on fe- 
male end. 
STANDARD AND 
DOUBLE EXTRA 
HEAVY 














CATAWISSA VALVE & FITTINGS CO. 
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many of which were patented and as- 
signed to the American Smelting & 
Refining Co. His most recent patent 
covered Federated Metal’s new cast- 
ing equipment for making an improved 
type of bar solder. He was, also a 
member of the A.I.M.E. 

Mr. Palmer is survived by his 


widow, a son and a daughter. 


Henry E. Wilkinson, 
Manufacturer’s Agent 

Henry E. Wilkinson, 65, manufac- 
turers’ agent handling sales of indus- 
trial machinery and equipment in the 
Buffalo area, died in a Buffalo hospital 
on May 18. He was a graduate of 
Massachusetts Institute of Technol- 


ogy. 


| Charles F. Newpher, 


National Screw Executive 


Charles F. Newpher, 60, executive 
vice-president of The National Screw 
& Mfg. Co., Cleveland, Ohio, and 
one of the fastener industry’s leading 
authorities, died on May 15. 

He had been vice-president and a 
director of National since 1939. Born 
in Cleveland, he began his association 
with the fastener industry with the 
Upson Nut Co., now a Republic Steel 
division and was sales manager when, 
after 26 years with the company, he 
left in 1937 to become assistant to 
the president of National. Two years 
later he became vice-president in 
charge of sales and a member of the 
board. In 1948 he was made execu- 
tive vice-president. Among his other 
business associations, Mr. Newpher 


| was a director of the Lock Thread 





| Corp. of Detroit, Mich. 


Most recently, he had been chair- 
man of the committee of the Ameri- 
can Standards Association to standard- 
ize bolts, cap screws and nuts inter- 
nationally. In 1940, he was president 
of the American Institute of Bolt, 
Nut and Rivet Manufacturers. 





Charles F. Newpher 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Columbus Iron Works, Columbus, 
Ga., has added the DeWalt line of 
machines and Sturtevant heaters. 

Bornell Supply Co., Inc. of Piqua, 
Ohio, has been named distributor 
of Hewitt industrial rubber products 
in Piqua and surrounding territory. 

The following dealers recently were 

named distributors by DeWalt, Inc.: 
e Well Machinery & Supply Co., Inc. 
Fort Worth, Texas 

e Wichita Supply Co. 
Wichita Falls, Texas 

e Midwest Equipment Co. 
Rapid City, S. D. 

e Blue Ridge Hardware & Supply 
Bassett, Va. 

e Martin Machinery Co. 
Little Rock, Ark. 

¢ Valley Industrial Sales Co. 
Appleton, Wis. 

¢ Columbus Iron Works Co. 
Columbus, Ga. 

e Bishop Hardware & Supply Co. 
Bishop, Calif. 

e McKee Tool & Supply Co. 
Lima, Ohio 

@ Harron, Rickard & McCone Co. 
Los Angeles, Calif. 

e Palmer Machinery Co. 
Jacksonville, Fla. 

@ Soltz Machinery & Supply Co. 
Pine Bluff, Ark. 

e Bowen Bros. Hdw. Co. 
Augusta, Ga. 

e L. J. Kingsley Co., Inc. 
Binghamton, N. Y. 

e W. P. & R. S. Mars Co. 
Duluth, Minn. 

@ Davidson Hardware Co. 
Tyler, Texas 

e Electric Tool & Supply Co. 
North Hollywood, Calif. 

¢ Taylor-Parker Co., Inc. 
Florence, S. C. 

e Stan Houston Equip. Co. 
Sioux Falls, $. D. 

¢ Indiana Equip. Co., Inc. 
Indianapolis, Ind. 


George H. Wahn Co., Boston, Mass. 
has been newly named an Allis- 
Chalmers dealer for the company’s 
motors, controls, Texrope drive- 
equipment, centrifugal | pumps, 
transformers and circuit breakers. 


The Electric Supply & Repair Co., 
Pittsfield, Mass. has been named 
distributor for Allis-Chalmers Tex- 
rope drive equipment. 














FOR INDUSTRIAL DISTRIBUTORS 





TODAY the essential function of cata- 
logs is clearly evident. 


Sales can be maintained by using 
every available tool for closing. 


Those who will retain their standing 
as Suppliers to Industry will employ 
easy-to-use catalogs to secure busi- 
ness when and where business pre- 
sents itself. 


A CUNEO-Built catalog is an assur- 
ance of the maintenance of one’s 
business standing. 





QUALITY 


CATALOG 
PRINTING 


Ws CONS iN — 
<a CUNEO PRESS /xc. 


230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 
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VALLEY crinbers 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials, they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 
low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 














FIRE PREVENTION EQUIPMENT 
VALUABLE INDUSTRIAL 
PRODUCTION NEEDS THIS 


Every potential dollar you save for your customers 
who have a fire problem is a dividend in your pocket. 
No matter what the need .. . outdoor, indoor—heated 
or unheated buildings . . . you can supply the proper 
piece of Fire Preven- 
tion Equipment from 
the DIENER line. Send 
for complete facts — 
get your share of a 
good business market. 





FOAM TYPE FIRE 
EXTINGUISHER PERFECTION 
2% Gal. cap. Ejects EXCELSIOR CAN 


able foam which has a For storing excelsior, straw, 
cee thei This waste, paper for packing, and 
smothers the fire and other combustibles — also helps 
the thick air-tight to keep packing material neat 
ag yt ag and clean and prevents waste 
fire from  re-igniting. and loss. Made of heavy gal- 
Le od — —— vanized steel. Useful in manu- 
enamel, grease, or tac. facturing plants, airports, gaso- 
quer is used and stored. line stations, etc. 


GEO. W. DIENER MFG. CO.“ chicess 20 tino” 
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Smith Electric & Supply Co., Sioux 
City, Ia., has been appointed a dis- 
tributor of motors, controls and 
centrifugal pumps manufactured by 
Allis-Chalmers. 


The Dominic Hardware, Pittsburgh, 
Calif., has been named distributor 
for Allis‘Chalmers’ _ centrifugal 


pumps. 


The Mill Supply Corp., Salem, Ore. 
has been appointed a distributor for 
motors controls and Texrope drive 
equipment manufactured by Allis- 
Chalmers. 


Smith Electric & Supply Co., Sioux 
City, Ia. has also been named a cer- 
tified service shop for Allis-Chal- 
mers motors and controls. 


Standard Shannon Supply Co., Phila- 
delphia, Pa., has been appointed a 
distributor for Walker Turner tools. 





D-A-T-E-§ 
TO REMEMBER 





July 21-27—Modern Store Fronts Fix- 
tures and Equipment Show, Soldier 
Field, Chicago. 


Aug. 9-12—Western Packaging Ex- 
position, Civic Auditorium, San 
Francisco. 


Aug. 23-26—National Association of 
Power Engineers, Hotel Sherman, 
Chicago. 


Sept. 11-14 — National Industrial 
Stores Association, Ambassador 
Hotel, Atlantic City. 


Sept. 12-16 National Instrument 
Conference & Exhibit, Municipal 
Auditorium, St. Louis, Mo. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago, Ill. 


Sept. 21-23—Direct Mail Advertising 
Association, Congress Hotel, Chi- 
cago, Ill. 


Oct. 4-7 — Industrial Packaging & 
Materials - Handling Exposition, 
Convention Hall, Detroit. 


Oct. 12-15 — National Hardware 
Show, Grand Central Palace, New 
York City. 


Oct. 17-21—National Metal Exposi- 
tion, Cleveland, Ohio. 
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Oct. 24-28—National Safety Congress 
Exposition, Chicago, II]. 


Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 


Nov. +4-6—Annual Paint Industries 
Show, Chicago. 


Nov. 14-18—Sixth All-Industry Re- 
frigeration and Air-Conditioning 
Exposition, Auditorium, Atlantic 
City. 


Nov. 28-Dec. 3—Chemical Industries 
Exposition, Grand Central Palace, 
New York City. 





FROM THE 


FILES = 


25 YEARS AGO 


Southern mill supply distributors 
reported they had been able to collect 
approximately 75 percent of their ac- 
counts past due—by charging interest. 

The Cleveland Twist Drill Co. was 
50 years young, and getting ready to 
test its muscles on another quarter- 
century. 

A. W. Christopher, Pittsburgh dis- 
trict sales manager of the Youngs- 
town Sheet & Tube Co. was ready to 
take to the woodshed the “he-gossips” 
spreading pessimism about American 
business merely on heresay evidence. 

Frank Farrington’s “lesson” for the 
month on Successful Salesmanship 
called attention to the little influences 
and occurrences that sometimes spelled 
success in selling. 

For the “Department of Same Old 
Problems”: the Commerce Depart- 
ment had just issued a chart showing 
how to make a shipping case so that 
it would stay together in transit. In 
making a packing case, the chart ad- 
vised, the nailer must use his own 
head as well as the nail’s. (Pardon us, 
but won’t it hurt?) 

One of the men on the road for 
The Clyde Equipment Co., distribu- 
tors in Portland, Ore., lost in the log- 
ging camps of the great Northwest, 
was “found” by his firm with a broad- 
cast over a local station. 

Incompetence and lack of capital 
were listed as the outstanding charges 
against individuals and causes of their 
failures in business, according to The 
Bradstreet Co. 

The National Mill Supply Co. of 
Fort Wayne acquired more space in 
a new building at 121 East Columbia 











Here at York, we do not think of chain-making 
as merely a matter of producing tonnage. 


Fg ERR me RE ye” 2 NE ge en 


To offer a line of products as complete as 
the AMERICAN CuaiIn line requires an intimate 


knowledge of chain design, the best use of 


——- 


alloys, proper heat-treating, galvanizing— 


plus the necessary machinery and equipment to 









take full advantage of that knowledge. i 
AMERICAN makes chain in sizes from that ot a tT 
ship’s anchor chain to that of a fish stringer. \ 
But size is only part of the story. A wide ! 
selection of patterns, material analyses and ; 
finishes—as well as a complete range of fittings ‘ 


and attachments—makes AMERICAN truly the 


“COMPLETE CHAIN LINE” 


York, Pa., Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, 
Cc re) Portland, San Francisco, Bridgeport, Conn. 


oie 


MX. AMERICAN CHAIN DIVISION 
he AMERICAN CHAIN & CABLE 


NACA 





ao) In Business for Your Safety 
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Small-size reducing valves will 
be developed especially to fit your 
equipment. Use our 25 years of suc- 
cessful experience in manufacturing 
Automatic Valves! 


CASH- 
ACME 


A. W. CASH VALVE MFG. CORP. 




















SPECIALIZATION ... 


Johnson Steel & Wire Com- 
pany is a specialty plant. Here 
are extra refinements not 
found in a_ tonnage mill. 
Working witk the Johnson 
Scientific Laboratory Control, 
Johnson Quality Control fol- 
lows through in the mill, 
keeping a watchful eye always 
on ali the factors involved 
in producing wire for every 
application. Warehouse stocks 
Worcester @ Chicago @ Los 
Angeles. 





PRN ES Te ORR ETD Pe 


JOHNSON 


STEEL AND WIRE COMPANY, INC. 
WORCESTER 1, MASS. 


PHILADELPHIA CLEVELAND. DETROIT AKRON 
HOUSTON TULSA LOS ANGELES 
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Street, and was able thereby to in- 
crease its stocks of mill and factory 
supplies. 


10 YEARS AGO 


The “Monarch” was home and its 
tired but tanned and happy passengers 
had deboated after six days of me- 
andering and merriment. Rooms, food, 
service—everything had exceeded ex- 
pectations. 

Carl Davis (American Saw) Ed 
Stvan (Strong, Carlisle & Hammond”, 
Charlie Chamberlain (Jenkins Bros.) 
and Tom Hyde (Henry G. Thomp- 
son & Sons) were still showing around 
their 106 lb. rockfish, fresh and fugi- 
tive from a Fulton Street hideaway. 

While the mercury rose, members 
of the Wiley-Hughes Supply Co., 
Trenton, N. J., and its cooperating 
manufacturer representatives rolled up 
their sleeves to put across a three-day 
industrial show that drew some 1,200. 

May industrial supply volume 
touched a level not seen since Novem- 
ber 1937 as the sales indicator climbed 
to 112. All territories, except the 
Western states, registered gains. 

Jenkins Bros. honored its distributor 
friends on the occasion of its 75th 
year in business. 

Turning in a low gross score of 81, 
John Ora, MILL SUPPLIES, cap- 
tured the championship trophy in a 
golf tournament at the second annual 
outing of The Keystoners at the Mel- 
rose Country Club, Philadelphia. 

The National Association of Pur- 
chasing Agents Convention and In- 
form-a-Show, the 24th of the kind, 
played to a full house of more than 
1,400 delegates in San Francisco. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 








May reports of industrial purchasing 
executives find general business was 
slightly off from April, when there 
were indications that business was 
trending to level off and seasonally 
improve. Production has sagged, and 
the number reporting increases 
dropped from 19% in April to 9% in 
May. 54%, however, report they are 
maintaining previously adjusted pro- 
duction schedules. Order bookings fol- 
lowed the production trend closely; 
those having increases dropping from 
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23% in April to 16% in May. Others, 
holding even with the previous month, 
amounted to 47%, the highest num- 
ber since November. The slide-off in 
production and the reversal of the 
trend to build up back orders, though 
of little weight statistically, are more 
important when considered in the 
light that May was looked to as a 
month of seasonal recovery and, while 
there has been some seasonal improve- 
ment, the improvement was offset by 
further business declines. 

The majority opinion of purchasing 
agents reporting is that general busi- 
ness is still on the down side of the 
present cycle which started in Novem- 
ber; that we are probably half way 
through this cycle. June and )uly pro- 
duction is expected to be adversely 
affected by industrial vacation periods 
and labor disturbances. The down 
trend is expected to continue through 
those months and level off through 
August and September, improving 
gradually during the last quarter. In- 
ventories are being reduced rapidly. 
New orders are usually for a limited 
quantity and early shipment. This 
policy is expected to continue until 
inventories are worked down to the 
new lower operating requirements and 
prices show a definite trend to sta- 
bilize. In the current situation, pur- 
chasing agents are neither optimistic 
nor pessimistic but are carefully evalu- 
ating price, supply, and demand. 


Prices 


The trend continued down in May, 
though not with the rapid pace of 
April. There is no sign of general price 
stabilization. Basic raw materials pre- 
dominate in the price slide. Fabricated 
items have been slow to adjust prices 
to new lower raw material costs. Buy- 
ers believe the policy being pursued by 
many sellers, of offering token or a 
series of small cut and try reductions, 
is not attracting much business. Opin- 
ion is strongly expressed that sellers 
should take a more realistic view of 
present business conditions and mark 
goods down to the lowest base con- 
sistent with the lower cost trends. 
Prices of a number of important com- 
modities have not yet been reduced, 
but there are definite signs of weak- 
ness. Until more confidence in the 
price structure is established, purchas- 
ing agents will look for lower prices. 
Purchases of mass production items, 
normally priced on a bread-and-butter 
or overhead absorbing basis, can now 
be negotiated at lower prices where 
the seller can be assured of a continu- 
ing volume. 


Inventories 


Purchased material inventories con- 





MORE AND MORE JOBBERS 
ARE “SEEING THE LIGHT” 
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—for STEADY SALES, 
IT’S It = 


The COMPLETE Puller Line—the PULLING Ne 
SYSTEM of most universal application, 
FACTORY APPROVED by leading bearing 
manfacturers for use on their bearings, 
RECOMMENDED by tractor manufacturers 
to their dealers, widely ADOPTED by many 
industrial concerns as Standard maintenance 
tools. 


PLUS the widest range of SPECIAL TOOLS 
for specific problem jobs, with NEW ones 
added whenever new maintenance and pro- 
duction tool needs arise. 


Ul 
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A Quarter Century of Service has proved 
OTC quality and dependability in making 
maintenance and service operations easier, 
faster and safer. 


NON-COMPETING—OTC has it’s own 
strongly established and fast-growing mar- 
ket, promoted by continuous National Adver- 
tising and Factory Selling Cooperation. 


YN \ a/ ‘Ge 
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IT PAYS TO STOCK AND PUSH 


§ TOOLS 
“ ws OWATONNA TOOL COMPANY 


312 CEDAR ST., OWATONNA, MINN. 
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OFFERS A BIG 
PROFITABLE MARKET 
with Steel Laid & Solid Steel 


TINNERS SNIPS 





REGULAR PATTERN 


These rugged snips are in 
demand for cutting stain- 
less steels, galvanized iron, 
other sheet metal... as 
heavy as may be cut with 
the hand. High carbon 
Crucible steel welded to 
the inside of each blade 
provides a tough, lasting 
cutting edge. Black baked 
enamel handles and pol- 
ished blades. Also avail- 
able in Curved and Com- 
bination patterns. 


Duck Bil 
CUTTING SNIPS 


These snips are designed 
for cutting both straight 
lines and intricate curves, 
cleanly and smoothly with- 
out bending or “chewing” 
the metal. Combine in one 
tool the advantages of 
both straight and curved 
snips. Red baked enamel 
handles, polished blades. 


REGULAR PATTERN 


No. Full Length Length of Cut 
12 9 in. 2 in. 
11 10 in. 2% in. 
10 12 in. 2% in. 
9 13 in. 3% in. 
8 14 in. 3% in. 
DUCK BILL CUTTING SNIPS 
No. Full Length Length of Cut 
16JR 7 in. 1% in. 
22J5R 10 in. 2% in. 
93IR 12 in. 3° in. 


Built for rugged duty and precision 
cutting, Clauss Tinners’ Snips will help 
build a profitable volume for you. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 


THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 
New York Office: 

1107 Broadway e 

















Algonquin 5-0506 
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tinued the sharp drop recorded in 
April, 60% again reporting declines. 
As lower production schedules are set, 
inventories are being consumed at a 
much faster rate than they are being 
replaced. Price uncertainty and in- 
creasingly greater availability of most 
products, dictate the extremely cau- 
tious view now held. Turnover rate of 
purchased materials has dropped 
slightly, but this condition may cor- 
rect itself in the next few months. 


Buying Policy 


The  shortest-range commitment 
policy since the war was in effect in 
May. 62% were in the “hand-to- 
mouth to 30-day” category; 37% ona 
60- to 90-day basis. Inventory reduc- 
tion and suppliers’ prompt delivery 
positions favor a continuance of this 
policy by purchasing agents. 


Employment 


More layoffs reported this month; 
more factories on shorter hours. 
Weeding out of inefficient employees 
continues. The white collar worker is 
now being affected. The seasonal 
pickup in agriculture and construction 
is slightly more than offset by indus- 
trial payroll decreases, some due to 
strikes, mostly due to production cut- 
backs. The situation is not consid- 
ered alarming at the present time, but 
the trend is down. 


Commodity Changes 


For the second month the leaders 
in price declines were copper, lead, 
zinc, and their products. Other impor- 
tant commodities registering declines: 
Acetates, autos, building materials, 
burlap, carbon black, casein, castings, 
caustic soda, containers, food, formal- 
dehyde, coal, oil, coke, glycerine, 
greases, iron and steel scrap, lumber, 
mercury, naphtha, lubricating oils, 
paint, paper, platinum, printing, rayon 
fiber cord, shellac, soap, soda ash, 
tires, textiles. 

The few on the up side were: Corn- 
starch, dextrines, gasoline, menthol, 
wire nails, tallow. 

In short supply: Ammonia, asbestos, 
cadmium, some sizes of steel pipe. 


Canada 


Canadian business is reported im- 
proved over April and somewhat better 
than in the United States. Production 
is holding at previous levels, with a 
slight trend up. Order books show a 
considerable improvement over April 
in contrast with the trend in the 
United States. Several report curtail- 
ment of export business. Prices, while 
down from April, have not followed 
the United States trend. Employment 
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We have a 
copy for you- 





we facts about industry's 
rating of gauges that you 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, tll. 
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upward trend of last month has turned 
off, but previous increased pay roll is 
being maintained. Buying policy the 
same as the United States, predomi- 
nantly hand-to-mouth to 30 days. 


SALES HELPS 


from 
MANUFACTURERS 























PUMPS & WATER SYSTEMS— 
Are discussed in a 32-page, 3-color 
booklet using ample illustrations. In- 
formative chapters explain reason for 
using adequate size pipe, how to avoid 
common mistakes in planning a basic 
water system for future expansion, dia- 
grams indicating various types of 
pumps and the related depths of wells 
where each is used to advantage.— 
Deming Co., Salem, Ohio. 


CORD CONVEYOR BELTS—Are 
featured in a 6-page catalog section 
which fully describes construction of 
the cord belt. Chief advantage is that 
lines of parallel cords are completely 
coated with rubber, giving plies of cord 
and rubber practically the same impact 
resistance as the cover because the 
cords can spread apart under a blow. 
The section also pictures and describes 
other conveyor belts in the company’s 
line, including several for specialized 
services.—B. F. Goodrich Co., Akron, 
Ohio. 


WRENCHES & SHOP TOOLS—A 
new, 100-page catalog on wrenches 
and shop tools features easily-read 
type, large illustrations and a handy 











SAFETY APPAREL LINE 











PROTECTIVE 


CLOTHING IN Fe 
GREAT ASSORTMENT 4. 

FOR ALL PARTS Ay X 
OF THE BODY ime 





Industri 


STEEL GRIP 


OAT.078, 
Member 


National Safety Council 


FINGER GUARDS 


GET QUICK ATTENTION 
AND SALES ACTION... 


% Let us give you the complete FINGER 
GUARD story—then see the profit 
possibilities for yourself. The bulletin 
featured is but one of numerous bul- 
letins we have of our complete line. 
Included is a 20-page catalog. You’ll 
want them all. 

FINGER GUARDS give protec- 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations. That means you 
have an item that gets you in and 
gets you sales in one factory after the 
other—and you make quantity sales 
as you go. 

FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you will read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our long experience in the field. 





OLD HICKORY 








STEEL GRIP 





Steel-Grip offers the most complete 
line of Protective Work Handlers and 
Safeguards. 











1650 Garfield St. 
(14 Danvilile, Ill. 


GLOVES COMPANY 
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MATERIALS 
HANDLING 


EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 








‘ 


‘ 


Spur Gear Hoist. 7 
speed, high quality, 
capacities ranging from 
Y% through 20 tons. 








Differential Hoist Capac- 
ities one-half, and one- 
ten. A fast-selling low- 
cost hoist, with a large 


CONCO 


I-Beam Trolley in four 
models, plain or geared 

s in capacities from 
4 through 10 tons. 


ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St., Mendota, Illinois 


nye menemait planes pe Oey 


on an everyday basis 


SELLING THIS SHIM STOCK LINE 
HAS THREE EXTRA ADVANTAGES 


MERCHANDISING— 


This new, metal wall rack is imprinted with 
your firm name when ordered in quantities J 














YOUR NAME HERE 


of 25 or more. 


FLEXIBILITY— 
You fill the rack with four cartons of 6” x 
100” brass or steel shim stock in gauges of 
the customer's choice. 12 gauges, from .001 
to .012”, are available. 


LARGER PROFITS— 


Larger units of sale for you. You sell the rack 
and four cartons of shim stock at one time. 


SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company’s line 
of packaged shim stock eliminates waste in. stocking and using. 


LAMINATED SHIM COMPANY 


INCORPORATED 
GLENBROOK, CONN 





SHIM STOCK AN-COR-LOX NUTS 
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alphabetical index at front and back 


- sections. Prices have been eliminated 


but a price supplement is available and 
listings correspond to those of the 
catalog. This plan extends the catalog 
life. Also included is a section devoted 
to a description of the progressive 
steps in the production of wrenches.— 
Billings © Spencer Co., Hartford, 
Conn. 


FLAT BELTS & BELTING—A 36- 
page, illustrated book contains descrip- 
tions and specifications of belts for 
general industry and special purposes. 
Sections are devoted to belts for textile 
machinery; endless round belts includ- 
ing all-rubber, rubber cord-center and 
half-round designs; industrial webbing; 
belt connectors and other helpful en- 
gineering information. There is also a 
section on special products such as 
loom strapping, check straps, roll cov- 
ering and shock pads.—L. H. Gilmer 
Co., Tacony, Philadelphia, Pa. 




















NEW CONTAINERS—The manu- 
facturer’s 6, 8 and 10-in. snatch blocks 
and the 8-in. diamond shell block with 
either hook or shackle are now being 
delivered in new cardboard containers. 
This is said to protect them in transit 
and insure their delivery in first-rate 
condition and appearance.—American 
Hoist & Derrick Co., St. Paul, Minn. 


HYDRAULIC VALVES—An 84 x 
11, 2-color, 52-page catalog illustrates 
and describes over 90 models making 
up the manufacturer’s line of hydraulic 
valves. Description of each valve in- 
cludes working drawings, specifications 
for sizes, cut-away views and opera- 
tional diagrams of piston designs. Cir- 
cuit layouts for control show arrange- 
ment of necessary hydraulic equipment 
and are accompanied with description 
of circuit operation—Gerotor May 
Corp., Baltimore, Md. 


RELIEF VALVES—Complete infor- 
mation on dimensions and weights, 
design detail and correct installation 
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is given in Bulletin 711 on the manu- 
facturer’s line of all-steel relief valves. 
These valves are designed for a basic 
steam, oil or vapor working pressure of 
600 Ib. at 850° F. but can be furnished 
with special carbon springs for more 
severe service conditions.—Edward 
Valves, East Chicago, III. 


SWITCHGEAR—And circuit break- 
ers are covered in an 8-page bulletin. A 
chart supplies dimension and typical 
panel data on the switchgear which is 
available in current ratings of 15 to 
5,000 amperes, interrupting ratings to 
100,000 amperes, 250 volts DC and 
600 volts AC. The rigid self-supporting 
structure and pantograph construction 
of the switch gear are portrayed.— 
Allis-Chalmers, Milwaukee, Wis. 











PIPE TOOLS—Including power pipe 
machines and power drives with acces- 
sory equipment are covered in a new, 
52-page catalog. The catalog describes 
and illustrates hand-operated pipe tools 
of all types in capacities up to 12-in, 
pipe; power pipe machines in 3 models 
of 4 to 4-in. pipe; power drives in 3 
models for operating geared pipe 
threaders and for jobs where power is 
needed such as opening sluice gate 
valves, turning a boring bar, operating 
winches and turning sheet metal rolls; 
and supplies and accessory equipment. 
—Toledo Pipe Threading Machine 
Co., Toledo, Ohio. 


RADIANT HEATING—A 48-page 
book gives a complete, comprehensive 
story of radiant heating and presents 
helpful information as a practical basis 
for the planning and installing of an 
efficient system. It also shows how to 
calculate pipe sizes for various con- 
ditions and includes typical pipe coil 
patterns and heat transmission tables. 
—National Tube Co., Pittsburgh, Pa. 


“FUNDAMENTAL CHARACTER- 
ISTICS—of Revere Metals” are de- 
scribed in a 63-page booklet which 
gives in non-technical language the 





The SHELDON Line 


is Ist for Industrial 
Distributors 


TS56B 
1144" Swing 


... eastest to sell and 





more profitable because: 








L44 
10-44" Swing 


2. 

TU124SP a 
13-¥4" Swing 
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They are better machine tools of the 
right sizes and types for volume sales— 
more quality per dollar; more actual tool 
per dollar. 


They come fully assembled—ready to 
uncrate and operate. 


The Sheldon Catalog—large full color 
illustrations tied to individual sales fea- 
tures and specifications. The Sheldon 
Price List is complete—is arranged for 
fast and accurate reading and so worded 
that anyone can easily make a “profes- 
sional quotation.” 


Sheldon gives better factory co-operation 
and effective sales helps and supports 
you with continuous advertising. 


Keep pushing SHELDON Tools, they are 


clean profitable units to sell. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes @ Milling Machines @ Shapers 
4232 N. KNOX AVENUE ® CHICAGO 41, ILLINOIS, U. S. A. 
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tks tdewnes that’s why it’s 
easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 


CALDER MANUFACTURING CO, 


Lancaster, Penna. 








They Guard and Guide 
where Dangers hide! 








eWe urge 
users to buy 
thru their 
local distrib- 
utor. 

e 


Sell CANTOL 
WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


« 


EMBURY 


AIR PILOT 


LANTERN 
EMBURY MFG. CO., WARSAW, N. Y. 


CANTOL WAX 
PRODUCTS CO. 
Bloomington, Indiana 
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| characteristics. 





basic technology of copper, brass and 
bronze. Among the topics are copper 
and its alloys, cold working and hard- 
ness, annealing corrosion and specifi- 
cations. Also included is a 7-page 
glossary of metallurgical terms.— 
Revere Copper & Brass Inc., Rome, 


ROLLER CHAIN—A 12-page, illus- 
trated catalog describes new features 
for safety, wear and maintenance 
found in the company’s roller chain, 
as well as its operating characteristics. 
Photo-micrographs, engincering draw- 
ings and component photographs illus- 
trate construction from complete as- 
sembled chain down to metallurgical 
Specifications and 


| prices for most sizes of standard roller 


chain and attachments are included.— 


| Atlas Chain & Mfg. Co., Philadelphia, 





Pa. 

















BOLT CARTON—A rugged, reship- 
pable carton sealed with linen tape 
contains standard small lot quantities 
of bolts. Cases of carriage, machine or 
lag bolts can be ordered and delivered 
in carload or Jess than carload lots. Cut 
thread carriage and machine bolts have 
nuts attached as usual.—Buffalo Bolt 
Co., Buffalo, N. Y. 


CARBIDE TIPPED TOOLS—For 
turning, boring, facing and threading 
are described in a new folder. Seven 
types of stocked tools, both left and 
right hand are detailed for size and 
price.—Super Tool Co., Detroit, 
Mich. 


AIR HOSE—A new booklet gives 
complete data on the applications, con- 
struction and specifications for air 
hose, as well as instructions for good 
air hose engineering practice.—New 
York Belting & Packing Co., Passaic, 
Ns J. 


DIAMOND WHEELS—A_ 36-page 
catalog contains a complete descrip- 
tion of types, sizes, list prices and other 
data of resinoid bonded diamond 
wheels. These wheels, according to 

















the manufacturer, have an especially 
developed resin bond which will not 
load or glaze when coming in contact 
with soft or hardened tool steel while 
grinding carbide tipped tools. This 
non-loading bond, it is claimed, will 
always cut cool and fast.—Raybestos- 
Manhattan, Passaic, N. J. 

















TOOL KIT—A highly _ polished, 
wooden tool kit houses the tool and 
accommodates the 40 most popular ac- 
cessories of the manufacturer’s portable 
power tool—Chicago Wheel & Mfg. 
Co., Chicago, IIl. 


CASTINGS—A 6-page folder features 
two important charts that will help 
select the right alloy for the most cor- 
rosive conditions. A “Quick Selector” 
shows the comparative corrosion re- 
sistance of commonly used grades in 
179 different corrosive media. The 
bulletin also includes a list of standard 
corrosion-resistant alloys showing ACI 
types, AISI types and mechanical 
properties and descriptive remarks 
about each.—American Brake Shoe 
Co., New York, N. Y. 


CARBIDE TOOLS—A 66-page, pro- 
fusely-illustrated catalog covers the 
manufacturer’s line of carbide tools. 
It includes price listings, specification 
data and schematic drawings.—Wil- 
ley’s Carbide Tool Co., Detroit, Mich. 


STANDARD PACKAGING—An im- 
provement in the merchandising of 
pipe nipples has been introduced by 
making available in standard quantities 
and sizes 93 packs. Ranging from 4 to 
2-in. sizes and from close to 6-in. 
lengths, the packages are packed from 
250 in the small to 25 in the larger 
sizes—Chicago Nipple Mfg. Co., 
Chicago, III. 


TAPPING MACHINE—A new bul- 
letin describes the foot-operated tap- 
ping machine, containing a full 
description of operation and results ob- 
tained on actual production jobs. Also 
given is a table of models and capaci- 
ties available, complete with price list. 
—Ettco Tool Co., Brooklyn, N. Y. 











ALWAYS Zpéz... 
foe Creed Type cand 


Sy” oY Killer You 


“KING” Hose Clamps 


SINGLE BOLT=DOUBLE BOLT 


On the largest suction or discharge hose, or the smallest size garden variety, 
“King” Clamps will hold that line against leaks or seepage. Made of malleable 
iron, they are designed to tighten evenly against the entire perimeter of the hose 
without cutting into the cover. Full-width tongues assure a perfect seal. The reinforced 
bolt lugs cannot bend out of shape. Both single and double bolt styles are equally 
efficient on heavy or light wall hose ranging in size from 7%” to 17%". Cadmium 


plated—rustproof. Also furnished entirely of brass for non-sparking services. 


Sold Only in Accordance With Our Established Distributor Policy 


OD IN T 3 \ 
PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS + CLAMPS 


“BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING” “DIX-LOCK”’ 
PHILADELPHIA, PA. BRANCHES: CHICAGO «+ BIRMINGHAM * LOS ANGELES *° HOUSTON 
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A Complete NEW LINE of 





Totally Jacketed 


PUMPS 





CompLere sack bbe fot rade 










BRONZE 
BEARINGS 






When your problem is to 
pump a liquid requiring 
either heating or cooling for 
efficient handling, look to 
the new Viking line of totally jacketed pumps. 

Complete jackets surround the pump casing, head and stuffing box. 
Pump cvailable with any combination of jackets. 

Special bearings, packing and gaskets are standard equipment for 
handling hot liquids. Complete jacketed pumps furnished in 90, 200, 
300 and 450 gpm sizes. Jacketed heads available for pumps of lower 






Righ tompore- 
— 


capacity. 
4 | Viking Ask for free bulletin 
la I NG 901MM today for com- 
N HONORED NAME || plete specifications. 


See Our 
Catalog In 
SWEETS 


IN PUMPING i 





Pump Company 
Viking Cedar Falls, lowa 








a ae BERG & McKEE 


VJ ~ 
A. VE THESE MODERN FEATURES/ 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertise 
with manufacturers 
of their trade-marks, 


d Lines are tied up 
advertising by use 


A ODAVAG? GOl RS G1 ROT" Se 





WEINBERG & MCRKEE, Ine. 











O,iginality 


LOOK TO) = 


You Sell 11 TOOLS 
At Once in This Set: 


9 detachable CHROME-PLATED 
nut driver blades, 3/16 to %” 
sizes! Regular chrome plated 
double-end detachable screwdriver 

blade, 3/16 and 9/32” sizes! 

to 5/16” reamer! Man-size XCELITE combination 
handle to fit them all—in sturdy new ‘‘Hollywood”’ 
finish metal box. ACTUALLY 11 QUALITY 
CHROME- PLATED TOOLS PLUS HANDLE! 
Handle fastener unconditionally guaranteed one 


year! Lists at only 
$9.95 


ef — ie You'd expect to 
SEE see at least a $12 


.. to $13 price tag on 














such a fine and com- 
plete set—another rea- 
son it was a sellout 
in the first month! 
(No. 1, 2 Phillips, 
other reamers avail- 
able to fit the XCEL- 
ITE handle) 





ORDER NOW FOR 
EARLY DELIVERY! 
(patents pending on kit and contents) 
Park Metalware Co., Inc. 
Dept. F Orchard Park, N. Y. 


Qualified be ade 


PREFERRED BY EXPERTS 


First to use plastic for screwdriver handles 


FLUX tor 


SING 
t & 
ys : 9, 























No matter Bh yd your sodering 
problem is ineers help 
with it. Wwe ‘nave more than 55 
3 of perience in wsuai, un- 
usual, intricate, and plain tough 
problems. Send for free sodering 
chart which shows melting points 
of all soders. 


cr 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 





600 West Jackson Bivd., Chicago 6, Ill. 
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ONE OF THE LARGEST exhibits at 
the exposition was that of the J. M. 
Tull Metal & Supply Co. whose vari- 
ety of industrial supplies, and demon- 
strations of tools at work, attracted 
more tham its share of those in atten- 
dance. 


South Holds Sales Sesame 
Say Machine Manufacturers 


The new industrial South holds the 
best sales possibilities of any section 
of the nation, say the metal working 
machinery manufacturers who recently 
took part in the Southern Machinery 
and Metals Exposition held in the 
Municipal Auditorium in Atlanta, Ga. 
Many industrial supplies in the area 
were on hand, several with outstand- 
ing exhibits. 

The exposition this year was the 
largest ever. During the four-day ses- 
sions, many manufacturers indicated 
plans to expand sales and service staffs 





A NEW ABRASIVE disc is demon- 
strated at the Southern Machinery & 
Metals exposition by Carlos Dick of 
Pye-Barker Supply Co. while John E. 
Cash, Chicopee Mfg. Co. and H. H. 
Crouch of Pye-Barker look on. 





Cl METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 


















Capacities: 2 to 5 tons. 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 











Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


If 





C4 COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: ¥% to 1 ton. 





Cf PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %4, 142, 3 and 6 tons. 


you are not selling a satisfactory volume of chain and electric 2 m 
hoists, get posted on CM and open up some new business. “ 


CHISHOLM-MOORE 


HOIST CORPORATION 


Affiliate 


J with Columb 


s McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
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Your Customers Know 
and Want KEY-TITE 


& 









Your Customers Year ‘round 
Makes Sales for You 





ay ee 
KO 2 
Red SX 
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You don’t have to explain Key-Tite to your 
customers. Continuous Key-Tite advertise- 
ments tell them about this fine leak-proof 
sealing compound. Lack of time probably 
keeps you from frequent calls on each cus- 
tomer, but Key-Tite advertising does the 
job in your absence. Stock sufficient sup- 





plies of this excellent sealer. Key-Tite’s 


_ pre-selling makes sales and profits for you. 
Distributors: Write for available 


territories and liberal free sample. 


MEY 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, Ill. 


Company 














Sag Lh products 


keep your sales curve 








UP! 
¥ : ; t) 






Take advantage of today’s buyer’s market with 
Saginaw Product's triple selling quality! A com- 
plete quality line of wheels, casters and con- 
veyor parts to meet every individual requirement 
in industrial and OEM fields, produced with 
quality materials and manufacturing methods, 
and backed up by quality advertising and sales 


Feee/ For complete specifi- 


cations and illustrations on 
the entire Saginaw line, along 
with generous discount and 
commission schedules, write 
for your Saginaw Profit 


Resume Today! ; “ . 
promotion! Saginaw sales are still on the up- 
curve--reap the maximum profits from your 
e “\ area’s sales potential with Saginaw! 
(ear ” ew 
\ oo 


a nruitarnenty 


107 RIVER * SAGINAW, MICHIGAN 
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in the south and seek wider distribu- 
tion of their products. 

A highlight at the exposition was 
the Southern Industrial Conference 
on Machinery and Metals, sponsored 
jointly by the exposition and Georgia 
Tech. 

Among the speakers heard at the 
sessions were Charles M. Clark, assist- 
ant to the general sales manager of 
Cincinnati Milling and Grinding Ma- 
chines, Inc.; Norman E. Trowbridge, 
field technician for the DoAll Co., 
who discussed friction sawing, its tech- 
niques and applications; and Dr. A. O. 
Schmidt, research engineer for Kear- 
ney & Trecker Corp., who spoke on 
the use of standard machine tools for 
continuous production. Other speak- 
ers included Charles F. Donoho, chief 
metallurgist of American Cast Iron 
Pipe Co.; Hamilton Migel, vice-presi- 
dent and eastern manager of Magna- 
flux Corp.; and C. R. Schroder, vice- 
president of Weldaloy Products Co. 

Among the industrial suppliers in 
Atlanta with exhibits and display 
booths at the exposition were Allison 
Machinery Co., Chandler Machinery 
Co., Cummins Machinery Co., R. L. 
Fulghum Co., Noland Co., Inc., Pye- 
Barker Supply Co. and Pye-Barker 
Welding Supply Co. 


Black’s Parkton Plant 
Now in Production 


The Black Arrow lines of paint 
spray equipment and “Millburn” oxy- 
acetylene welding and cutting appara- 
tus now are being produced at The 
Black Mfg. Co.’s newly constructed 
plant at Parkton, Md., 25 miles north 
of Baltimore. 

The new factory utilizes modern 
construction and layout for greater 
space and expanded facilities. The 
spacious office section allows efficient 
handling of increased administrative 
and clerical work. 
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IN COOL COMFORT in his pickled- 
pine panelled office, Barnard Heller, 
general manager of J. Heller Sons Co., 
distributors of Newark, N. J., studies 
through a stock list to keep posted on 
the inventory situation. 











































































SALES TUTOR C. F. Bowman, man- 
ager of Rogers-Bailey Supply Co., Chat- 
tanooga, Tenn., gives some pointers 
to Eddie Brewer, recently promoted to 
the city sales desk. 





American Steel Warehouse 
Elects Chapter Officers 


The following officers have been 
elected by chapters of the American 
Steel Warehouse Association, Inc. for 
the year 1949-1950: 

Baltimore Chapter: President, D. L. 
Ande, U. S. Steel Supply Co., Balti- 
more; vice-president, Joseph A. Doyle, 
Wm. G. Wetherall, Inc., Baltimore; 
secretary-treasurer, J. D. Boan, U. S. 
Steel Supply Co., Baltimore; and 
national director, George J. Parke, 
Eagleston-Parke, Inc., Norfolk, Va. 

Buffalo Chapter: President, George 
D. Enos, Jr., The Enos & Sanderson 
Co., Buffalo; vice-president, Richard 
B. Kline, Burke Steel Co., Inc., 
Rochester; secretary-treasurer, John G. 
Stanley, Edgar T. Ward’s Sons Co., 
Buffalo; national director, J. I’. Rogers, 
Beals, McCarthy & Rogers, Inc., Buf- 
falo. 

Central States Chapter: President, 
M. O. Hiortland, Steel Supply Co., 
Chicago; vice-president, D. F. Grace, 
Chicago Steel Service Co., Chicago; 
vice-president, W. H. Tudor, Indian- 
apolis, Inc.; secretary, T. B. Daniels, 
Jones & Laughlin Steel Corp., Chi- 
cago; treasurer, C. O. Bucksot, W. J. 
Holliday & Co., Indianapolis; and na- 
tional director, H. V. Douglas, Central 
Steel & Wire Co., Chicago, III. 

Cincinnati Chapter: President, 
R. E. Wente, SAE Steels, Cincinnati; 
vice-president, Earle R. Nelson, Joseph 
T. Ryerson & Son, Inc., Cincinnati; 
vice-president, Louis K. Wirth, Todd- 
Donigan Co., Inc., Louisville, Ky.; 
secretary, Carl E. Bartz, Edgar T. 
Ward’s Sons Co., Cincinnati; treas- 
urer, L. R. McAfee, Peninsular Steel 
Co., Dayton; and national director, 
John A. Thiele, Miami-Dickerson Steel 
Co., Dayton. 

Colorado Chapter: President, W. E. 
Geer, Midwest Steel & Iron Works 























all sizes malleable chain 


Peoria Malleable offers a complete range of 
sizes and styles — detachable, H class, 400 and 
700 class and attachments. Most sizes are now 
available for prompt delivery. All Peoria Mal- 
leable chain is precision-built, strength-tested at 
the factory to assure finer performance. Also 
complete line of Elevator Buckets. Wise buyers 


look for the ‘‘Peoria’’ trademark. 


INGS CO. 
= A, ILLINOIS 


MALLEABLE © 


EORI 
ANDER ST. ; 


PEORIA 
1. OF ALEX 
: pisTRIBUTORS 


complete 
= ~ catalog. 
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The firm bond of its plastic coat- 
ing to the sturdy body of the belt 
beneath gives Buffalo PlasTex* 
Belting unsurpassed durability under 
exacting conditions of service. 


PlasTex™ is odorless, and impervious 
to moisture, oils, acids, alkalis and 
greases — pays for itself many times 


over in reduced maintenance costs. 





@ Despite its sturdy 

construction, Buffalo 
PlasTex* Belting is completely pliable 
— won't crack or peel. It’s easy to 
keep clean by brushing, washing, or 
application of live steam. 

Add your customers to the list of 
hundreds of food processors who are 
enjoying the benefits of this versatile 
belt in their plants. Write today for 
full information and free sample. 


*Plas-Tex is the registered trade name for 
Buffalo Weaving & ting Company's 
plastic-covered belting. Makers also of 

F & C (rubbered covered), latex, solid- 
woven cotton, and glazed (nitro-cellulose 
coated) beltings. 


<) BUFFALO 





209 Chandler Street 


1g0 ° 


Buffalo 7, N.Y. * New 


e Philadelphia « Son Franci 
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WEAVING & BELTING CO. 
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MORGAN 


SEMI-STEEL 


VISES 


® Machinists Bench 
@ Combination Pipe © Quick Action 


@ Sheet Metal 
Workers 


MARKET FOR VISES . 


VISES are practically standard equipment in every 
manufacturing establishment—a “third hand” as it 
were—and you have full coverage of this well paying market 
with MORGAN VISES. Special charcoal iron (40% stronger than 
ordinary gray iron) gives MORGAN VISES their dependable 
strength and extreme rigidity. Advertised nationally and sold 
under a selective distributor policy. 


MORGAN VISE COMPANY 







® Woodworking 


@ Solid Nut 
Continuous Screw 


ALWAYS A BIG 


108-112 N. Jefferson St. 
CHICAGO 6, ILL. 
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wit A FULL STREAM 
or ONE DROP J 


usE AN EAGLE 
HYDRAULIC 
PUMP OILER 


fitted with the @* 
Control Measure 











The Eagle Hydraulic pump oiler is in 
great demand where oil must be de- 
livered in a full stream or drop by 
drop ... under perfect control. 
The quantity is controlled by the 
easily adjusted control measure on 
the thumb lever, with the position of 
the lever and handle enabling the 
operator to force oil in at any angle. 
Used by mechanics, millwrights, 
in mills, mines, factories and foun- 
dries. %, 1, and 2 pint capacities. 
Guaranteed against leakage. 


Order from your distributor 


EAGLE MANUFACTURING CO. 


Dept. ID 749 Wellsburg, W. Va. 
“Oil with an Eagle Oiler’ 
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Stainless Steel 
= BOLTS & 
SCREWS 2 
NUTS 
=>WASHERS 


A Complete Line 
Available from Stock 


STAINLESS STEEL 
BOLTS SCREWS 


Machine 
ofe 5) 
Wood 


4 


Machine 
Carriage 
Lag 


WASHERS 
All Types RIVETS 
All Types 

All Types 
Available also in Monel, Alumi- \e) 


num, Everdur, Naval Bronze and 


Alloy Steels 
fill your > 


Send your s 


fet - a 0) d:) olot d-To ME Co) 
neéds for “Specials”’. 
prints or specifications. 


dtiinfless 
SCREW & BOLT CORP. 


135 Church St., New York 7, N.Y. 
CO 7-0675 




















Co., Denver; vice-president, W. J. 
Burkhardt, Burkhardt Steel Co., Den- 
ver, secretary-treasurer, A. M. Hays, 
Hendrie & Bolthoff Co., Denver; and 
national director, W. E. Geer, Mid- 
west Steel & Iron Works Co., Denver. 


Officers (Continued) 


Connecticut Chapter: President, 
G. S. Brousso, C. $. Mersick & Co., 
New Haven; vice-president, W. V. 
Starkie, L. L. Ensworth & Son, Inc., 
Hartford; secretary-treasurer, J. H. 


offersor 


... the name 

on which Distributors 

can capitalize in their 

Walters, Chapin & Bangs Co., Bridge- selling to industrial 
port; and national director, G. S$ 


Brousso, C. S. Mersick & Co., New users of J N 10 N s 


Haven. 

Detroit Chapter: President, G. R. 
Link, Central Steel & Wire Co., De- 
troit; vice-president, Hugh T. Smith, 
Smith-Winchester Co., Jackson; secre- 
tary-treasurer, H. W. Hartwick, Penin- 
sular Steel Co., Detroit; and national 
director, H. V. Collins, Whitehead & 
Kales Co., River Rouge. 





The name ‘Jefferson’ has many years of 
acceptance and successful performance 
behind it. It has outstanding sales value 
because it has earned its recognition 
through superior design, construction and 
service. Thus when sources of supply for 
high quality pipe unions are being con- 





H C Kobll 7 at aaa fom for test pressures up to sidered, ‘Jefferson’ is automatically sug- 
Hardware Division, Salt Lake City; gested. 


vice-president, Gordon Evans, The 
Galigher Co., Salt Lake City, Utah; 
secretary-treasurer, Eugene Lundstrom, 
Mine & Smelter Supply Co., Salt Lake 
City; and national director, H. C. 
Kimball, Z. C. M. I. Wholesale Hard- 
ware Division, Salt Lake City. 

Missouri-Kansas-Oklahoma Chap- a All Jefferson Unions fea- 
ter: President, George S. Brett, A. M. fon for. test pressures up to on o cnn a 
Castle & Co., North Kansas City; vice- : rass Seat which provides a 
president, H. A. Hofflander,. Flint straight through, metal-to- 
Steel Corp., Tulsa, Okla.; secretary- metal, spherically ground 
treasurer, R. D. Sanders, Kansas City joint, fully protected from 
Structural Steel Co., Kansas City, pipe ends. Then, too, all 
Kans.; and national director, P. W. Jefferson Unions are made 
Patterson, Patterson Steel Co., Tulsa, of gc tensile 
Okla. strength, malleable iron. 

New England Chapter: President, Every union is air tested be- 
Verdie A. Dodds, Brown-Wales Co., fore shipment. ' 
Boston; vice-president, James A. Par- ion, for test pressures up to Male-Femate Union. 
sons, Ward Steel Co., Boston; vice- 
president, Charles D. Surette, Jr., 
United States Steel Supply Co., Bos- 
ton; secretary-treasurer, Carroll S. 
Harvey, Arthur C. Harvey Co., Bos- 
ton; and national director, Frederick 
H. Lovejoy, Wheelock, Lovejoy & 
Co., Inc., Cambridge. 

New York Chapter: James M. 
Mead, Joseph T. Ryerson & Son, Inc., 


Distributors handling the Jefferson line 
have not only the means of supplying all 
requirements but can build sales on the 
strength of the Jefferson name. 





Style “‘B’’ 3-part Flange Un- 








Jersey City; vice-president, George L. Get full details con- 
Tillson, Edgcomb Steel Corp., Hill- cerning the Jefferson 
side; vice-president, Rodney Burton, Line. Union on the Outlet. “Union on the Outlet. 


Jones & Laughlin Steel Service, Inc., 
Long Island; secretary, Charles Kramer, 
901 S. 19th Street, Newark; treasurer, 


James F. Bragg, Egleston ipl J E & e b ms S '@) N U N | '@) | C O. 
Inc., L Island City; ti 
en © ag Bee tage mens 671 W. 26th St., New York 1, N. Y. 


Dempsey & Hudson, Inc., Newark. 9 Green St., Lockport, N. Y. 
Northern California Chapter: Presi- 49 Fletcher Ave., Lexington 73, Mass. 

dent, Paul Oakley, George R. Borr- 

mann Steel Co., Oakland, Calif.; vice- 
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GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 












1. Improved open thrash type impeller. 
2. Rotary double shaft seals. 
3. Double jet method of priming. 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 


The extra air handling ability of CMC 
DUAL PRIME Centrifugal an Permits 
constant and dependable performance 
when the ordinary centrifugal pump loses 
prime and becomes air bound. 


Available in 3 basic assemblies, close 
coupled, flexible coupled and skid mounted 
pump only, CMC DUAL PRIME PUMPS 
range in sizes from 114” to 10”—up to 
240,000 G.P.H. 





Write today for latest Bulletin No. 


( /ONSTRUCTION Myunees Cs = 
WATERLOO, IOWA, U.S.A. > 


















CAR 
MOVERS 


ADAPT ABLE 


to all Rail Yard Conditions 


BADGER Car Movers are easy to handle and 
require only a minimum of attention to keep 
them in first class condition. They can shift 
and move cars from loading and unloading 
platforms in a minimum of time making them 
available for more loads. Selling BADGER 
Car Movers is always profitable because each 
type fills a particular need .. . POWER KING 
... NEVERSLIP .. . SLIPPROOF . . . and the 
ADVANCE Safety Car Wrench. We urge 
users to buy thru their distributor and our 
broad advertising campaigns give you sub- 
stantial aid 





POWER KING 


ADVANCE CAR MOVER COMPANY 


7. ee oe we en, ae on ee, | 
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president, Harry Levitt, Dunham, 
Carrigan & Hayden Co., San Fran- 
cisco; vice president, Lester Peters; 
Baker & Hamilton, San Francisco; 
secretary-treasurer, R. D. Cortelyou, 
A. Milne & Co., San Francisco; and 
national director, James D. Tayler, 
Tayler & Spotswood Co., San Fran- 
cisco, Calif, 

Northern Ohio Chapter: President, 
R. W. Beutel, The Paterson-Leitch 
Co., Cleveland; vice-president, George 
Kuhnle, The Peninsular Steel Co., 
Cleveland; secretary-treasurer, J. W. 
Schlendorf, Nottingham Steel Co., 
Cleveland; and_ national director, 
F. W. Krebs, Super Steels, Inc., Cleve- 
land. 


Durick Named Sales Head 


Ray Durick has been made sales 
manager of Hays Supply Co., Mem- 
phis, Tenn. Formerly, he was purchas- 
ing agent for the Memphis Natural 


| Gas Co. Joe Miller has joined the sales 


force at Hays Supply Co., traveling 
southwestern Arkansas. 


Baltimore Firm’s 


| Quarters Remodeled 


The W. L. Reynolds Co., new Bal- 
timore, Md. industrial supply firm, is 
finishing the remodeling of its quar- 
ters at 502-504 West Franklin St. 
The plant is a two-story building with 
a molded stone front. 

There are 6,000 sq. ft. available for 
store, stockroom, shipping and receiv- 
ing and offices. The offices are located 
on the second floor. New furniture 
and steel shelving have been installed. 

W. L. Reynolds, formerly with 


| L. A. Benson Co., Inc., is president 
| of the firm bearing his name. Curtis 


C. Waits is vice-president in charge of 
sales. At present, the sales staff con- 
sists of Douglas Hamilton and Hugo 
Coelius, outside salesmen, and John 
H. White, who handles telephone 


| sales. Miss Emma Viskocil is secre- 
| tary. 








: 


SALES TALK occupies Curtis C. 
Watts, vice-president of The W. L. 
Reynolds Co., Baltimore and W. O. 
Clark, Mac-It Parts Co. 











—— 


[> ome 5 


m 











THE WINNAHS! of the recent bowl- 
ing tournament held at Mau-Sherwood 
are, left to right, front row, Nevin 
Riley, John Williams and _ Dick 
Rooncy; and back row, Larry King, Vic 
Hanson and Andy Sidun. 


Company Bowling Meet 
Featured At Mau-Sherwood 


The Black Decker-backed bowling 
team at Mau-Sherwood Supply Co., 
Cleveland, Ohio, took the measure 
of the team sponsored by the Indus- 
trial Tape Co. to win the recent 
“bowling banquet” held by the com- 
pany for its employees. 

The bowlers are members of The 
Revelers Club, formed by the em- 
ployees in 1938 in order to bring the 
group together once a month for social 
and recreational activities. The com- 
pany’s showroom serves as_ the 
kitchen, or on special occasions, they 
go off for a steak dinner at one of 
Cleveland’s downtown restaurants. 
Card tournaments also hold high 
member-interest, and when more ac- 
tive participation is desired, they bowl 
duck pins in the store aisle or play 
table tennis. Baseball, football and 
other movies are brought in for en- 
tertainment. 





THE RUNNERS-UP in the tourney 
were, left to right, John Rosko, Lew 
Crowe, Chuck Schraeder, Bob Trucksis 
of Industrial Tape, backer, Clarence 
Ivan and Tom Bulea. 








Stop talking when you are through 
— if not slightly before. 








IT’S THE 





‘1 oo 
SF ELECTRIC 
(| @ HOIST 


EASY TO SELL, | 
PROFITABLY... 
because 


. it is made by a recognized and es- 
tablished manufacturer of hoist products. 




































Interchangeability of spur gears 
permits change in hook speeds 
ond eapetites . it is light in weight and can be car- 


ried from place to place easily. 
. it is of sturdy construction: provides 
fast, dependable operation; gives long, 


| 
| 
trouble-free service. | 
| 
| 
| 


. it requires only an ordinary elec- 
trical outlet. 


... it is made in a range of speeds (from 
12 to 50 feet per minute) and in capa- 
cities from 170 to 2000 pounds. 

Write for details, today. \} 


OTHER HARRINGTON PRODUCTS I} 
Peerless Hoists 

Cumalong Lever Puller 

Screw and Differential Hoists 

Cranes and Trolleys 


THE 
HARRINGTON | 
COMPANY 


17TH AND CALLOWHILL STREETS 
PHILADELPHIA 30, PA. 


MAKERS OF HOISTS SINCE 1876 
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IT'S A SNAP! 


Snap the switch on a CLEMENTS- 
CADILLAC combination blower-suc- 
tion cleaner, and aim the powerful 
blast of air into every nook and 
crevice of your machinery. You'll 
find it’s a snap to rid all of 
your equipment of damag- 
ing Dirt, Dust, and Grit : He 
with this portable J Rie del aie 
cleaning tool. Let / siaumeiil 
us prove it to you 

—now. 


ADVERTISING 
LIKE THIS 
















DESICNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMAND 
CLEANING TOOL 





APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





IF YOU 
WANT A 


Profitable 
SELLER 


WRITE US 
FOR DETAILS 


TIME + MONEY Made in 5 models 
PREVENT DAMAGE with attachments for 
TO MACHINERY « 


I i job. 
WITH THE .. every cleaning job 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 
ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA# 


WILTON PRECISION VISES are 
Easier to Sell COMPETITIVELY 


BETTER PROFIT MARGIN | 5 YEAR GUARANTEE 


Enclosed design keeps out chips 
and dirt. Grease- 
packed spindle 
and unbreakable 
nut. Broached 
keyway — no 
wobble. 




































SWIVEL TYPES 
CONVERTIBLE INTO 
STATIONARY VISE. 
NO NEED TO CARRY 

EXTRA STOCK 


Write for catalog sheets and 
new discount information. Sizes 2 to 6” 


Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ Chicago 14, III. 


WILTON VISES 












ALSO POWRARMS AND PISTON SETTERS 


; FIRM 
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4 TIMES MORE 
POTENTIAL PROFIT 


60% Savings in Space 


MANUFACTURING 
2909 S. Wabash Ave.,Chicago 16, i; 


Forte CAlumet 5-626? 


b  MAUREY. manuracturinc cor... 


2909 S. Wabash‘Ave.,Chicage 16, 1.  # 
Please send us further information ‘ 

- regarding’ Maurey-Made Interchange» 

“able V Pulleys and Bushings, bas 























































' 


Discover How te10- S. cal. 








. ae- : 
F Can Make You 
Clarke and Humphrey 


Advanced By Carey Mfg. Co. | - M on Cy. Par 


L. W. Clarke, formerly general | 
sales manager of the Philip Carey | 
Mfg. Co., Cincinnati, Ohio, was | 
elected vice-president in charge of | 





L. W. Clarke 


utive vice-president of the company, | 
was elected to the presidency of that 
company. He succeeds Robert S. 
King, who became chairman of the 
board, succeeding George A. Rent- 
schler who continues as chairman of 


sales of that company at its board of | More than one skeptical jobber has seen the light — for 
directors annual organization meeting | here is a superior hose clamp whose four basic sizes fit | 
held recently. He succeeds W. E. practically all ordinary requirements — an engineered hose || 
Smith, who resigned. clamp which appeals to the reason and pocketbook of the | 
John W. Humphrey, formerly exec- | customer with these advantages — | 
| | 
| 


« UNIFORM | 
= CLAMPING | 





t 


Carey’s executive committee. Aero-Seals are self-locking and vibra- True tangential take-up and curved 

Mr. H h Laie ih on tion-proof, have extra long take-up saddle form provide absolutely uni- 
_ 2 Tr. FhumpArey joine € company and are available in both slotted and form clamping action around 360°, 
in October, 1948. He has an outstand- wing-nut type of worm-drive. leak-proof, ideal for thin-walled tubes. 
ing business record in the field of man- 


agement, having been identified with 


such nationally known concerns as EASY TO 
General Motors, National Cash Regis- | 
ter and International Telephone and INSTALL and AGAIN 
Telegraph Corp. 
Mr. Clarke joined the Carey organi- 


You can install an 
Aero-Seal with one ing for Aero-Seals, | 
hand if you want to They're ready to go | 
— and fast! They're self-feeding once back to work after plenty of hose 
“the clamp-end engages with the changes. Also available in. stainless 1} 
worm. No loose parts to drop. steel for marine use. 


Nine lives is noth- 





| 
| 
USE AGAIN | | 
| 





Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 











FREE SAMPLE: 2% 274 ee, samole oy | 


NAME | 








NOTHER 








COMPANY 











ADDRESS 


BREEZE CORPORATIONS, INC. —ResSsac 
AIRCRAFT STANDARD PARTS CO. DIVISION 
33 South Sixth Street, Newark 7, N. J 























John W. Humphrey 
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DISTRIBUTORS 


SALES FEATURES 
OF 
PHILADELPHIA 
CHAIN HOISTS 





ARE CAPITALIZING 
ON THE EXCLUSIVE 
















‘Philadelphia’ Distributors are enthusiastic 
boosters of the ‘Philadelphia’ line because 
they not only can supply a wide range of 
hoist requirements but can also present 
and prove the adv ges of design and 
construction features which are exclusively 
‘Philadelphia’. Here is something to talk 
about and on which to build sales. 


For example, ‘Philadelphia’ offers malle- 
able iron load sheaves mounted on Timken 
roller bearings . .. hollow load sheave 
shafts, bronze bushed ... solid one-piece 
driving pinion shafts ... fully enclosed 
bearings . . . features which contribute to 
long-life and easy, convenient operation as 
well as worthwhile savings in operating 
costs. 





Back of the products is ‘Philadelphia’‘s’ 
full cooperation with distributors. 


Send for 
PHILADELPHIA 


18-page Catalog 

No. 4-A describ- ig 
ing the com- 
plete line of 
‘Philadelphia’ 
Chain Hoists. 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. 





Capacities Spur Gear 

from % to Screw Gear 

20 tons Differential 
Types 
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| zation in 1935 and has had wide ex- 
| perience in the fields of sales and 


| engineering. His first position with 
| Carey was as insulation department 
manager in the company’s New York 
office. In 1937, he was made New 
York district manager and in 1946, 
general sales manager. 


Bristol Co. Ads 
Get A.B.P. Award 


An Award of Merit in the seventh 
| annual competition for the most ef- 
_ fective use of business paper advertis- 
ing, conducted by the Associated Busi- 
ness Papers, was made to the Mill 
Supply Division of The Bristol Co. of 
Waterbury, Conn. for its campaign on 
Bristol’s socket screws. 

George P. Lonergan, advertising 
manager, and Samuel I. Lyons, sales 
manager of the mill supply division of 
the Bristol Co. pos Ho award in 
Philadelphia on behalf of the firm. A 
duplicate award to the Bristol Co.’s 
advertising agency, James Thomas 
Chirug Co., was accepted by Howard 
G. Sawyer, vice-president. 





|Heberling Retires 
| At Edward Valves, Inc. 


| Ralph H. Heberling, vice-president 
| in charge of manufacturing of Edward 
Valves, Inc., East Chicago, Ind. has re- 
tired from that company. 

Mr. Heberling joined the Edward 
organization in March, 1942 as assist- 
ant to the president. He became vice- 
president in charge of manufacturing 
in January, 1944. 

Prior to his afhliation with Edward, 
| Mr. Heberling was a prominent Chi- 
cago arca manufacturer and a consult- 
ing industrial engineer with the Busi- 
ness Research Corp. 








Ralph H. Heberling 
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®) 
‘multiply 
socket 
screw 


B-RIGHT-ON 


Quality and Service 
an 8 | 2) ae) 1 9 ee OO) 


ae 


When you fill socket screw orders with 
B-Right-On products, you're building repeat 
business. Unvarying top quality makes Brighton 
Screws tops with buyers . . . brings buyers back 
for more. Brighton service backs you up... 
helps you keep these contented customers. 


Some territories open to qualified repre- 
sentatives. 


Write for full detaiis. 


The Brighton Screw & Mfg. Co. 


1827 Reading Rd. Cincinnati 2, Ohio 
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Otto F. Depperman 


Depperman Named To Post 
At N. O. Nelson Co. 


Otto F. Depperman has been ap- 
pointed vice-president in charge of 
sales for the N. O. Nelson Co., indus- 
trial supplies, tools and equipment dis- 
tributors of St. Louis, Mo. From his 
headquarters in St. Louis, Mr. Dep- 
perman will direct the sales organiza- 
tion of the company through its 16 
branches in eight midwestern and 
southwestern states. 

Mr. Depperman was employed by 
the Kohler Ce. in a sales capacity for 
10 years. Then he was with the 
Plumbers’ Supply Co. in Louisville 
for a year. He joined the plumbing 
ware division of the Briggs Mfg. Co., 
Detroit, in 1936 as regional manager 
for five midwestern states. Later he 
was director of advertising and sales 
promotion for that company. 


DoAll Carolina Co. 
Advances J. H. Craddock 


James H. Craddock, Jr. has been 
appointed office manager of the DoAll 
Carolina Co., Charlotte, N. C. Mr. 
Craddock recently completed an ex- 
tensive training course at the DoAll 
company plants at Savage, Minn., and 
at Des Plaines, IIl. 

He is a graduate of the University 
of North Carolina. 


Crane Co. of Chicago 
Leases Erie, Pa. Property 


The Crane Co. of Chicago has 
signed a long term lease for property 
in Erie, Pa., formerly occupied by the 
Phelan Electric Mfg. Corp. The Crane 
Co, will remodel the building, which 
will be opened June 1. 

The Erie Concrete & Steel Co., the 
Crane Co.’s wholesale outlet in Erie 
and vicinity for 15 years, will continue 
working with the new branch. 





You get all the 
advantages of 
Marlow’s lively 


“DISTRIBUTOR-VIEWPOINT” 


sales policy! 


The basic reason for the continuing profits that distributors make with 
Marlow Pumps is that Marlow backs up its excellent line of pumps with 


a “distributor-viewpoint” sales policy . . 


. one that gives the distributor 


the opportunities he desires to build a substantial business in industrial 
pump sales. It is a personalized policy that makes each distributor an 
individually important business associate—not just another sales outlet. 


HERE ARE SEVEN OF THE THINGS YOU GET UNDER THIS POLICY... 


1 Self-Priming centrifugal pumps 
of proved merit and performance 
that help strengthen your customer 
relationships 


2 Leadership in pump research and 
development, with test and labora- 
tory techniques that keep the prod- 
uct ahead. 


3 Substantial profit margins for 
you. 


4 The support of an organization 
that is old enough and large enough 
to appreciate its responsibilities— 


yet is small enough to offer the 
personal interest of its principals 
and is young enough to have a ro- 
bust enthusiasm that makes for close 
and friendly cooperation with you. 


5 The reputation as ‘“Manufactur- 
ers of the World’s Largest Line of 
Self-Priming Centrifugal Pumps”. 


6 National advertising that makes 
it easier to sell Marlow Pumps. 


7 Sales literature and other busi- 
ness-getting assistance that is second 
to none in its field. 


Marlow gives you more pumps in the line, more good features in the 
pumps — more to sell. It is the line that is preferred... for sales, 
profits and prestige. There may be a Marlow distributorship open in 


your area. Information will be sent promptly. “ell 


RIDGEWOOD °. 
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NEW 


OUR 


25" 


MARLOW PUMPS ig 


1924 - 1949 
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VIICA 
7005 


have perfectly aligned 
cutting edges 














Machine milled to 


a uniform cutting 
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TOOL No. 654 
Long Chain Nose 
Side Cutting Pliers 
6” and 7” 


Sold Through 
Recognized 
Distributors 





1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 


5. Complete variety of tools 
Hand-honed cutting edges 


6. 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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Paul E. Lees 


Standard Tool Co. 
Makes New Appointments 


Alan Carver has been named man- 
ager of the New York City branch 
ofice of Standard Tool Co., manu- 
facturer of drills, reamers, milling cut- 
ters, taps dies and other special cut- 
ting tools. 

Paul E. Lees has been advanced to 
vice-president in charge of sales; Joseph 
W. Bremer has been made secretary- 
treasurer; William S$. O’Conner, sales 
manager; Elton Hoyt, III, assistant 
sales manager; Lewis D. Fykse, mana- 
ger of service engineering; Joseph 
Klima, manager of the order depart- 
ment; Chester Elliott, manager quo- 
tation department; Chester Hemerlin, 
manager inventory control; and Nor- 
man Duenk, chief metallurgist. 











Joseph W. Bremer 





William S. O’Connor 


Formerly, Mr. Lees was associated 
with the Weldon Tool Co. 





Mid-West Abrasive Co. 
Acquires Facilities 


The Mid-West Abrasive Co. of 
Owosso, Mich. recently made a pur- 
chase of industrial property that will 
permit the company to expand its 
storage operations and allow for future 
growth. The firm has bought the 
main plant of the Michigan Sugar Co., 
located in Owosso, and Mid-West en- 
gineers are hard at work on plans for 
conversion of the building. It is a 
four-story brick structure containing 
approximately 95,000 sq. ft. of floor 
area. 

The building, 72 ft. wide by 342 ft. 
long, is located on property 242 ft. 
wide by 543 ft. long adjoining the 
Michigan Central Railway at the west 
end of West Oliver Street. It was 
used during World War II for proc- 
essing beet sugar. 

Production of the company’s prod- 
ucts now is carried on in its Washing- 





ton Street, Owosso plant, and at 
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Rochester, Pa. The firm was organ- 
ized just 20 years ago in Detroit, start- 
ing operations with one small sand- 
paper-making machine. In 1936, the 
firm entered the solid abrasive field by 
purchasing the Pittsburgh Grinding 
Wheel Co. at Rochester, Pa. Four 
years later, in 1940, Mid-West bought 
its present main plant at Owosso, the 
company’s general offices being trans- 
fered from Detroit to Owosso in 1945. 


Titan Mfg. Co. Names 
Newton To Sales Post 


L. C. Newton has been appointed 
sales reoresentative for North Dakota 
and Minnesota by Titan Mfg. Co., 
Bellefonte, Pa., manufacturers of brass 
and bronze rods, forgings, and die 
castings, and bronze welding rods. 

Mr. Newton’s offices are at 630 
North Prior Avenue, St. Paul, Minn. 
Formerly he was vice president of 
Standard Salt & Cement Co., Still- 
water, Miss. 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true,mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 stee!—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
98,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD °¢ 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications— hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves ol different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee) in- 
sert — stee] covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16"across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


/ 
/ 
A 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 











INDUSTRIAL DISTRIBUTION -© JULY, 1949 





STANDARDS\ 
; 


LEADING = 


“lows 


| furnished to 2 


193 




















A BETTER DEAL 


FOR MICHIGAN 
RED COAT 
ABRAS/VES 





Why have we had such 
spectacular growth?—A 
growth so fast, so solid 
we had fo get a second 
big modern plant—just 
for fabricating Michigan 
RED COAT Abrasives. 

A top product—yes! 
But backed up with a 
POLICY THAT GIVES 
EVERY DISTRIBUTOR 
MORE PROFIT AND 
MORE PROTECTION. 

What do we mean? 
Our selected dealers are 
our friends. We do not 
solicit direct business 
from their customers. 

AND THEY MAKE 
MORE PROFIT PER 
DOLLAR INVESTED ON 
ALL MICHIGAN ABRA- 
SIVES THEY SELL! 

No hocus-pocus! It’s 
all down in black and 
white. 

WRITE FOR THE 
MICHIGAN RED COAT 
ABRASIVE DEAL 
TODAY! 


MICHIGAN ABRASIVE CO. 


2360 W. Jefferson Ave., Detroit 16, Mich. 


Michigan 





RED COATED 
ABRASIVES 





‘The Humidity Controlled Abrasive’ 
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THE NEW STORE at Fort Worth, Texas, opened recently by Union Twist Drill 
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Co. of Athol, Mass., will service the area with the company’s complete lines. 


| New Store At Fort Worth 
| Opened By Union Twist Drill 


| 
| 





A new store has been opened by 
the Union Twist Drill Co. of Athol, 
Mass., at 4116 East Lancaster Avenue, 
Fort Worth 3, Texas. The store is lo. 
cated in a new building just erected, 
30 ft. by 80 ft. and completely fire. 
proof. Earl R. Waddell, Sr., who has 
been connected with the firm since 
1925, will manage the store and terri- 
tory sales in Texas, Oklahoma, New 
Mexico and part of Kansas. 

The store will carry a complete 
stock of the company’s cutting tools 
and the tap and die lines of the But- 
terfield Division at Derby Line, Vt. 
and the S. W. Card Mfg. Co. Divi- 
sion at Mansfield, Mass. 

Associated with Mr. Waddell at the 
Fort Worth facilities will be Earl R. 
Waddell, Jr. and Lloyd S. Waddell; 
the latter two joining the sales depart- 
ment of the company. Frank O’Ban- 
non is receiving and shipping clerk in 


charge of the warehouse and Mrs. » 


Louise Reeder is office secretary. 


Chain Belt Makes Moeller 
District Sales Engineer 


Charles Moeller has been appointed 
district sales engineer to the Kansas 
City Office of Chain Belt Co. of Mil- 
waukee, manufacturers of chain and 
transmission, conveying and processing 
equipment. 

A graduate of Purdue, Mr. Moeller 
has been with the firm’s factory organ- 
ization for almost two years and is a 
graduate of the Rex Student Enginecr- 
ing Training Program. He also has 
had considerable practical experience 
in the company’s shops and offices at 
Milwaukee, Springfield and Worcester. 
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Hobelmann Represents Black 


Herman H. Hobelmann has been 
appointed factory representative for 
the Black Arrow line of paint spray 
equipment in the northern California 
area by the Black Mfg. Co., Parkton, 
Md. Formerly, he was western dis- 
trict manager for Walker-Turner. His 
business address is 420 Market Street, 
San Irancisco. 


Graham Named To Sales 
By Cooper Alloy Foundry Co. 


Ernest E. Graham of E. E. Graham 
& Co., Houston, Texas, has been ap- 
pointed sales representative for the 
Cooper Alloy Foundry Co., Hillside, 
N. J. Mr. Graham will maintain his 
headquarters in Houston and will 
service Texas, Oklahoma and _ Louisi- 
ana with the complete line of Cooper 
Alloy stainless steel valves, fittings and 
engineered castings. 

After completing his studics at 
Texas University, Mr. Graham spent 
14 years with the Reed Roller Bit 
Co. before opening offices as a manu 
facturer’s representative. He is a mem 
ber of the American Society for Met 
als, Houston chapter. 





Ernest E. Graham 
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HOVELS 


| TURN OVER FAST 


BUILD 
PROFITABLE 
REPEAT 
BUSINESS 








Customers ‘show a decided 
preference for Magor shov- 
els, scoops and spades and 
ask for them by brand name, 





e Normalized steel blades 
prevent splitting, turning 
of cutting edges. 


@ Precision balance makes 
handling easier. 









e Seasoned ash handles 
last longer. 

For fast turnover, stock 

the simplified Magor line 

—backed by Magor’s gen- 

erous sales policy and 

guarantee. 


Feature: 


MASTER 
POWER 
DIGWELL 
ARROW 
BULL'S EYE 
GOLD TARGET 





MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 














| 50 CHURCH ST., NEW YORK 7,N.Y. 
—< Vr 





Edmond A, Neal 











Ed Neal Beats The Field 
At Eastern Hardware Tourney | 


E. A. Neal finished out in front at | 
the recent Eastern Hardware Golf 
Association tournament at Shawnee, 
Pa., with J. W. Eigo runner-up on the 
first flight. W. W. Conde and R. W. 
Mueller played off on the second 
flight, the two matches being held 
over to the Scarsdale Country Club 
in Hartsdale, New York, when rain 
caused the cancellation of play at | 
Shawnee. 

The winners of the various flights, 
| and the runners-up, included: 

First, FE. A. Neal and J. W. Figo; | 
second, R. W. Mueller and Wm. 
Conde; third, Roy Snape and M. G. 
Kimball; fourth, Doug Franck and 
M. Hutchinson; fifth, J. H. Har- 
greaves and C, D. Merritt; sixth, L. E. 
Gilliard and Guy Watkins; seventh, 
J. S. Heller and F. J. Carr; eighth, 
J. G. Krause and Harry Keenan; ninth, 
Wm. G. Steltz, Jr., and Lloyd Smith; 
tenth, A. P. Henrich and R. G. Ed- 
wards, eleventh, Len Rowlands and | 
Gordon Farr; twelfth, Geo. Stricker | 
and R. O. Recknagel; and thirteenth, | 
Earl Grenier and A. C. Jones. 

The following officers and members | 
of the board of governors were elected | 
for the 1950 season: President, Leon | 
A. Paine, Bigelow & Dowse Co., Bos- 
ton; vice-president, Frank L. Camp- 
bell, Fayette R. Plumb, Inc., Phila 
delphia; vice-president, Miles TT. 
Hutchinson, Roberts Hdw. Co., Inc., 
Utica; and secretary-treasurer, H. L. 
Gilliam, The Wood Shovel & Tool | 
Co., New York. 
The new Chairman of the board of | 
governors is Leo C. May, May Hdwe. | 
Co., Washington, D. C. Other board | 
members include, for a_ three-year | 
term: W. Blakeley Chandlee, Edw. K. 
Tryon Co., Philadelphia; W. W. 
Conde, of W. W. Conde Hdwe. Co., 








Watertown, N. Y.; and Keen Markey, 
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GES$ 


ELECTRIC 


HAND TOOLS 





Model GES-12 Nibbler Type Electric Hand 
Shears—weighs 12 Ibs. Cap. ¥%"’ boiler plate— 
14 gauge stainless steel. For 14 gauge and 
lighter, Model GES-9. 


rr 






GEARED 


) yo, 


JEMCO Flexible Shaft Machine with the ex- 
clusive Electric Governor feature—an_ en- 
tirely new development. Speeds ranging from 
1000 to 10,000 r. p. m. always available with- 
out stopping motor or losing power. Covers a 
wide variety of work such as sanding, polish- 
ing, wire brushing, routing, carving, rotary 
filing, burring, buffing, and variable speed 
grinding. 


Put more profit action 
into your sales territory 


These versatile tools handle a 
wide variety of operations in metal 
pattern shops—for sheet metal 
work — in tool and die shops — in 
all kinds of production shops . . . 
in every branch of industry. No 
expensive maintenance because of 
simple design and elimination of 
intricate parts. These hand tools 
will make a profitable addition to 
your portable electric tool line. 
We can give immediate deliveries 
so that you can open up sales 
markets every place you call. 





JEFFERSON 


ENGR. & MFG. CO. 
269 WALKER ST. 
Detroit 7, Mich. 











195 














Teday, more than ever, your best 
source for Woodworking Saws 


Our new, modern plant is in operation. Production 
is streamlined for faster and better manufacture of 
every kind of woodworking saw. New equipment, the 
latest in manufacturing technique, has been in- 
stalled. Automatically controlled machines temper, 
set and file our saws to a uniform precision never 
before attainable. 


In addition to styles shown, Ohlen-Bishop makes 
dado saws, special saws for mill and factory pro- 
duction and a full line of hand and carpenter saws. 





OHLEN-BISHOP MFG. CO., 
1304 Kinnear Road, Columbus, Ohio 


























In quality, dependability and service, Blackmer 
offers the finest rotary hand pumps that money can 
buy. The 404 is typical of their proved-in-use 
performance. Its smooth cranking action transfers 
all types of liquids in a full, non-pulsating flow. 
Blackmer “Swinging Vane” pumping elements 

are self-adjusting for wear. Self-priming, the 404 
handles suction lifts up to 20 feet without a 

foot valve. It is designed for mounting on barrels, 
drums, underground and skid tanks. Blackmer 
hand pumps have proved their superiority in all 
types of applications all over the world. Other 
models are available for larger capacity or 
specialized requirements. Write for details. 


Blackmer 210... has 
won wide acceptance 
in fueling farm tools 
because of improved 
trouble-free design. 
Full 10 GPM at 
easy turning speed. 


@eeeveeeeeeee 





BLACKMER PUMP COMPANY “*iicuican 
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Ames-Baldwin-Wyoming Co., North 
Easton, Mass.; William M. Stout, 
American Hdwe. Supply Co., Pitts- 
burgh; John D. Stodder, Cyclone 
Fence Division, Waukegan, IIl.; and 
John S. Davey, Russell, Burdsall & 
Ward Bolt & Nut Co., Portchester, 
N. Y., all were elected for a two-year 
term; while J. J. Wallace, Clemson 
Bros., Inc., Middletown, N. Y.; C. B. 
Leinbach, Supplee Biddle Co., Phila- 
delphia; and E. T. Fraim II, The 
E. T. Fraim Lock Co., Lancaster, Pa., 
were elected for a one-year term. 


Pacific Coast Office 
Appointed By Aro Corp. 


The Aro Sales & Service, Inc., has 
been appointed distributor for Aro 
products on the Pacific Coast of The 
Aro Equipment Corp. of Bryan, Ohio. 

A newly formed California corpora- 
tion, Aro Sales & Service, Inc. will act 
as the sole distributor for Aro products 
in the states of California, Washing- 
ton, and Oregon. Headquarters will 
be maintained at 2023 South Grand 
Avenue, Los Angeles 7, Calif. 

The office in San Francisco is lo- 
cated at 766 Brannan Street. Sales and 
service for the Pacific Northwest will 
be handled by the Pratto Sales Co. 
at 714 Fourth Avenue, Seattle, Wash. 
Adequate stocks of all Aro products, 
as well as repair parts, will be main- 
tained at all three locations. 

Officers of the Aro Sales & Service, 
Inc. include J. E. Allen, president; 
L. W. Lisle, secretary and treasurer; 
W. D. Edwards, vice-president and 
V. C. Leif, who with the others 
named is a director of the company. 
In the future, Mr. Leif will direct the 
industrial sales of both lubricating 
equipment and pneumatic tools. 








THE NEW eastern district sales man- 
ager for the Duff-Norton Mfg. Co. is 
James F, McCartney. He'll make his 
headquarters in New York City. 
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FOR QUALITY 
AND VARIETY 


. . . Industrial 
Distributors 
choose the 
‘Blue Face’ 
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H. Robinson Hyde 


duction at National, is an alumnus 
ll of Shefhield School, Yale University. 
Mr. Washabaugh was production 


s Line 

“4 Two New Appointments | 

e . 

‘f Made By National Screw 

. H. Robinson Hyde has been named 

t production manager of the National 

is Screw & Mfg. Co.’s main plants in 

> Cleveland, and Samuel M. Washa- 

I baugh has been made manager of 

d sales promotion. | 
Mr. Hyde, who has been assistant 

4 to the vice-president in charge of pro- | 

\ | 

| 


| 
h. manager at National prior to the new | 
Ss, appointment. He attended Penn State 

nh- 


College. His new duties cover all Na- 
tional product lines including those of 
e, the Hodell Chain and Chester Hoist 
it; divisions. 

er; 
nd 
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AST iron pulleys by Sprout-Waldron have long been 

an assurance of complete customer satisfaction. This 
is why Industrial Distributors everywhere look to S-W 
today as their Pulley Headquarters. 








Whether it’s a rough materials handling job which \| 
demands the ultimate in belt-saving features ... or I 


a simple task of power transmission — there is a wide lj 
| selection of ‘Blue Face’ Pulley types and sizes to meet 
| the application. 


| Write for Bulletin P-848 today! 





Samuel M. Washabaugh 


Riechman-Crosby Co. | Sprout, Waldron & Co., 


Promotes W. H. Weeks 


3 Waldron St., Muncy, Pa. 
W. H. Weeks has been promoted 
to salesman for eastern and central 


—— for the Riechman-Crosby | SRR DYNO ~ S | 
ee a castncen | MN peadigdirrionn, Erwigno> 


is desk for the past two years, will suc- A 
his ceed James A. Farnham. | PENNSYLVANIA 





63 | 
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garage, service sta 
farm, dairy, boaty 
equipped with elect ' 
prospective buye¥ ef 


hand-operated ‘Budgit Cpe Block. 
New, # 


Especially so, once: you've explained 
the superior mechanical features of 
‘Budgit’ Chain Blocks. How all shafts, 
not just fhe load. shaft, are sup- 
ported on pnti-friction bearings. How 
the load broke —os complete sepa- 
rate unit like those employed in elec- 
tric hoists + operates in grease in a 
sealed holising as does the entire 
mechanism.. Explain that the load 
chain is epller type and will not 
stretch, stiffen, flor bind — that it 
may be lef gthened or shortened in 
the field without special tools. Ex- 
plain about the safety features, the 
hooks and pw ti ey operate, and all 
the other features of ‘Budgit’ Chain 
Blocks that make them steady, reli- 
able performers under all conditions. 











Then, too, there's all those places 
equipped with over-age chain blocks 
— chain blocks not possessing all 
the mechanical improvements and 
modern design of ‘Budgit’ Chain 
Blocks that offer you another market 
where you con sell ‘Budgit.’ 


If you need more copies of 
Bulletin No. 393, write us. 












“il BUDGIT’ 
Im Chain Blocks 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MANNING 
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‘}HE TRUCK FLEET of Carey Machinery & Supply Co., Inc., Baltimore, Md., 
backs up to its new and spacious loading platforms for prompter deliveries to the 
firm’s customers. 








goes 





THE TELEPHONE order department, manned by the same experienced men who 
served Carey’s customers when the firm was located downtown, give the same good 


service. 





New Sales Representatives 


Named by Hewitt Rubber 


Thomas P. McNiesh has been as- 
signed to the Los Angeles territory, 
and Hall S. Derkin will work out of 
Chicago as sales representatives to han- 
dle mechanical rubber products of the 
IIewitt Rubber Division, Hewitt- 
Robins, Inc. 

Mr. McNiesh has been associated 
with the rubber industry since 1938. 
lle will represent Hewitt in the oil 
fields and industrial markers. 

M1. Derkin, a graduate of the Uni- 
versity of Pennsylvania and the Charles 
Morris Price School, has been in the 
rubber industrv since 1939. 
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Schaible Co. Adds Space 
At Cincinnati Plant 


The Schaible Co. of Cincinnati re- 
cently added 30,000 sq. ft. of ware- 
house facilities to the home plant 
in that city. The new facilities will 
adjoin the parent plant and will incor- 
porate straight-line production tech 
niques employed in the manufactur 
ing processes, providing a complet« 
cycle from manufacturing to ware 
housing and shipping. 

Completion of the new warchouse 
will enable Schaible to dispose of a 
four-story structure purchased in 1947 
in an adjacent location at Gest and 
Evans Streets. 











LUBRIPLATE 






Oe, oast 
Cons ALERS From COAST 10 © 





Operation speeds of many production 
machines have reached an all time 
high. Speeds above 25,000 R.P.M. are 
common today. There are LUBRIPLATE 
lubricants especially well adapted for 
high speed use. They reduce friction 
to o minimum, arrest progressive wear 
and protect against rust and corrosion. 
There is o LUBRIPLATE lubricant for 
every need. regardless of operating 
conditions. Write for particulars. 



















ricants definitely reduce at 
tion and wear to a — 
They lower power costs - An = 
long the life of equipmen son 
infinitely greater degree. a 
PLATE arrests progressive " 


LUBRIPLATE 


Lubricants protect machine porte 
against the destructive — 
i This fea 
t and corrosion. 
prt puts LUBRIPLATE far out “ 
front of conventional lubricants. 


Lub 







LUBRIPI ATE 
extremely eco- 
nomical for reason that they 


life and ‘““stay- 
ssess very long ; ‘ 
rot” properties. A little LUBRI 
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(ADVERTISEMENT ) 


A TIMELY SERVICE 
TO INDUSTRY 


Today, more than ever, the trend leans toward 
more efficient and less costly operation of pro- 
duction machinery. One exceedingly important item 
in this scheme of things is the selection of proper 
lubricants and application of same. Smart LUBRI- 
PLATE salesmen realize full well that when it 
comes to cutting production costs LUBRIPLATE 
really comes into its own. As evidence of this, we 
quote the following from a report recently re- 
ceived from one of our district representatives. 


* * * * ok 


"'A large and nationally known manufac- 
turer of farm implements in my district has 
had a most interesting experience with 
LUBRIPLATE lubricants. Ona battery of five 
large high speed grinders the operating 
temperature was higher than it should be. 
One of these grinders ran so hot that in 
about an hour of operation the bearings 
would heat up to the point of seizure. 


LUBRIPLATE No. 0 was recommended and within 
four hours of its use the temperature of 
the bearings on this particular grinder 
dropped from 185°F. to 140°F. The lubri- 
cant previously used was at the rate of one 
gallon each 24 hours. Only one quart of 
LUBRIPLATE No. 0 is required every 24 hours. 


This improved continuous and less costly 
operation has resulted in the adoption of a 
number of LUBRIPLATE products for many 
applications throughout the plant.'' 


* * * * * 


LUBRIPLATE lubricants are different—they are 
better. They save users money and lower power 
costs, fewer repairs and replacement of machine 
parts and less frequent shutdowns to make such 
repairs. The fact that the use of LUBRIPLATE re- 
sults in less interruption in production, means 
that once a user of LUBRIPLATE, always a user. That 
means repeat business—orders growing for the 
salesman while he is out making new contacts. 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 


open or close the most | 
stubborn freight car | 
. safely | 


door quickly . . 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 31/4 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


( formerly Anchor Gear Puller) 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big PATENT 
users. NO.i4681035 


NOLAN TRACK BRACES 


(formerly Anchor Track ..a_c:) 


Holds railway tracks _—" 
to desired gauge seh 
where service is 

severe. Can * 

be used c 

again and 

again for 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET « BOWERSTON, OHIO 


—— 
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J. W. Kinnear, Jr. 


Kinnear Named President 
By Firth Sterling 


J. W. Kinnear, Jr., has been elected 
| president of Virth Sterling Steel & 
| Carbide Corp., manufacturers of high 
| speed steel and cemented carbides. 
|The promotion follows Mr. Kinnear’s | 
| service as executive vice-president for 
neatly two years and director for 15 
|vears. He will actively direct the 
| operations of Firth Sterling, succeed- 
ing L. G. Firth who has been president 
since 1933. 
During the war, Mr. Kinnear was 
| assistant manager of operations for 
Carnegie-Illinois, Pittsburgh district. 
| He figured prominently in the develop- 
| ment and production of armor plate 
| as a member of the Army’s and Navv’s 
| Ordnance Armor Plate Steering Com- 
mittees. He was chairman of the Armv 
Committec. , 
| Mr. Firth, president and general 
| manager since 1933, succeeded his 
father Lewis Firth, founder of the 
| firm and its first president from 1896. 
He will continuc as a member of the 
board of directors and director of re- 
| search and development, a field of 
service to the metal working industry 


}in which he has figured prominently. | 


'Ten Men At Dehler Bros. 
Gave 240 Years of Service 


| They started young in other days, | 

| and between them, ten men at Dehler | 

, | Bros. Co., Inc. have given a total of | 
= | 240 years of service to the company. 

| Among the ten with more than ten | 


|vears of service at the Louisville, Kv., 
| distributors are: Henry Becker, 39 
_years, William Reinert, 38 years, James 
Butler, 28 years; Ed. Powell, 25 years; 
| “Bert” Davis, 25 years; Mike Boehler, 
| 24 years; Willis A. Headley, 20 years; 
C. C. McCulloch, 17 years, Jesse 
Spivey, 16 years and William Wohl- 
bold, 13 years. 
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FOOT & CHECK VALVES 


end leakage troubles . .. save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps. 
Ask for bulletin 401. 


Onder from your Jobber 
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Rubber Tired | 
‘Truck Whe 


Easy rolling tires with resili- 
ent treads that prevent floor 
damage. Molded-on type with }j 
guaranteed adhesion of rub- 
ber to core. Strong one-piece 
wheel casting, Hyatt bearings, 
grease gun fittings, grease re- 
taining dirt - proof thrust 
washers. Only a few of many 
sizes listed. We serve resale 


dealers and original 


SPECIFICATIONS 


Tire Hub Axle 
Size Length Dia. 
4v1l4 i 
5x2 

6x1% 
6x2 

6x24 








Load 


Wheel J 
No Capacity 
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Buffalo CASTER 
& WHEEL CORP. 





187 Breckenridge St., Buffalo, N.Y 





VIGOROUS merchandising is  ex- 
plained by Joseph McLaughlin, presi- 
dent, Casanave Supply Co., Philadel- 
phia, to H. E. Rein, buver, and Phil 
Casanave, sales manager. 


Creative Selling 
Helps Offset Costs 


More creative selling by industrial 
salesmen and more energetic direction 


from management is needed to help | 


offset increased operating costs, ac- 


cording to Joseph McLaughlin, presi- | 


dent of the Casanave Supply Co., 
Philadelphia. 

Mr. McLaughlin works closely with 
Phil Casanave, sales manager, in keep- 


ing their sales staff alert for sales op- | 


portunities. Their program revolves 
around maximum coverage and pene- 
tration by the sales staff. No prospect 
is too small for a scrutiny of potential. 

In addition, Messrs. McLaughlin 
and Casanave believe in active man- 
agement. Mr. Casanave, as sales man- 
ager, spends considerable time out in 
the field with salesmen and calling on 
prospccts. 


SIXTY-TWO years of service is repre- 
sented by this trio of salesmen at the 
Casanave Supply Co., Philadelphia: 
H. S. Kenney, 24 years; Don Frazier, 
22 years, and Dave Kenney, 16 years. 
Dave is the son of H. S. Kenney. 


Lockman Made Manager 
Of U. S. Rubber Sales 


Edward L. Lockman has _ been 
named manager of tank lining and roll 


covering sales for United States Rub- | 


ber Co. 


A graduate of MIT, Mr. Lockman is | 
a veteran of 15 years with the rubber | 


industry. He joined U. S. Rubber in 
August, 1934, as a salesman in New 
York. In 1938, he became assistant 
sales manager of roll covering and tank 


lining. 
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Bolts, nuts, screws, cotters and allied fasteners 
are powerful profit builders for the Industrial 
Distributor. However, as is the case with all 
other products, you’ve got to know bow to 
sell fasteners to realize maximum results. 


Lamson & Sessions have always made it a 
point to pass helpful selling tips on to 
the Industrial Distributor and his salesmen 
through national advertising. Now, for your 
convenience, Lamson has assembled all of this 
material in a handsome, spiral-bound bro- 
chure. It is full of good ideas on how to 
merchandise and sell fasteners to your cus- 
tomers . . . and it’s yours for the asking. 


Make your job easier and more profitable. 
Send for the new Lamson brochure entitled: 
“Teamwork That Pays Off.” 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1977 West 85th St., Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio @ Chicago © Birmingham 


LAMSON «SESSIONS 


é 


~~ 
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STAR DRILLS 


Dasco FORGED TOOLS 






ROCKFORD, 





















ARCH PUNCHES 





























PUNCHES 


























CUTTING NIPPERS 


DAMASCUS STEEL PRODUCTS loted a tel 7 Waren, | 
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COLD CHISELS 
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Former Stockroom 


Made Into Offices 


A remodeling program which pro- 
vided the James Walker Co., Balti- 
more, Md. industrial supply firm with 
a whole new front and new general 
and private offices has been com- 
pleted. 

Included in the program was the 
purchase of new office furniture and 
such equipment as safe, cabinets and 
files. The former management offices 
on the store mezzanine have been con- 
verted into a sales meeting room. 

The new front enhances the firm’s 
opportunities for display, according to 
R. G. Mowbray, president. The design 
of the show windows was altered to 
permit better inspection of displayed 
items. 

The offices have been moved to a 


MODERNIZED private and general offices of The James Walker Co., Baltimore, 
Md., in a former stock room add to efficiency of operations. 
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AT THE DESK in his new office is 
R. G. Mowbray, president of The 
James Walker Co. 


former stockroom in which surplus 
stocks had been kept. 

Mr. Mowbray plans to intensify his 
sales promotion program with more 
sales meetings conducted by suppliers’ 
representatives. 





New Dallas Office 
For T. B. Wood’s Sons Co. 


A new district office and warehouse 
has been opened in Dallas, Texas by 
T. B. Wood’s Sons Co., Chambers- 
burg, Pa. power transmission equip- 
ment engineers and manufacturers 
since 1857. 

The new office, located at 1117 
West Commerce Street, will be man- 
aged by Robert G. Cahill. Jack H. 
Woods, formerly with Briggs-Weaver 
Machinery Co., well-known Dallas mill 
supply house, will assist him. 

A complete line of Wood’s products 
for the mechanical transmission of 
power will be carried in stock to facili- 
tate deliveries to the firm’s customers 
in the southwest. 


International Changes Name 


To Campbell Chain Co. 


George J. Campbell, Jr., president, 
International Chain & Mfg. Co. of 
York, Pa., has announced that the 
name of the company has_ been 
changed to the Campbell Chain Co. 

In addition to Mr. Campbell, the 
officers of international will continue 
in the same capacities with Campbell 
Chain Co. as follows: N. A. Camp- 
bell, vice-president; Melvin H. Camp- 
bell, secretary; and Howard D. Camp- 
bell, treasurer. 

Campbell Chain Co. has its main 
plant at York, Pa., with a branch plant 
at Newark, N. J., which had been 
operated prior to June, 1948 by the 
Chain Division of Pyrene Mfg. Co. 
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APPLICATIONS: 
AUTOMOTIVE: Feather-edging — Sanding Fenders — Refinishing Bodies — 


Waxing — Buffing — Polishing — Removing Rust. 

MARINE: Sanding any surface from Keel to Mast . . . Hatches — Coamings — 
Decks — Brightwork . . . Refinishing and Polishing. 

AVIATION: Smoothing Hole Burrs in all Metals — Refinishing Fuselages 
— Sanding — Waxing — Polishing. 

CARPENTRY and CABINET MAKING: Sanding Bare Wood — Rubbing — 
Waxing — Polishing — Refinishing Furniture, Desks, Cabinets. 





DU-FAST* ; 
. SANDER & POLISHER 


with Drill Attached. 
DETAILS: 





q EASY TO USE— PERFECT RESULTS 
| SPEEDY- 


DURABLE 


_ ECONOMICAL- ae 


" SANDPAPER— 
Sold through Distributors of Black & Decker, and Van Dorn Electric Tools 


MANUFACTURED BY DU=FAST, TING. 32 —AST 4th STREET « NEW YORK 3, N.Y. 


INDUSTRIAL DISTRIBUTION © JULY, 1949 203 














America Asks 
j 
ox 

More than day 


Other Hack 
Naw Blade 


When a leading popular maga- 
zine* recently polled hardware 
dealers from coast-to-coast to 
find out what maker-branded 
hack saw blades are most fre- 
quently asked for by brand 
name at sales counters, the re- 
sponse was overwhelmingly 
“STAR”. 

Of all dealers replying, 50% 
named Star. 

Reflected in this outstanding 
leadership are; Star’s 69-year-old 
reputation for consistent high 
quality workmanship—Star’s 
merchandising policy designed 
to help you... year-round ad- 
vertising to your customers, sales 
aids such as the Star Wall Chart 
and the Star Metal Cutting 
Booklet, ready references on se- 
lection, use and care of hack saw 
blades for workshop and pocket 
or tool kit respectively. 

Be sure of your share of Star 
profits—stock the complete Star 
line. 

*Name upon request. 
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il Vins 


VI 
CLEMSON 


BROS., INC. 
MIDDLETOWN, N. Y. 


Makers of hand and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson Lawn Machine. 
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Allan Craig 


Link Belt Co. Promotes . 
Craig, Perry and Kolar 


Allen Craig, sales manager of the 
Link-Belt Co.’s southeastern division 
snce 1945, with headquarters in At- 
lanta, is being transferred to Houston, 
Tex. in the capacity of general man- 
ager of the southwestern division, 
where a new Link-Belt plant is about 
to be opened. 

Michael J. Perry, district manager 
at Moline, Ill. since 1946, has been 
appointed sales manager, southeastern 

| division, with headquarters at the At- 
lanta, plant, to succeed Mr. Craig in 
that capacity. 

Andrew K. Kolar, district sales engi- 
neer at Moline, Ill. since 1947, has 
been appointed district manager in 
full charge of that office. 

Mr. Craig started his Link-Belt 
carecr in 1923, in the engineering 
department of the company’s Phila- 
delphia plant. He gained his initial 
engineering training at Drexel Insti- 
tute of Technology. 

Mr. Perry started in 1922, in the 
enginecring department of the Per- 
shing Road plant in Chicago. He 
studied mechanical engineering at 











Andrew K. Kolar 





Michael J. Perry 


Armour Institute and business man- 
agement at Northwestern University. 

Mr. Kolar joined the Pershing Road 
plant in 1935 in the capacity of shop 
apprentice upon graduation from Pur- 
due in mechanical engineering. Suc- 
cessively, he served in shipping, foun- 
dry, steel shop, machine shop, rate 
setting, production, construction, sales 
and engineering departments. 





Shelby Doubles Plant Area 


The Shelby Supply Co., Shelby, 
N. C., recently opened its new addi- 
tion with an “Open House” with a 
large number of friends and patrons 
attending. In completing the addition, 
the firm more than doubled its facil- 
ities. The opening of the new addition 
marks the 29th birthday of the com- 
pany, which specializes in_ textile, 
plumbing, machine shop and industrial 
equipment, tools and supplies. 
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Nixon Moves Outside 


Charles W. Nixon, vice-president in 
charge of accounting for Industrial 
Suppliers, LaGrange, Ga., now is de- 
voting his time to outside sales work. 
He is covering South Georgia and part 
of Alabama. Recently he was elected a 
director of the company. Julian T. 
Poole, formerly covered the territory. 
He now is with the New York-New 
Jersey Lubricant Co., covering Georgia 
and Alabama. 
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roller chain. 


SMOOTH TRANSPORTATION for bottles, jars, 
cans and other small units is offered by Rex 
Table Top Chain. Wide sprockets assure long 
life, smoothest operation. 


It’s a good move for you as well as for 
your customer when you offer the complete Chain Belt 
line of drive and conveyor chains. There is a wide as- 
sortment of chain attachments to fit these chains for ideal 
service as platform conveyors, scraper conveyors, trolley 
conveyors and many others. In this field, where modern 
methods and efficient equipment often lead to really 
important savings, the complete Rex line can be your 













AROUND THE CORNER and up the hill, cases 
of beer ride on Rex Double-Flex Chain. This 
chain has the ability to flex in two planes, plus 


AN OVERHEAD TROLLEY is a good ap- 
plication for Rex Pintle Chain. For con- 
veying moderate loads at moderate 
speeds, Rex Pintle Chain is hard to 
beat. 


DOUBLE PITCH is the name of the 
Baldwin-Rex Roller Chain used to 
drive this bakery oven. This chain 
offers light weight and low cost plus 
the strength and precision of regular 





Because the line 
is complete, you can offer your 
customer the chain that best 
fits the requirements of his 
particular application. Backed 
by the complete Rex line, you 
can, without prejudice, recom- 
mend a materials handling 
method that will give him the 
most years of low-cost, efficient 
operation. You'll have one 
more satisfied customer, one 
more future prospect. 

The pictures on this page 


strength. 


CRAIN BE,> 


most important selling point. 


show a few of the many success- 
ful Rex conveyor applications. 
Whether it’s raw materials, 
goods in process or the finished 
product, the Chain Belt line has 
the correct chain for every use, 
the proper attachment for every 
job, and the right sprocket for 
every chain. 

For more information call 
your nearest Chain Belt Branch 
Office; or if you prefer, write to 
the Chain Belt Company, 1622 
W. Bruce St., Milwaukee, Wis. 


DRIVE AND CONVEYOR CHAINS 


AN EASY WAY to elevate sand, 
gravel or similar bulk materials is 
with Rex Elevator Buckets attached to 
Rex Combinati dDurobar Chain. 
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LASTING SERVICE 


OUT OF SIGHT into the distance goes crushed 
stone riding on Belt Conveyors. Belt idiers are 
ideal for conveying bulk materials over long 
distances. 
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ALLIC GATO R 


BELT. TACING 


veyors. 


% Separable and smooth on both sides. 
% 12 Sizes: For belts from 1/16” to 5/8” 


thick—and any width, 


% Made of Steel, “Monel”, “Everdur”. 
Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street, Chicago 44, Illinois 


For Transmission and Conveyor Belting 
of all kinds. Excellent for Package Con- 


Every Tooth 
a Vise* 





JUST A HAMMER 
TO APPLY IT 











—— 


“Instant” — Permanent 


Just what you've been waiting for—an 
entering wedge into a lot of profitable 
business. Amazing Pack-Patch repairs 
cracks and holes in wood, concrete and 
masonry floors and sidewalks. Packed 
in air-tight containers, ready for use; 
weather-proof, freeze-proof; truck over 
the patch immediately; very low in cost. 
Exclusive protection—a high-profit deal 
fo: wholesalers only. Sells to industry, 
cities, shippers; for platforms and docks, 
everybody having a surface for foot or 
vehicular traffic. 


For Use On 
Factory floors @ Traffic aisles 


Ramps @ Stairs @ Sidewalks 
Parking courts @ Loading docks 


Ready for use indoors or out 
Permanent © Inexpensive 
No re-routing of traffic 


eienntetenemeeneenl 


Get discounts and literature. 


EUCLID-URBANA CO., INC. 


Euclid Ave. at Urbana, Cleveland 12, O. 
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WALTER WIEDEMAN of Reeves-Wiedeman 
Company, Kansas City, Mo., reports that his 
firm has joined other organizations all over 
America who are now selling and stocking 
Herman Nelson Propeller Fans. Like others, 
this aggressive firm has discovered that it’s 
profitable to sell and stock quality Herman 
Nelson comfort and health 
products to supply the four 
billion dollar industrial, com- 
mercial and institutional mar- 
kets. If you are interested in 
a profitable Herman Nelson 
Franchise, write now! 





Herman Nelson 
Propeller Fans 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 
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R. E. Wendig 


Wendig Named To Sales 
By Greene, Tweed & Co. 


Robert E. Wendig, a recent gradu- 
ate of the Wharton School of the 
University of Pennsylvania, has been 
appointed sales representative bv 
Greene, Tweed & Co., North Wales, 
Pa. manufacturers of packings and 
special industrial tools. 

Mr. Wendig will locate in Detroit 
and will service the lower peninsula 
of Michigan for the company. 


Gierston Tool Holds Show 


The Gierston Tool Co., Inc., of 
Elmira, N. Y, recently invited its man- 
ufacturer-customers in for an evening 
of demonstration on its Burgmaster 
machine. Norman Nourse, factory en- 
gineer, performed on the machine be- 
fore some 60 to 70 factory men in 
attendance at the show. 








TIGHT TIMES are still ahead, in 
the opinion of Joseph W. Hamn, Jr., 
president of the ‘Trenton Industrial 
Supply Co. in New Jersey, and it’s 
fifty-fifty which way business will move 
in the coming months. 
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GENTLEMEN IN ATTENDANCE at the hoist sales meeting held recently by the 
Augusta Mill Supply Co., in conjunction with Yale & Towne, which featured a new 
aminated color film, “The Talking Hoist,” included, left to right (seated) Ben 
Mcllwain, chief clerk; Harry W. Hughes, Jr., manager; Russell Bray, assistant man- 
ager; George Sherrill, Sim Boyd and Ben Bundke, city salesman. Standing: L. S. 
Newton, salesman; A. J. Taylor, records clerk; J. D. Carswell, W. Hogan, and 
C. Sutherland, salesmen; R. Hopper, E. Wrsy and T. E. Lamb, inside clerks; Arthur 
Eubanks, chief inside salesman; J. Grant, accounting department, J. Curry, city 
salesman; and W. Weems, shipping clerk. 





a 
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Weed Fetes Davenport Cutler-Hammer Moves Office 


Loren C. Davenport, vice-president 
of Weed & Co., Buffalo distributors, 
who has been associated with the com- 
pany for 58 years, recently was given 
a surprise luncheon on his 80th birth- 
day by associates and friends. 


Cutler-Hammer, Inc. of Milwaukee 
has moved its Boston district sales 
ofice to 784 Commonwealth Ave., 
Boston 15. C. V. Topliffe is in charge 
at the new quarters. 


















SAVE MONEY in LIGHT 
GRINDING OPERATIONS! 


WITH STANDARD’ ABRASIVE’ BELT. 
MACHINERY... 


Your customers will be astonished 
by the results obtained when they | 
install STANDARD Coated Abra- 
sive Belt Machinery. Slow-down is 
eliminated by discarding ‘Set-up’ 
polishing wheels. Abrasive Belts 
are long-wearing, low in cost, uni- 
form in cutting ability and quickly 
replaced. 


Coated Abrasive Belts are no longer 
confined to the light grinding and 
polishing operations—there is a Belt 
and suitable capacity Machine for a 
wide variety of operations. 





USES: Polishing, grinding, sharpen, de- 
burr, bevel, shape, remove gates and 
fins, finishing flat stock, surface, con- 
tour, inside, flash, radius, chamfer, | 
square, snagging, surface imperfec- 
tions, clean-up from machine tool op- | 
erations, etc. 


| 
Bench and Pedestal Back Stand Idlers | 
—Hydraulic, Spring or Air Cylinder | 
Control. 


Standard’s Abrasive Belt Machinery | 
means greater volume and extra profits | 
for you! 


Write today for Bulletin 70. 


THE STANDARD ELECTRICAL TOOL CO. 
2520 River Road Cincinnati 4, Ohio | 





Type 
HVAF 
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“ATLANTIC” 


Can meet your 
need for 


PROMPT SHIPMENT 


of all types and 
sizes of 


FLEXIBLE 
METAL HOSE 


By making “ATLANTIC” your 
source of supply you are 
assured of being able to furnish 
your customers with their re- 
quirements from a complete 
line. 


Atlantic Flexible Metal Hose is 
available in a full range of 
sizes for the highest pressures. 
You can sell “ATLANTIC” for 
a wide range of services such 
as for handling steam, hot and 
cold oils, tar, asphalt, chemi- 
cals, compressed air, etc. 


The experience of distributors 
who make “ATLANTIC” their 
source of supply is that this line 
is a profitable one to sell and 
offers an attractive repeat 
order business. 


Be sure you have our latest 
catalog and pricing schedule. 


ATLANTIC 
METAL HOSE CO. 


104 West 64th St. 
NEW YORK 23, N. Y. 
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Sell these savings! 


With business conditions as they are 
— overhead skyhigh and profits some 
40 fathoms under — you'll find it 
easy to sell business men, manufac- 
turers, and industrialists on the idea 
of equipping their plants and shops 
with time-saving, energy-saving, 
money-saving ‘Budgit’ Electric Hoists. 


With management more cost 
minded than ever, you need only to 
tell how a ‘Budgit’ Hoist, by removing 
all danger of strain or rupture from 
load lifting, saves man-hours and 
compensation for the company and 
allows the worker to turn his energy 
into increased production. That means 
@ saving in operating costs! So, how- 
ever you present it, it's a source of 
saving when plants are equipped 
with efficient, labor-saving, time- 
saving portable ‘Budgit' Electric 
Hoists. 


Another source of saving to man- 
agement are the superior mechanical 
features of ‘Budgit’ Hoists — double 
brakes, anti-friction bearings through- 
out, a load hook that revolves freely 
on ball bearings and is free to swing 
in attaching loads, safety upper and 
lower hooks, gears drop forged from 
steel, load shaft and lifting sprocket 
made from nickel steel—features that 
insure years of satisfactory service. 


The new ‘Budgit’ 
Hoist bulletin is 
No, 391. Write us 
if you need copies. 


MANNING 


Hoists 


MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 





<4) BUDGIT 


Spencer Montgomery 


L. M. Demarest 


E. Horton & Son Co. 
Elects Directors 


At a recent meeting of the stock- 
holders of the E. Horton & Son Co. of 
Windsor Locks, Conn. the following 
directors were elected: Donald B. 
Hunting, Douglas H. Thomson, Paul 
W. Adams, H. Bissell Carey, Jr., Mary 
A. Caffrey, L. McGregor Demarest, 
Spencer Montgomery, and Sidney E. 
Horton. The first five named were 








WHITNEY 
PUNCHES 


@ The most powerful machine of its 
type ever offered to the trade. Spe- 
cial shape punches and dies can be 
furnished. All parts drop-forged 
except Jaw which is Chrome Nickel 
Steel Casting. This is a good seller 
and we can give immediate service 
on orders. 


a 


NO. 91 
BENCH PUNCH 


Punches Chan- 
nel Iron 242” 
Flange by 14” 
Web 


Punches Angle 
Iron 2% x 212 


x y," 


W.A.WHITNEY 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, mM. 








SCRAPERS 


INGALLS 


ENGINEERS’ 
FAVORITES 


ELLIPTICS 
ABRAMS 


FINE WIRE & . 
SPIRAL BRUSHES 


TUBE BLOWERS 


Gauge Glass 


Complete Stocks — Im- 
mediate Delivery — Ask 
us about attractive 
prices. 


MANUFACTURER 


A. W. CHESTERTON CO. 


Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


6 ASHLAND ST., EVERETT 49, MASS. 
S. E. Horton 
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re-elected to the board; the last three 
are newly-elected directors. 

Mr, Horton is the grandson of the 
founder of the company, Eli Horton. 
He is a past president and director 
of the company. 

Following the stockholders meeting, 
the directors elected the following of- 
ficers: Donald B. Hunting, president; 
Douglas H. Thomson, vice-president 
and treasurer; Mary A. Caffrey, secre- 
tary. 


Southern Association 
Elects Terstegge 

W. H. Terstegge, of Louisville, Ky., 
was re-elected president of the South- 
ern Wholesale Hardware Association 
at the annual convention held at West 
Palm Beach, Fla. 

Other officers re-elected included: 
Fred C. Barksdals, Alexandria, La., 
first vice-president; Charles E. Nash, 
Fort Worth, Texas, second vice-presi- 
dent; H. B. Horsey, Atlanta, Ga., 
treasurer, and T. W. McAllister, Or- 
lando, managing director. 


kee 


THE NEWLY-ELECTED chairman 
of the board of Binks Mfg. Co., Chi- 
cago, Ill., is J. F. Roche... 


SUCCEEDED in his former position 
of president of the company by Burke 
B. Roche, his son, who has been in 
charge of the company’s industrial di- 
vision. 





WHY CULLMAN 


Selective Distributor Plan 


Makes You MORE MONEY 


/ 
w Distributor O-E.M. privileges 
g immediate availability of stock 


4 
V/) Over 80,000 sprockets and 80,000 feet of 
chain now in stock 


Cullman quality and fair-dealing respected 
for 55 years 


V) New 80-page catalog and data book 


/ 
Advertising support in numerous 
industrial and machine tool magazines 


Many alert distributors immediately responded to the announcement of 
Cullman’s new Selective Distributor Plan in May advertising. They 
quickly sensed the cooperative attitude in adopting a present-day policy 
recognizing the mutual requirements of manufacturer and distributor 
The Cullman sales policy is what most well-established distributors have 
been seeking. If you have not asked for full details, we suggest you do so 
at once. Cullman can give your customers uniform precision, engineering 
cooperation and highest performance in sprockets and chain, from its 
remarkably large stock, or for specials: and on flexible couplings, punch 
press drives and speed reducers. 


Over 
80,000 
Sprockets 
now in stock 


STRONG 
ADVERTISING 
SUPPORT 


3 i fageres- 
man’s policy © 
= men rsing pursued for 
years in mos — 
ndustrial an - 
chine tool publications r 
by users of (ur i nent 
has made its ‘ 
‘ronally known and re 
spected. - 
If you at 
lished distributor, - 
additiona o 


ll-estab- 
tog nd see 


pment, 


write or call at once. 


CULLMAN WHEEL COMPANY 
1347 Altgeld Street, Chicago 14, Illinois 


SPROCKETS « ROLLER CHAIN « FLEXIBLE COUPLINGS 
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TH BOS, 


oe 
NAL eoree The greatest trade show in the industrial supply field isn’t a once-a- 


yNOF ag) year event. It comes to you every month in the advertising pages of 
S INDUSTRIAL DISTRIBUTION. And, because it is scheduled so frequently, 

. it can bring you a continuing series of up-to-the-minute ‘‘displays.”’ 
Chicago Lock Co. 
This trade show is designed especially for you. These manufacturers — 

4 EL / SI @ 433 strong — provide you with the ammunition to do a top sales and 
distribution job. Their ‘‘displays’’ are full of sales tips and pointers. 

IART You will find information on new products, product application, sales 
ESSEX BRASS features, markets and customers, distributor selling aids, consumer 











grams — to mention only a few. 


ALUMINUM INDUSTRI 
LOWELL WRENCH 


“e advertising support, sales policies and trade practices, training pro- 





Yes, there’s a heap of sales ammunition in this monthly distributor 
trade show! Browse through all the product ‘‘displays’’ every month 
— whether you handle the line or not. It will help you in the com- 
petitive selling days ahead. 
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A Better 
Welded 
CHAIN 


fo: every industrial pur- 
pose, for every essential 
industry—wherever chains 


a veaerend ae . find NEW SALES MANAGER Vernon 
Wesco Chains doing a Rodger of Georgia-Alabama Supply 
better job because they Co., West Point, Ga., discusses a sales 
are better welded chains. | promotional campaign with President 
| L. R. Tillery. 


Proof Coil Chain | Georgia-Alabama Supply 
BBB Coil Chain | Advances Vernon Rodgers 


Sling Chains and Vernon Rodgers, formerly assistant 
Log Chains ... sales manager of the Georgia-Alabama 
. . Supply Co., West Point, Ga., has been 
Railroad Chain promoted to the position of sales man- 
ager. R. Fred Cook, vice-president, 
formerly acted as sales manager but 
Write for the Wesco now is devoting all of his time to 
Industrial Chain Catalog executive duties. 
| Carl Summers, Jr., a graduate of 
| Georgia Tech in mechanical engineer- 


WESTERN CHAIN COMPANY ing, has been added to the sales staff. 


1819 BELMONT AVE CHICAGO 13, ILL. He now is acting as inside salesman 
during his training period as a sales en- 


gincer. 

The company plans an_ intensive 
sales promotion campaign and believes 
that such efforts now are needed, since 
industrial supplies and equipment are 
more readily available. 

















“Guess”? Promotion 


Featured By Cleveland Drill 


The Cleveland Twist Drill Co. had 
a display at the recent open house of 
The Geo. Worthington Co. that had 
everybody guessing. There were 2,577 
tiny drills in a small box, with a re- 
quest above it to guess the number. 

C, W. Oberrath of the re 
gheny & Ohio Coal Co., guessed 2,575 
on one day and the following i 
Victor H. Coe of Central National 
Bank, and C. W. Howes, of Howes 
Iron Works, both guessed 2,600. 


Carey Named To Sales 
By LaBarge & McKim Co. 


A. J. (Art) Carey has been ap- 
pointed a sales representative for La- 
Barge & McKim Co., distributors of 
cutting and production tools in the 
Buffalo area. 

He is a graduate engineer of Syra- 
cuse University and was for some time 
associated with Rupp Equipment Co. 
of Buffalo and later went with Cum- 
Home of Quality Industrial Fasteners Since 1854 | mins Diesel Engine Co. at their Syra- 


cuse branch. 
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GOOD WILL—Exccutives of Watkins 
Inc., Wichita, stopping at Fairview, 
Okla., on the 1949 Wichita Good 
Will Tour, were met by their salesman, 
Sam Hayden who greets Howard Jones, 
sales manager, while Waldo Ratzlaff, a 
customer, welcomes Leon Watkins, 
vice president, Watkins Inc. 


(Photo courtesy of Paul Threlfall, Wichita | * 


Beacon. ) 





Allis-Chalmers Promotes 
Schaefer To District Office 


J. G. Schaefer has been named man- 
ager of Allis-Chalmers newly converted 
Youngstown district office. Formerly 
a branch office, it has been moved 


from the Mahoning Bank Building to 


the Ohio Edison Building. 
The new district office will cover 
Trumbull, Mahoning and Columbiana 


counties in Ohio, and Lawrence, Mer- | 
cer, Venango, Crawford, Erie, War- | 
ren and McKean counties in Pennsyl- | 


vania. 


Mr. Schaefer has been with Allis- | 


Chalmers since his graduation in 1935 
as a mechanical engineer from Purdue 


University. Formerly he was with the | 


company’s Pittsburgh district office. 


He is a member of the Association | 


of Iron & Steel Engincers, the Electri- 
cal League of Eastern Ohio and the 


American Society of Mechanical Engi- 


neers. 


American Brake Shoe Co. 


Names Ward To Sales 
Gilfry Ward has been appointed 


vice-president in charge of sales of the | 


American Manganese Steel Division of 
the American Brake Shoe Co. He will 
be located in Chicago Heights, IIl. 


Mr. Ward has been with Brake | 


Shoe since graduating from Yale in 


1928, and he has spent many years on | 
both the east and west coasts with the | 


Amsco sales organization. 


He is a member of the American In- 


stitute of Mining and Metallurgical 
Engineers. 

Eads Johnson, Jr. has been ap- 
pointed assistant vice-president of the 
Southern Wheel Division of the 





The brewing industry uses 2,000,000 feet of 
belting—uses it in brew-houses, engine rooms, 
filter rooms, cooperage shops, bottling 
departments. To meet brewers’ needs for long- 
lasting, efficient belting in every 

department, sell them Victor. 


Brewing is only one of many markets open to you 
when you handle Victor. Other industries 

such as canning, candy-making and milling, 

are potential buyers. In fact, wherever 
conveying, elevating, or transmission systems 

are used, you’ll find a market for Victor belting. 


You can supply Victor in solid woven, balata, 
or canvas stitched types—plain, 

coated or specially impregnated to meet 
customers’ requirements. 


Write today for further details about handling 
this complete textile belting line. 


Victor Batata & Textite Betting Co. 











American Brake Shoe Co. 53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Mr. Johnson has been with Brake Factory: Easton, Pa. 
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FOR SAFETY PLUS 


rd 


For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO., WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 











IT’S EASY TO SELL Quality and Pecformance 


CENTRAL 
STANDARDIZED 
DRIVES 


The Central line also includes 


G 


FLEXIBLE COUPLINGS 


i 


PILLOW BLOCKS 


" —known and accepted in plants everywhere. 


%* Diamond bored to = .0005” 
%* Perfectly balanced 


%* Finished in silver aluminum 


You’re assured of product acceptability when you 
stock the Centralline. Central Standardized Drives, 
flexible couplings, pillow blocks, and mandrels are 


backed by thirty years manufacturing experience 


Write for the Catalog and price list. 


x 
MANDRELS 


CERTAL 


2933 WEST 47th STREET © CHICAGO 32, ILL. 
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| Shoe since graduating from college in 


1934. He has seen service as sales 
representative of the company’s Brake 
Shoe & Castings Division. 

In his new position he will continue 
to be located in New York. 

John F. Ducey, Jr. and Sam H. 
Watkins have been appointed district 
sales managers of the Brake Shoe & 
Castings Division of American Brake 
Shoe Co. 

Mr. Ducey first started with Brake 


| Shoe in 1936 as an apprentice, follow- 


ing his graduation from Harvard Uni- 
versity. He is located at the New York 
office of the company. 

Mr. Watkins has been with Brake 
Shoe since he graduated from Yale 


| University in 1939. He also started 
| with the company as an apprentice. 


He is located in the Cleveland, Ohio 
sales office. 


Sales Area Reorganized 


| By Norton Co. 


Reorganization of sales areas by the 
Norton Co., including the establish- 
ment of a new region in the central 
United States, was announced recently 


| at a district sales managers’ conference 
| held in the company’s main offices. 
| The change adds a third area called 
| the Central Region to the company’s 
| U.S. sales coverage, and includes the 


territorics around Cleveland and De- 


troit. 


Donald L. Price, Detroit district 
manager for the company’s abrasive di- 
vision since 1944, has been appointed 
sales manager of the new region. 

William A. Russell, abrasive engi- 
neer in Toledo, has been named to 
succeed Mr. Price in his old position. 

The eastern region, now to include 


| the New England, Philadelphia and 


Pittsburgh districts, remains under 
the supervision of George A. Park, 


| sales manager. The same applies to 
| W. Earle Shumway, sales manager, 


western region, who will continue to 


Donald L. Price 

















SLEEVES and SOCKETS 


and a 
Complete Line of 


COLLETS 


ySe-EM-UP-TYPE 


Makers of collet equipment for over 
40 years. Let our manufacturing ex- 
perience help your customers select 
the proper equipment for the job. 
Immediate service on 
®@ Sleeves 

Lathe Centers 

Arbors 

Drill Drifts 

Magic Type Chucks 

Collets 


“Call Collis for Service” 


THE COLLIS C __ CLINTON, 


1OwA 





PROFITABLE 
SELLING 
IN 
ALL 
SEASONS 


ECONOMY 
PRODUCTS 


@ Screw Machine Products are always 
needed and in great numbers. Your cus- 
tomers want Hollow Set Screws, Socket 
Head Cap Screws, and Headless Set 
Screws to maxe plant operat‘ons economi- 
cal and profitable—supply them from this 
complete line. Let us send all facts. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 ) 














| quarters 
| Mr. Anderson in St. Louis. 








William A. Russell 
direct the activities of the Chicago, St. 


Louis and Pacific Coast districts. 


A recently-established new district 


in the St. Louis, Missouri area is in | 
charge of R. O. Anderson, district | 


manager, who will shift his headquar- 
ters from Denver, Colorado to St. 


| Louis. The district includes territories 


previously composed of the Rocky 
Mountain and south central districts, 
now discontinued, and two arcas for- 
merly in the Chicago district. 

H. G. Brustlin has been appointed 


| abrasive engineer in charge of the Den- 


ver territory and will make his head- 
there. He will report to 


| Buhl Sons Co. Board 
Elects Firm Officers 


C. H. Buhl was elected president 


Other officers designated were A. 


| of Buhl Sons Co., distributors of De- | 
| troit, Mich. at a recent meeting. 


II. Buhl, senior vice-president; R. E. | 


Sweeney, executive vice-president; H. 


and H. E. Pilbeam, vice-president. 





THE NEW FEATURES of a port- 
able sander are studied by Harry W. 
Hennessy and O. T. Kersey of Indus- 
trial Suppliers, LaGrange, Ga. 
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| G, Anno, vice-president and secretary- | 
| treasurer; E. L. Warner, vice president 








Sherman 
Brass Fittings 
For Industry 


Hose Couplings 


For water, steam, oil and air. Also hose 
nipples, bushings, menders, nozzles and 
other fittings. 


Barrel Faucets 


Two sizes, with choice of ground key lock 
lever or self-closing lock lever. Heavy 
cast brass, solid brass handle. 


Air Nozzles 


Four models of straight and angle pattern 
nozzles. Choice of hand button or lever. 
Air volume accurately controlled. 


Brass Hose 
Clamps 


Full range of water 
hose and steam hose 
sizes. 


Fusible Plugs 


High grade brass, 
filled with pure tin. 
Outside and inside 
styles, in long and 
short pattern. 


Sold — through Industrial 
Wholesalers. Write today for 
catalog and discount sheet on 
the full Sherman line. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK MICHIGAN 
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sify and purchase our industrial products... 
] ...the readers of FACTORY” 


The Philip Carey Mfg. Company knows its sales targets and knows how 
to hit dead center, too. The makers of Carey building materials and indus- 
trial products have long recognized the importance of reaching tlie Plant 





Operating Group — the men who exert a vital influence on the purchase 
of Carey products that serve industry. According to Frank J. Smith, 
Advertising Manager: 





“One of our major sales targets is to reach the plant operating men 
am who specify and purchase our industrial products . . . roofing, siding, 
flooring, pipe and boiler covering, asbestos duct, to name a few. We 
—— have found from experience that this target coincides with the 
readers of Factory.” 


The story of Carey products in Factory helps Carey distributors and 
salesmen in four ways: 

@ making contact with plant operating men 

@ arousing interest among plant operating men 

@ creating preference among plant operating men 





@ selling the men they cannot always see personally... the men behind the orders 


Factory reaches these powerful buying influences most effectively 
because it is edited for and concentrates its circulation on the Plant 
Operating Group. Its more than 51,000 paid circulation includes more 
subscribers in the Plant Operating Group than any other monthly business 
magazine serving the manufacturing industries. This group, the heart of 








multiple-influence buying. prefers Factory because timely reporting and 





editing make it a highly useful guide to action on the many manufacturing 
-) problems which demand prompt solution. And this is a significant reason 

why industrial distributors and salesmen welcome product advertising 
in Factory. 








If you’d like to see for yourself why so many of your customers look to 
Factory for help on their daily jobs. we'll be glad to send you a com- 
plimentary copy. 


, a EACTORY 








MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, ¢ 330 West 42nd Street, New York 18 N. Y. 
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There are numerous ways of doing so, for advertising’s 
useful jobs are many. Most important «©: — «-e jobs is 
to help you utilize your personal selling time... of 
which you have all too little...to maximum advantage. 


It figures out about like this: 


Deducting holidays and weekends, you have 244 work- 
ing days a year. On an eight-hour day, that’s 1,952 
working hours. 


But... based on a number of reliable surveys, only 50 
per cent of these hours are spent in actual selling. The 
rest of your time is taken up in office work, sales meet- 
ings, traveling, and just “sitting it out” in customer’s 
waiting rooms. 


If you are an average distributor’s salesman, you call 
on 145 companies, have to see an average of 4.4 men 
in each company who have definite buying influence. 


638 men to see...and only 976 hours to see them in. 
Just one-and-a-half hours per man PER YEAR! 


is our [QP sates partner 


INDUSTRIAL DISTRIBUTION ¢ JULY, 1949 





| fo figure 





In anybody's league, an hour-and-a-half a year isn’t 
much time. That’s why advertising in good industrial 
magazines is geared to help you put that limited time 
to work in making sales. For advertising in maga- 
zines like American Machinist takes for you the first 
three of the five steps which lead to sales... 


| J 


4 CLOSE 
THE ORDER 

3 | MAKE A 

SPECIFIC 

9 enene PROPOSAL 

PREFERENCE 

] AROUSE 
INTEREST 


CONTACT 


...let’s you concentrate on steps four and five. 


' 


N YOUR BIGGEST MARKET 





ance to you 


What’s more, advertising takes these three steps for 
you every day, throughout your territory, and under 
almost ideal conditions of receptive and uninterrupted 
attention. 


When your suppliers advertise in American Machinist, 
for example, they are easing your path to quicker and 
bigger sales in all the important metalworking plants 
in your territory. 28,000 metalworking production 
executives are subscribers to this leading metalwork- 
ing magazine, and thousands of other men read sub- 
scribers’ copies on a “pass-along” basis. 


So be sure you watch for your suppliers’ advertising 
in American Machinist ...and whenever it seems like 
there just isn’t enough time to make all the calls 
you'd like to make... remember how much less time, 
still, you’d have without advertising’s help in speed- 
ing every call you do make. 


ABC 

ABP 

The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 
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...and increase tool i | aus 
life from 100 to 400 ll. 


holes per grind h |] 
.! oe { 

When a motor truck company AB lps 

changed to this C@veland High ; 


Speed Adjustable Reamer, they 
reported an increase in tool life 
from 100 to 400 holes per grind. 
And they eliminated a succeeding 
hand reaming operation which had 
been necessary to produce the required finish. oa 
Cloveland High Speed Adjustable Reamers have 
many advantages. They are rigid ... strong... quickly 
adjusted ... accurate... economical. Ask our nearest 


Stockroom for full information, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 * Chicago 6 + Dallas 1 + San Francisco 5 + Los Angeles 1 
E. P. Barrus, Ltd., London W. 3, England 





SPER Coe rN ne ee 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland \ TOOLS 


j TFtrri Jat 
LY LUA 
DISTRIBUTORS EVERYWHERE 
are ready to serve you! | 
oa 











sare yea a ae Pe ee POSER MIRE, 


This ahbacenen soutien 9 your customers who read the leading magazines in the aatedin field. 
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A MARKET FOR YOU:--- 


© THROUGH PRODUCT DESIGN AND 
ON-THE-JOB PRODUCT PERFORMANCE 


® ALSO BECAUSE THE LINE IS COMPLETE T0 
MEET VARIOUS INDUSTRIAL APPLICATIONS 


V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits... compactness...positive speed 
...dependability. . . quietness... cleanliness... 
shock absorption... easy on bearings... low 
maintenance cost...smooth driving and safety. 


Other. WMedart Products 


Belt e Pillow 6 Shaft 
Adjusters Blocks Couplings 


Literature on each is available. Write. 


Rie continues relentlessly 
to seek ways of economizing ... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


,»% 


Sleevelock Type. Simple to mount and 
dismount. Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 
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— Balata & Textile Belting 


Victor Saw Works, Inc 
Viking Pump Company 
Vincent Steel Process Company. . 


W 


Weinberg & McKee, Inc 

Western Automatic Machine Screw 
Company 

Western Chain Company 

Whitlock Cordage Company 

Whitney Mfg. Company, W. A... 

Williams & Co., J. H 

Wilton Tool Mig. “Co 

Winter Brothers Co 

Wisconsin Cuneo Press, Inc 

Wood’s Sons Co., T. B 

Wright Hoist Div. of American 
Chain & Cable Co., Inc 


Y 


Yale & Towne Manufacturing Co. 


Yarnall-Waring Company 
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TO RESIST 
CORROSION... 


When you need a combination of 
strength and resistance to most 
acids, alkalies or other corrosive 
substances, use stainless steel. 


When you require stainless steel 
cap or set screws, your Allen Dis- 
tributor has the most complete 
line . . . over seventy sizes that 
are standard. 


You get the convenience of 
prompt delivery plus the regular 
AllenOHead advantages of 
strength, fine finish, strong sockets 
and the smooth threading made 
possible by Allen 100% Pressur- 
forming. Sold only through leading 


distributors. Write for complete in- 
formation on the AllenO Head 
stainless steel line. 





QUICK FACTS ABOUT 
STANDARD ALLEN 0 HEAD 
STAINLESS SCREWS 


Made of 18-8 non-magnetic stainless 
steel NC threaded. (No. 10 NF also 
standard.) 

Set Screws in popular sizes from No. 
6, %” length to 14” x 34”. Cup 
points. 

Cap Screws in popular sizes from 
No. 8, 3%” length under head, 
to %” x 2” under head. Other 
threads, points and types of stain- 
less steel available on special order. 




















If It’s a 
Socket Screw 
Product... 


LOOK T0 
ALLEN 




















HEAD 


The Allen O Head line is so broad, 
including over 1500 standara items, 
that you can supply many from 
stock which competition would have 
to handle as specials. 


Beyond that, when a customer has 
an application for any socket head 
product, no matter what it is, Allen 
factory representatives and factory 
engineering stand ready to offer 
seasoned advice and assistance in 
developing it. Experience with all 
metals and alloys in practical use, 
facilities for all types of forming, 
threading, heat treating and tem- 
pering enable Allen to produce any 
product adapted to socket screw 
principles. 











ALLEN®) 


MANUFACTURING COM gow 


Special screw products are important 


Get gensne POS components in so many modern 
d sete : ‘ 

er silver 9 ere Mok tne tein oe aaa Y products that it will pay 7 well 

his Seosieneaene semearnesvenenenenrmrann to discuss these problems with your 


leading manufacturer - customers. 








FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS 
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New Du Pont Exhibit Room Shows 
How Cordura* Rayon Delivers to Industry 


A story of savings in reduced manufacturing costs and improved product perform- 
ance is told by this display in the new Du Pont Rayon exhibit room at the head- 





quarters of the Du Pont Company in Wilmington, Delaware. * Shown here are 
some of the products to which Du Pont ‘‘Cordura”’ High Tenacity Rayon contributes 
high strength . . . at low cost. Inherently stronger than netural fibers commonly 
used, “Cordura” also offers the advantage of unvarying uniformity. * Manufac- 
turers are cordially invited to visit this exhibit room when in Wilmington. 


.» LESS welGel 


HIGHER STRENGTH --- GREATER FLEXIBILITY - 


“COROURA 
DELIVERS 
THE CARGO 


“CORDURA 
DELIVERS 
THE POWER 


“CORDURA 
DELIVERS 
THE PUNCH 


This “Cordura 
Carcass Design 
ed to Carry 700 
Tons Per Hour 
900 Feet Lift 
ing 280 Feet 


The “Cordura” Braid Controls 
the Pressure Operating 
Paewmatic Tools 


Cords of “Cordura” Provide the 
Brawn of V-Belting. Each Belt 


Delivers 25 Horsepower 


Hose bursting strength can be 
increased up to 50% because of the 
high strength of “Cordura” rein- 
forcement. Or hose can be made 
much lighter, yet with far greater 
resistance to flexing, strain and in- 
ternal friction. Because less ‘‘Cor- 
dura” is needed to attain a given 
strength, it enables significant re- 
ductions in raw material costs. 


7 
a3 
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A conveyor-belt carcass rein- 
forced with “Cordura” has high 
strength plus remarkable trougha- 
bility. ““Cordura’”’ makes possible 
lighter belts that are easier to set up 
and work with. And, in addition, 
it provides the necessary tensile 
strength for long-lift belts that elim- 
inate costly transfer points... helps 
give longer life. 


For more information about ‘‘Cordura’’—or products made with it— 
write Du Pont. We'll be glad to give you a detailed analysis of any ap- 
plication you have in mind, along with other helpful data. Rayon Division, 
E. I. du Pont de Nemours & Co. (Inc.), Wilmington 98, Del. 


For Rayon... for Nylon.. 





. for Fibers to come... look to Du Pont 
INDUSTRIAL DISTRIBUTION ¢ JULY, 1949 


Widely used in V-belts, * Cor- 
dura’”’ has virtually eliminated 
‘‘stretch.”” That means more power 
from each belt . . . fewer take-ups 
... less maintenance. And V-belts 
last much longer when they’re made 
of Du Pont **Cordura” High Tenac- 
ity Rayon. More and more V-belt 
manufacturers are turning to this 
super-strong material. 


*REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 





"S-M" MOLYBDENUM for hand sawing and for 
light and heavy power sawing, these blades are of special 
temper for high speed cutting and for hard metals. They 
have a remarkable record of performance and low cost 


per cut, 


HIGH SPEED STEEL 14-4-) Tungsten al! bard blades 
for light and heavy power sawing to assure fast produc. 
tion on high alloy metals, stainless steel, phosphor 
bronze, wol steels, chrome seeel, Movel metal and the 


like 


SAFE -~ FLEX for hand sawing —a high speed steel 
blade with hard edge and flexible back, a combinanon 
that makes it virtually unbreakable on the toughest hand 
sawing jobs 


ge 


STANDARD Flexible Back, All Hard and™Semi-Hex” sn 
the right size and ceeth per inch for hand sawing jobs of 
all sorts. Fase cutting, long lived, thoroughly reliable 








BAND SAWS 


for Cutting Metal, Wood and Plastics 


METAL CUTTING BAND SAWS with bard 
edge and flestble back, ayailabl 10 widths, 3 
gauges and 8 pitches, in coils of any desired length, 
or cut to length and welded ready w use 


“SKIP-TOOTH” BAND SAWS for fast cut- 


tog of magnesium, aluminum, bronze, soft brass 


and other nvaterrous metals, also for special com- 


positiuns, fibre, bakelite: plastics and wood 


Specify “Starrett™ Wavy Set 
Band Saws For Use On All 
Horizontal Band Saw 
Machines 


FEATURE THE COMPLETE LINE OF 
a aa er 
Starrett 
HACKSAWS AND BAND SAWS 


Don’t ever let your customers forget that 
you are the Number 1 source of supply 
when it comes to hacksaws and band 
saws. There’s no more positive way to 
hammer home that fact than to point out 
how completely your line—the STARRETT 
line — covers every need. The complete 
STARRETT line includes the widest pos- 
sible selection of hacksaw blades for hand 
and power cutting and band saws for 
cutting metals, woods, plastics. No won- 
der most shops always use and insist 
upon STARRETT saws. 





SAW SALES 
STIMULATOR 


The New, Handier-Than-Ever 
Band Saw Container 


100 FOOT < f 


BAND SA” «OCK 18 | 
seems 


1 the avange wugrtn wr one Foot an he hone 
ERED ction Sa eave mersaen toe tose Rone Soe 
earew bene tee 


SUAPOCTT LOMAS 
ee matteen -geneng akan 


A new, rugged, easy-to-use reel dis- 
penser for 100 foot coils. A revolving 
arm holds the coil securely in place 
... rotates to release the exact length 
of band required. Width, gage and 
number of teeth of contents clearly 
marked on container. Coils of 250 or 
500 feet are also available in safety 
pull-out cartons. 


Nielilelolge Mol m aa-talyieln 

















MECHANICS' HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS » DIAL INDICATORS - STEEL TAPES - HACKSAWS 
AND BAND SAWS « PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 


test Toolmakers 


ATHOL, MASSACHUSETTS, U.S.A. 








“VALVE MEN” LIKE 


-P<C VALVES 


Men who really know valves — 
know where to look for 
those details of design and 
construction that insure top 
performance—have a lot of 
respect for Reading-Pratt 
& Cady. 


An R-P & C valvemust be 
more than just an assembly 
of machined parts. It has 
work, to do. R-P & C feels 
the reeponitibility for that 
work being done faithfully. 


Consider the R-P & C representative 
as your “‘valve man’'—a 
responsible source for 
bronze, iron and steel gate, 
globe, angle and check 
valves— Bar Stock valves— 
iron cocks—Lubrotite gate 


valves—cast steel fittings. 


READING-PRATT & CADY DIVISION 
AMERICAN CHAIN & CABLE 





